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Sparks 


State of the nation’s economy: 
Up 
INDUSTRIAL Propuction—January’s 
mark rose 2 percent above Decem- 
ber to 82 percent over 1935-39 
average. 

Gotp—Amount held under ear- 
mark at Federal Reserve banks 
increased during week ended 
Jan. 25 by $7,964,107 to $4,317,745,- 
589. 

MOoNneEY IN CircuLaTION —In week 
ended Feb. 8, amount was $26,985,- 


: 000,000, up $57,000,000 from previous 


LS 


week, 

Divwenns—Corporations paid $6, 
495,800,000 in cash dividends last 
year, 7 percent above 1948 total. 


Down 
Auto Ovutput— Week’s total oi 
117,375 vehicles in U. S. plants is 
slightly below previous week’s 117,- 
999, but well ahead of the 109,232 
in the same week a year ago. 
Sree. — Production last week 
was scheduled at 90.7 percent of 
capacity, compared with previous 
week’s 91.5 percent. 


°00 Output Tops 
Million Despite 
Strike Impact 


SOME U. S. plant will probably 
assemble the one-millionth car 
or truck of 1950 this week, but tlhe 
coal strike is beginning to step 
hard on the auto industry’s heels. 

With overtime abandoned at 
General Motor’s plants for the 
second week in a row, U. S. ve- 
hicle output last week totaled an 
estimated 117,375 units. In the 
accounting were 94,846 cars and 

22,529 trucks. 

Output in U. S. plants the week 
before was made up of 95,557 cars 
and 22,442 trucks for a total of 
117,999 vehicles, according to AuTo- 
Motive News’ tabulations, 

As of last week, the Chrysler 
strike and the effects of the coal 
tieup on suppliers for the rest of 
the industry was held responsible 
for the loss of about 40,000 cars 
and trucks weekly. 

. + 
NLY a little more than a month 
ago it appeared that even the 
most optimistic predictions of 
first-quarter automotive production 
would prove too low. 

U. S. plants had set a record goal 
of 672,000 cars and trucks in Janu- 
ary. They said that February 
schedules would yield another 612,- 
000 units. 


But then came the Chrysler 
(Continued on Page 46, Col. 1) 
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New Kaisers Bow 


eat 


KAISER-FRAZER BUCKS THE BIG THREE—Here's the five-passenger two-door sedan with 
which K-F will test its strength against the lowest-priced new-car group. This 195! model, 
plus the new Kaiser and Frazer Manhattan lines, are being introduced to the public in the 


Chicago auto show. 


Owners will have a choice of two new Kaiser Supersonic engines, a 


four and a six, both supplied by Willys-Overiand. 


KAISER REDESIGNED FOR 195i—This line has been augmented by K-F with the addition 


of two-door sedans, club coupes, 


sedans and Travelers previously available. A new two-door sed 
horsepower six-cylinder engine. Prices of ali three K-F linés 


ithe Kaiser line is a new 115- 


business coupes and two-door Travelers to the four-door 


is shown above. Powering 


will be posted when production begins this spring. Story and pictures on pages 37 and 40. 


Daily Sessions Renew Hopes 
For Pact at Chrysler 


By Mac Gordon 
Associate Editor 

CCeRYSL ERS negotiations with 

the UAW-CIO were kept alive 
on a daily basis last week, and life 
inspired hope for settlement of the 
strike which is now in its fourth 
week. 

Federal and state mediators, 
instrumental in arranging the 
daily schedule of sessions, hinted 
that the speedup was serving to 
chip away at the pension and 
insurance deadlock which pro- 
voked the Jan. 25 shutdown. 

No comment was forthcoming 
from the captains of the opposing 
teams last week, however, follow- 
ing a flurry of vitriolic press state- 
ments over 182 new non-economic 
demands tossed into the hopper by 


the union. 
* * + 


QGOURCES close to the negotiators 
expressed the belief that an 


agreement on pension matters 
alone would be sufficient to reopen 
the strikebound plants. 

They predicted that Chrysler and 
the UAW would be willing to waive 
other contract issues and give prec- 
edence to the conclusion of a pen- 
sion agreement paving the way for 
resumption of production. 

There appeared to be no chance 
last week that the strike would 
be called off while the pension 
dispute is being settled, This was 
advocated by the National Auto- 
mobile Dealers Assn. at its recent 
convention, 

Foremost among the non-eco- 
nomic demands handed the corpor- 

ation by the UAW was one for a 
union shop. Elimination of wage 
differentials and classification wage 
inequities, and broader jurisdiction 
(Continued on Page 42, Col, 1) 





Makers Disclaim Bootlegging Blame 


Ware no factory would take an 
on-the-record stand last week 
on NADA’s resolution calling on 
auto makers to end new-car boot- 
legging, the general reaction ap- 
peared to be: 

“We'll do what we can to help, 
but it’s your problem. Meanwhile, 
We are open to suggestions.” 

At their convention in Atlantic 
City the previous week, the na- 
tion’s dealers had asked factories 
to reestablish territorial security 
clauses and to improve distribu- 
tion. 

* - * 
Pracrory officials said they were 
just as mindful of new-car boot- 
legging as dealers, but that they 
can use no more than “moral per- 
suasion” to police the practice. 

However, one executive said 

that NADA’s bootlegging resolu- 





tion reminded him “of a dog 
barking at its own shadow.” 
“We'll be glad to help him bark,” | 


City Gets New-Car Bid 


From Used-Car Dealer 

CRANSTON, R. I.— New-car 
dealers here said last week that 
they had seen everything after 
a used-car dealer submitted a 
bid on a new Mercury four-door 
sedan sought for the Cranston 
police chief. 

Cranston Purchasing Agent 
John M, Stuart reported that 
four Mercury dealers also were 
in the contest. The price of 
$2,150 quoted by the used-car 
lot, Trinity Motor Sales, was 
higher than all the new-car 
dealer bids. 





this official said, “but if it wasn’t 


for the dog there wouldn’t be any | 


shadow.” 
* o + 


‘Test official said that in his 


| opinion dealers should put their | 
|own associations to greater effort | 


to stamp out new car bootlegging. 

“Let dealer associations, both 
city and state groups,” he sug- 
gested, “put clauses in their chart- 
ers making such methods of 
business an unfair membership 
practice. 

“Then, where clear-cut evidence 
proved that a member was offend- 
ing, that dealer could be warned 
and the warning along with the 
evidence passed on to the factory. 

“Our factory, of course, could 
not take any real decisive action, 
but a regional man might drop 

(Continued on Page 41, Col. 1) 








THIS WEEK—NET PAID ABC 


37,225 


$8 Per Year, 25c Per Copy 


Dealer Stocks Rise; 


Official Sales in *49 
Placed at 5,800,303 


Previous High Year 
Topped by 1,274,000 


By Bob Gordon 
Associate Editor 

INAL statistics on new-car and 

new-truck sales in 1949 have 

confirmed estimates that volume 
during the year established a new 
high for the auto industry. 

A total of 5,800,303 new vehicles 
—4,838,342 cars and 961,961 trucks 
—was sold last year, according to 
final registrations compiled by 
R. L. Polk & Co. 

At the same time, reports from 
urban areas and auto makers indi- 
cate that new-car sales volume was 
higher in the first seven weeks of 
1950 than it was in the comparable 
period of 1949. 

+ + + 

OMBINED new-car and new- 
truck registrations in 1949 easily 
established a record for the indus- 
try. In fact, 1949 new-car registra- 
tions alone were higher than the 
industry’s best previous combined 
car-and-truck total of 4,526,126 at- 

tained in 1948. 

The registration of 4,838,342 new 
cars. last year was, of course, a 
record for new-car sales, topping 
by almost a million units the in- 
dustry’s best previous year in 1929 
when 3,880,206 new cars were de- 
livered. 

The 961,961 new trucks sold last 
year constituted the second high- 
est truck volume year in history, 
trailing only 1948 when 1,035,174 
new trucks were registered. 

The top month in new-car sales 
during 1949 was August when 478,- 
556 sales were made. For truck 
dealers, the peak was reached in 
September with the delivery of 
89,253 units. 

* 7 > 
HILE 1949 was a year of great 
increase for most car makers, 
it was also a year of little change 
in sales position for individual 
makes. 

The order of finish for the in- 
dustry’s top 10 sellers in 1949 
was exactly the same as it had 
been in 1948. Chevrolet retained 


first place and broke all its own 
(Continued on Page 43, Col, 1) 


Final Standings = 


Potential Inventory 
Averages 12% Cars 


By Bernie Thomas 
Associate Editor 

EALER stocks of new cars 

moved up only slightly as of 
Feb. 1. 

Automotive News’ compilations 
show that they totaled 498,286 
units—306,286 actually in dealers’ 
hands and 192,000 still in transit 
to them. 

Thus, on Feb. 1, the average 
dealer had a potential inventory of 
12% cars, or only a car and a half 
more than a month earlier when 
potential stocks in the U. S. in- 
cluded 251,754 units on hand and 
188,500 in transit. 

The average dealer’s stock status 
on Feb. 1 was briefly: slightly 


New-Car Stocks 
Average in Dealer Hands 
and in Transit 


Fes. 
JAN. 
Dec, 
Nov. 
Oct. 
Sept. 
APR. 
Fes. 
JULY 
JAN. 
JAN. 


a siplenseitapeed 


1949 
1949 
1948... 
1948..... 
1946... 


Automotive News Estimates 


Pe pk pk kek ek ek fet et et et 


more cars than a month earlier, 
with actual stocks being augmented 


at the same rate as before. 
os * > 


FOREMENTIONED calculations 

do not, of course, apply to any 
group of dealers handling a par- 
ticular line of cars. Individual sta- 
tistics show that dealers handling 
certain makes may find their stock 
situation vastly different from 
dealers handling others. 

For example, most Chrysler deal- 
ers appear likely to have not more 
than a 10-day supply of vehicles. 

Further, as of Feb. 1, two 
makes of cars which have con- 
sistently been in good production 

(See STOCKS, Page 45, Col, 1) 


1949 Car and Fane Registrations 


Cars 
Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Mercury 
Hudson 
Nash 
Chrysler 
DeSoto 
Packard 
Cadillac 
Kaiser 
Lincoln 
Willys 
Frazer 
Crosley 
Ang.-P’f. 
Austin 
Misc. 
Total All Makes 
4,838,342 3,490,952 


1949 Pos. 
1—1,031,466 
806,766 
527,915 
372,425 
321,033 
273,530 
269,351 
199,460 
186,629 
137,907 
135,328 
130,516 
103,311 


436,888— 2 
347,174— 3 
244,762— 4 
228,939— 5 
213,923— 6 
175,531— 7 


109,497—10 
104,156—13 
105,315—12 
82,454—14 
77,843—15 
59,379—16 
108,367—11 
32,638—18 
21,408—20 
57,994—17 


3,223-—22 
8,610—21 
7,210— - 


1948 Pos. | 
709,609— 1 


143,120— 8 | 
137,512— 9| 


25,400—19 | 


Trucks 
Make 
Chev. 
Ford 
Dodge 
Inter’1. 
GMC 
Stude. 
Willys 
White 
Mack 
Diam. 
Reo 
Divco 
Autocar 
Brockway 
Federal 
Crosley 
Pontiac 
Kenworth 
FWD 


1948 Pos. 
302,219— 
225,729— 
114,431— 
125,203— 

74,857— 
50,657— 
716,484— 
11,608— 
9,795—11 
10,657—10 
10,773— 9 
5,618—12 
2,770—15 
2,958—14 
4,026—13 
2,411—16 

4738—18 

811—17 

411—19 

3,283— 


1949 Pos. 
1—345,519 
2—202,179 
3—116,956 
4— 91,164 
5— 80,407 
6— 55,099 
I— 32,765 
8— 8,318 
9— 6,866 
|10— 5,172 
li— 4,003 
12— 3,577 
18— 1,655 
14— 1,626 
15— 1,225 
16— 871 
17— 175 
18— 392 
19— 337 
20— 220 Sterling 
— 2,826 Mise. 
Total All Makes 
961,961 1,085,174 
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Wheels of Freedom Rolling Through Sunday... 





All Roads Lead to Chicago Show 


By Mel Adams 
Staff Correspondent 


HICAGO. — This week Chicago, 

4 by way of its 42nd annual auto- 
mobile show, virtually becomes the 
motoring capital of the nation. 


Spotlighting motordom’s newest 
creations in 155,207 square feet of 
exhibit space, supplemented by a 
brilliant Wheels of Progress 
stage spectacle in the central 
arena, the show got off to a flying 
start here last Saturday. 

Its locale is the International 
Amphitheater, 42nd and Halsted 
Sts., where it will run through Sun- 
day (Feb. 26). 

Motoring fans from the immedi- 
ate Chicago area, along with an 
influx of visitors from as far as 150 
miles away accounted for most of 
last weekend’s heavy attendance. 

* * * 


.— public in general is being 
joined by hundreds of factory 
officials and Midwest dealers, some 
of whom arrived early to set up 
hotel headquarters and plan meet- 
ings. 

Members of the Chicago Auto- 
mobile Trade Assn., sponsor of the 
show, along with employes and 
their families and other guests, 
turned out 10,000 strong to preview 
the exhibits and the stage spectacle 
the night before the show’s formal 
opening. 

James F. McManus jr., chair- 
man of the executive show com- 


Buick Sales Zoom | 
Anew to Alltime 


mittee, announced a series of 

special show days as follows: 

Saturday (Feb. 18): Opening day; 
Sunday: Midwest States day; Mon- 
day: Old Timers and North Side 
day; Tuesday: Motor Truck day; 
Wednesday: Washington’s Birth- 
day; Thursday: Engineers and 
South Side day; Friday: Manufac- 
turers and Safety day; Saturday: 
Chicago day, and Sunday (Feb. 26): 
Closing day. 

* + o 
T EADING off Friday morning 
was Oldsmobile with a break- 
fast meeting to orient dealer 
salesmen in handling visitors to 
the Oldsmobile exhibit at the show. 

Conducting the session were O. F. 
(Frank) Frost, sales promotion 
manager at the factory; James E. 
Strand, zone manager, and W. O. 
Lampe, regional manager. 

On the same afternoon Kaiser- 
Frazer officials were hosts to the 
press from Chicago, Detroit and 
other cities, the out-of-town con- 
tingent coming here by special 
planes, along with Edgar F. Kaiser, 
president, and other factory offici- 
als. The affair preceded the world 
premiere of the new low-priced car 
to be produced by Kaiser-Frazer. 

Almost simultaneously, Hud- 
son’s N. K. VanDerzee and others 
from the factory entertained a 
group at a dinner in the Saddle 
and Sirloin club adjoining the 
amphitheater, 

Both groups adjourned after 
their dinners to the preview of 
the auto show, 

* * * 

ORD officials held a luncheon 

Saturday, after which those in 
the party were transported to the 





10-Day Record 


FLINT.—Buick sales for the first 
10 days of February set another 
new alltime record peak of 13,865, 
O. L. Waller, gen- 
eral sales man- 
ager, announces. 
It was the fourth 
consecutive 10- 
day period this 
year that Buick 
sales have ex- 
ceeded all previ- 
ous records. 

The latest fig- 
ure represents an 
increase of 34 

0. L. Waller percent over the 
first 10 days of February, 1949. It 
reflects, also, a steadily rising sales 
volume since the first of the year. 
Each 10-day period since Jan. 1 has 
shown an increase. 

“Our total sales for 1950 now 
total 48,843, which is a new record 
for that period,” Waller said. “Jan- 
uary sales were the largest of any 
January in our history, and the 
first 10 days of February are larger 
than any 10-day period in January. 
Our sales so far this year represent 
an increase of 20 percent over the 
corresponding period of last year.” 

Waller noted that the unparal-| 
leled sales record for this year was 
accomplished with only limited 
production of the Riviera coupe and 
Riviera sedan models. The Riviera | 
coupes and sedans will not reach) 
volume production until March. | 

Used-car sales, Waller revealed, | 
also hit a new record high. Total | 
used-car sales for the year to) 
Feb. 10 were 49,310. 








JOHN O. MUNN’S 
‘A Guide to Automobile Selling’ 


Few 


knowledge of 


Munn, 


understanding of 
from 40 years’ 


Selling versus Overallowance-—Put this book in the hands of every one of your 
salesmen. Guide them in the techniques that de-emphasize the importance of the 
used-car allowance. Each chapter of this cloth-bound book is a money-moker. 


Sixty-four idea-packed pages. 


$3.50 per Copy, postpaid 


amphitheater for the official open- | 


ing of the show. 

Also. on the Ford schedule will be 
a series of two truck meetings, the 
first set for next Thursday and the 
second for Friday. Out-of-town 
dealers will be at the first meeting 
and those in Chicago at the second. 

General Motors’ high officials, 
including those from the various 
GM divisions, were to hold a | 
reception today (Feb. 20). 

On today’s agenda of factory 


workmanship highlight the Lin- 


L-M dealers and Chicago L-M 
district sales officials collaborated 
in creating the presentation. 

Mercury is represented by four 
models—a sport coupe, sport sedan, 
convertible coupe and station 
wagon. Facing the Mercury dis- 
play is a Lincoln Cosmopolitan 
coupe, convertible coupe, and sport 
sedan, and a Lincoln six-passenger 
coupe. 

> * * 

to Chicago show committee de- 

cided not to allow exhibitors to 
crowd displays with every model 
available, in an effort to maintain 
freedom of movement for visitors. 

Ford’s display theme is identical 
to that of L-M. Eight Ford cars are 

(See SHOW, Page 42, Col, 4) 


AT CHICAGO DEALER SHOW—Everything 


pictures 


Cleary. 


31 


coln-Mercury exhibit. Chicago area 


Stock Devs Complete | 


OLDS MODEL ON DISPLAY AT CHICAG 
the special 98 Holiday coup 





O—Model Phyllis Nelson opens the door of 


named the Palm Beach, now being exhibited in the 42nd 


e 
annual Chicago Automobile Show at the International amphitheater. The door panel is 
trimmed in green alligator skin, lacquered yellow wicker and green leather, while the floor 
mat and seat base are woven natural flax. The body is painted an iridescent surf green 


while the steel top is cabana sand color with a 





at the 42nd annual Chicago Automobile Show 


is on a big scale. Said to be the largest ever painted of Washington and Lincoln, these 
each 24 feet high, feature the curtain of the Wheels of Freedom central arena 
stage show. Alongside the pictures, for purposes of contrast, are (left to right): E. J. 
Becker Bros. Studios; Norman W. Prass, assistant to Edward L. Cleary, show manager, and 


| 
gatherings is a Buick dealer lunch- E R 
gone es fee us dealer net Canyon Economy Run 


general manager; Otis Waller, gen- 
eral sales manager; Charles E. 
Chayne, chief engineer, and E. T. 
Ragsdale, general manufacturing 
manager. 

> aa 


* 
~HOW officials predicted that the 
event would set a new attend- 
ance record of close to 500,000 
people. Optimism was general that 
the show would prove a powerful 
stimulus to buying. 
To that end, both dealers and 
manufacturers made __ intensive 
preparations. 


By Pete Wembhoff 

Editor, Automotive News 
RAND CANYON, Ariz.—Having 
traversed 751 miles on a most 
gruelling course, 31 American stock 
cars crossed the finish line here 
Thursday in the postwar renewal 
of the Mobilgas Grand Canyon 
Economy Run. 

Results of the AAA-supervised 
test will not be made public until 
Feb, 26, and will appear in the 
Feb. 27 issue of Automotive 
News, 





High style, luxury and quality 





The caravan of 1950 cars left 


‘A Guide to Automobile Selling’... 
. 
Locating the Prospects 


Epriror’s Note: This is the sixth | 
installment of a book by John | 
O. Munn, comprising Chapter | 
IX, “Locating Prospects’: 

By John O. Munn 


(CAL®Y about 3 percent of the 


residents of the United States | 


Now in Book Form 


today have as 
the 
There are fewer 


men penetrating a || 
John 


who have his 


auto business as 
still 
problems, 


dealer gleaned 


experience. 


|bought new cars from 19 to 36 


| the 


|his price class during that period. 





BOOK DEPARTMENT 


Automotive News 





2666 Penobscot Bidg. 


Detroit 26, Mich. 


buy new cars in any year. The per- 
centage depends upon the national 
income and the list prices of new 
cars. 


Therefore, if the dealer or sales- 
man will concentrate his sales ef- 
8 fort on the three 
out of every 100 
people who are 
going to buy, in- 
stead of the 97 
who aren’t in the 
market, his ef- 
forts will be more 
resultful. 

Of the 3 per- 
cent of people 
who will buy new 
cars in any given 
year, from 80 to 
90 percent of them are people who 





J. O. Munn 


months previously. Any dealer or 
salesman has, or can obtain from 
registration lists, the names 
of people who bought new cars in 


But in checking registration lists, 
remember that in any such list 
from 70 to 80 percent of the names 
will be of owners who purchased | 
their cars as used cars. This per-| 


|Los Angeles Wednesday morning, 
spent the night in Las Vegas, Nev., 
before proceeding to the south rim 
of the Canyon Thursday. 

+ * * 

O SERIOUS incidents marred 

the run and only minor troubles 

beset the stock cars, despite the 
fact that the test took the cars 
through city traffic, mountains and 
desert. 

Most coveted prize in the run 
is the Sweepstakes trophy, 
awarded on a ton-mile basis to 
the car having the best gasoline 
economy over the 751-mile course. 
Winners in each of the various 

| price classes (based on AUTOMOTIVE 
News’ advertised-delivered price 
| listings) also are awarded trophies. 
* + * 

CARS entered in the grind must 

4 finish in less than 18.5 hours, 
necessitating an average of 41 miles 
per hour to qualify. 

Cars in the run were not driven 
by professionals, since most of 
them represent Los Angeles dealers 
or dealer associations. 





—_—_@ 





crackle finish. 


Crowds Thick, 
Interest Keen 


At Buffalo Show 


By Jack Weed 


BUFFALO. — Discovering that 
people still like to go to automobile 
shows, the Buffalo auto dealers’ 
association opened the doors of 
their show Saturday night, Feb. 11, 
to a crowd that was more than 
double that of any previous open- 
ing-night paid attendance in the 
entire history of the association. 


More than 9,000 people were 
“ticketed” through the two en- 
trances to the big Masten Ave. 
armory where the show was held 
on opening night and better than 
7,000 came to the show Sunday 
afternoon, although it had been 
previously announced that no car 
drawing would be held on Sunday 
and that Sunday’s tickets would be 
added to those for Monday for the 
car drawing. 

Seven cars were offered by the 
dealers to be given to the lucky 
ticket holder, one on each day 
with the exception of Sunday. 


Approximately 125 dealers par- 
ticipated in the show, which had 
18 passenger-car, five truck and 19 
allied industry exhibitors. The 60,- 
000 square feet of show space were 
completely sold out for this show 
weeks in advance of opening day. 


Despite snow, rain and_ sleet 
storms which made driving haz- 
ardous, attendance kept up surpris- 
ingly well during the rest of the 
week. 

In fact, according to Marjorie 
Baker, manager of the Buffalo Au- 
tomotive Trade Assn., Inc., and 
manager of the show, attendance 
on many days exceeded that of the 
1940 show. 

Considerable buying interest was 
displayed in both cars and trucks, 
according to spot checks among 
exhibitors. 

The only discordant note in 
evidence in the show was ex- 
pressed by dealers in the so- 
called “hot” lines who were la- 
menting the fact that with all the 
potential buyers crowding their 
exhibits they had no cars to 
deliver. 

Crowds flocked around all moving 
exhibits. In at least one case, that 

(See BUFFALO, Page 43, Col, 2) 











centage will vary with the makes 
(Continued on Page 44, Col. 1) 


BUFFALO BREAKS RECORDS—Attendance at the opening of the Buffalo auto show broke 
| all previous opening-night and first-Sunday attendance records of prewar. More than 9,000 
perwsat attended opening day. This is a glimpse of the Sunday afternoon crowd of 
’ plus. 
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[peaLans are building up their 
own business headaches to a 
point where it will soon be difficult 
for even the best dealers to keep 
from being sucked in. That’s what 
a good many dealers say. They 
have in mind the conditions of last 
fall and the impending conditions 
of this spring when production 
should be at an all-time peak. 

Large production tends towards 
greater and greater over-allow- 
ances, as evidenced by the mer- 
chandising on trucks last year. But 
volume production is not the only 
problem dealers face. That open 
territory is a major problem now 
is evidenced by the many resolu- 
tions being passed by local, state 
and national associations against 
the practice. 

Dealers are united in agreement 
that unrestricted territory is a 
deterrent to sound business. 
Evidences of the disastrous re- 
sults of the mal-distribution of 
new automobiles are apparent 
from almost all sections of the 
country. In towns as small as 
Joplin, Mo., dealers got together 
and memorialized the manufac- 
turers and urged them to reor- 
ganize and coordinate their dis- 





Teen-Age Program 
For Safe Driving 


Grows in Oregon 


PORTLAND, Ore.—The man-to- 
man safe driving agreement pro- 
gram, pioneered in Oregon by the 
Automobile Dealers Assn. of Port- 
land, has been broadened in scope 
ao Oregon Automobile Dealers 

n. 


Since Jan., 1, the state body is 
receiving weekly reports from the 
secretary of state’s office, giving the 
names of ’teen-age applicants for 
automobile driver licenses, whether 
renewals or first-time applicants. 


Local and county car dealer as- 
sociations throughout the state, 
sponsoring the program in their 
own area, are being furnished the 
names of ’teen-age applicants from 
their respective localities by the 
OADA headquarters in Portland. 


In addition, OADA is furnishing 
information for conducting a man- 
to-man program to all associations 
requesting it. 

‘Teen-agers living up to their 
pledge to drive the family car safely 
for six months, receive a citation 
from Gov. Douglas McKay, himself 
a Chevrolet dealer in the state capi- 
tal, Salem. 

During January, OADA mailed its 
first batch of citations signed by 
the governor—1500 in all. These 
citations went out in special en- 
velopes bearing the emblem of the 
association’s highway safety com- 
mittee. 


$40,000 Fire Razes Elton 

ELTON, La.—The building hous- 
ing Elton Motor Car Co. here was 
destroyed by fire the night of 
Feb. 1. Loss was estimated at 
$40,000. Twelve automobiles on an 
adjoining used-car lot and a 
wrecker in the main building were 
saved. 
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tribution of cars so as to lessen 

the menace to the continuity 
and integrity of motor vehicle 
selling. 

North Carolina reports that a 
thousand new cars were sold within 
the borders of that state by non- 
enfranchised dealers in the last 15 
days of December. This many 
actual sales were taken away from 
dealers holding the franchise of 


the cars sold. 
* * 


Sall Can Undersel 


T MEANS the traditional prac- 

tice of merchandising automo- 
biles is being destroyed. The North 
Carolina dealers believe that, if 
this situation is not repelled, the 
value of holding a dealer franchise 
will be lessened. Established deal- 
ers, with large investments, can- 
not continue to meet such competi- 
tion from operators with little or 
no investment and no overhead. 


One of the contributing factors 
that accelerate the movement of 
new cars to unauthorized dealers is 
the fact that freight rates have 
increased considerably since pre- 
war, This fact tends to make it 
possible for the so-called automo- 
bile broker and bootlegger to pick 
up new cars from dealers who are 
oversupplied and located near fac- 
tories. These cars are then cara- 
vaned to western points. 

The difference between cost of 
caravaning and freight rates is 
$100 to $200. This means the 
broker can make a profit and 
still sell new cars to an inde- 
pendent used-car operator for a 
lot less than the actual cost of 
the same car from the factory to 
an authorized dealer. 

In other words, the independent 
used-car operator by caravaning 
the car from the point it is picked 
up to a point of delivery saves 
enough on the freight rate that 
authorized dealers pay to make a 
profit on the new car and still sell 
it at a discount. 


- * 
What to Do? 

VEN the sales tax in some 

states contribute to this condi- 
tion. For instance, one authorized 
dealer in Dayton was assessed by 
the state of Ohio more than $20,000 
for failing to collect sales tax on 
new cars sold. The cars, according 
to the state tax commissioner, 
were sold to Detroit firms. The car 
titles were registered in the state 
of Ohio, but the license tags were 
not bought in the state. 

This situation is developing very 
rapidly. Its effects will pyramid. To 
stop it will require the united pres- 
sure of all dealers, Dealers tell me 
that individual dealers are power- 
less to overcome such hazards that 
are now thrusting their ugly heads 
into this business. 

Dealers say the efforts of local, 
state and national associations 
are necessary to insure improve- 
ment of the conditions. Trade as- 
sociations have long been 
regarded as essential in taking 
care of dealers’ interest in gov- 
ernment relations, whether it be 
national, state or local. Associa- 
tions have been the leaders in 
developing proper public rela- 
tions, as evidenced by the “Know 
Your Dealer Week” campaign of 
last fall. Associations are needed 
in inter-industry relationships to 
disseminate trade facts so indi- 
vidual dealers can use them as 
guide posts. 

Dealers tell me that it is in keep- 
ing with the times for associations 
to be the instrumentality by which 
better factory relations can be 
developed. Associations, however, 
can go no further than the will of 
the dealers they represent. Thus, 
it means that dealers must be 
unanimous in their appeal for relief 
before the desired results can be 
accomplished. 

The evidence already available, 
as to the serious ill effects caused 
by mal-distribution of new cars, 
should apply irrefutable logic for 
the necessity of immediately cor- 
recting the situation. 


* 









































































Ralph R. Knapp. 






NEW YORK.—‘“Major strikes in 


the automotive industry are as crip- 
pling to the nation as those in the 


coal, steel or communications 
fields,” stated C. M. Bishop of 
Bishop, McCormick & Bishop 


(Dodge), at a press luncheon an- 
nouncing a history-making use of 


newspaper advertising by Chrysler 
dealers in the New York metro- 
politan area. 

Two full-page advertisements, 
run in Detroit papers by the De- 
troit board of commerce, dealing 
with the Chrysler strike situation, 
are being republished in New 
York dailies “in the public inter- 
est,” Bishop pointed out. 

The entire cost is being volun- 
tarily paid by corporation dealers 


Buffalo Dealers 
Double Prewar 


Investment 


BUFFALO. — New-car dealers in 
the Buffalo marketing area have 
nearly doubled their investment in 
the business since before the war, 
according to the Buffalo Automo- 
tive Trades Assn. 

Postwar expenditures for new 





area exceeded $7,500,000, 
total investments to $16,315,000. 
The dealers employ more than 
3,400 on an annual 
nearly $13,000,000. 


Another Side 


Milwaukee Journal Raps 


Sabbath Sales Ban 


MILWAUKEE. — Editorially 
speaking, the Milwaukee Journal 
does not like a proposed county 
licensing law that would stop the 
sale of automobiles and parts on 
Sundays and holidays. Sections of 
the law, says the paper, are just 
business restrictions fostered by 
established auto dealers to protect 
themselves from new competition. 

In a Sunday column the Journal 
asked, “Why shouldn’t cars be sold 
on Sundays and holidays? Those 
are the days that many families 
can most easily get together to 
look at cars they want to buy. 
Those are the easiest days to take 
Junior on a tour of dealers to pick 
out a jalopy.” 

The reason, according to the 
Journal, is that “established car 
dealers want to restrict competi- 
tion. It has nothing to do with pro- 
tection of the public or any “blue- 
law” complex. It is purely and 
simply a business restriction and 
has no place in a licensing law.” 


Redwood City Dealers 


Elect Towne President 

REDWOOD CITY, Calif. — Pete 
Towne (Ford), has been elected 
president of the Redwood City Auto 
Dealers’ Assn. He succeeds Heine 
Bray (Oldsmobile). 

Other officers are: Clayton Clark- 
son (Buick), vice-president and 
Paul Dibert (Chrysler-Plymouth), 
secretary-treasurer. Towne was also 
appointed a director of the Penin- 
sula Auto Dealer Assn, 


Labor Peace Crusade 


New York Chrysler Dealers Fight Strike 
With ‘Public 


buildings and remodeling in this 
lifting 


payroll of 









THE NEW LOCKPORT (N. Y.) OFFICERS AND DIRECTORS—At the recent annual ao, 
the consensus was that 1950 would be an excellent year in the automobile business, it is 
stated. The group plans to devote more time and effort in establishing closer relations 
between the Automobile Dealers Assn. of Lockport and the public. Left to right 
Vice-President William B. Shaw, Treasurer Howard B. Tothill, President Bradford L. Sherwood, 
Secretary George W. Timkey jr. Standing: Directors Jerome Edwards, Arthur T. Mullane and 


seated): 


Interest’? Ads 


in the New York area. This action 
followed a meeting of over 300 
dealers at which Bishop served as 
chairman. 


The two advertisements, entitled 
“It May Be Legal, But Is It Loyal?” 
and “Pensions—America’s Biggest 
Riddle,” bring into sharp focus the 
complex problems posed by union 
demands that are backed up by 
paralyzing strikes which imperil 
the security of America, Bishop 
said. 


“These strikes in basic industries 
are no longer an issue between one 
employer and his employes,” Bishop 
continued. “They are of grave pub- 
lic concern, undermine the liveli- 
hood of an alarming percentage of 
the nation’s workers, paralyze 
whole communities and throw this 
country’s economy out of gear. 


“The auto dealer, with his hard- 
hitting sales and service organ- 
izations, put America on wheels 
and keeps it running. The Chrys- 
ler strike seriously jeopardizes a 
dealer group serving over one- 
fifth of the country’s registered 
motor vehicles. 

“That’s why we dealers must 
speak up, and take an active part 
in acquainting the public with 
facts about the Chrysler strike 
which is threatening the mobility 
of the nation. Let’s start a cru- 
sade now to sell America back to 
Americans, not to the Indians or 
the Russians.” 

The Detroit board of commerce 
advertisements are based on a civic 
and patriotic appeal—“to keep ma- 
terials flowing, lines rolling, wheels 
turning, plants working”—while la- 
bor contracts with key automotive 
producers are being negotiated. 

The Chrysler strike is directly 
affecting nearly 150,000 workers in 
the corporation’s 25 plants and 
6,500 suppliers’ plants, plus 200,000 
members of the 10,500 dealers’ or- 
ganizations. 

At the NADA convention held in 
Atlantic City, a resolution was 
passed urging its entire member- 
ship to channel all personal and 
business influence to get Chrysler 
workers to return to work while 
the labor contract is being nego- 
tiated. 


On the House . 








Capital Show — 
Draws Crowds 


Washington Dealers 
Display 100 Models 


WASHINGTON. — With an im- 
posing array of national capital 
notables present, and with District 
Commissioner John Russell Young 
as master of ceremonies, the Wash- 
ington Automotive Trade Assn.’s 
22nd automobile show got away to 
an auspicious start here last Sat- 
urday. 

Ten years have slipped by since 
the 21st exhibition was staged, 
which may account for the more 
than 6,000 motor-car enthusiasts 
who clicked their way through the 
turnstiles of the huge new National 
Guard Armory before the day was 
done. 

The Lincoln memorial, the Jef- 
ferson memorial and the Wash- 

ington monument were all a part 
of the interior picture, with the 
aisles laid out as avenues and 
with lampposts at each corner 
bearing the name of the exhibitor 
instead of street names. 

The setting for the cars was 
superb, was the consensus of the 
thousands who thronged the 
“streets.” 

The exhibition space totaled up 
to 52,500 feet. On display were more 


N A DA ¥ Directors 


For pictures of the directors 
inducted at the NADA convention 
in Atlantic City, see page 45. 


than 100 models of 19 American 
makes and 12 cars of foreign man- 
ufacture. 

In addition there were squares 
devoted to accessories, equipment, 
tire and petroleum products, Other 
displays that drew many visitors 
were two racing cars, a racing en- 
gine and an ancient automobile in 
the AAA booth. 

The spaces sold were desig- 
nated by only one trade name— 
as, for example, Plymouth—but 
34 Plymouth dealers of the met- 
ropolitan Washington area par- 
ticipated in that one trade allo- 
cation. 

The WATA show committee is 
made up of J. M. Sanders, chair- 
man; C. T. Lindsey, Philip Lustine, 
A. Leftwich Sinclair, Frank G. 
Stewart and S. H. Vuncannon. 


Va. Assn. Urges 
State Tax Cuts 


RICHMOND, Va.—Believing it is 
not “fair, reasonable or equitable” 
for the state to tax income paid 
to the federal government, the 
Automotive Trade Assn. of Virginia 
has urged its members to support 
three Virginia bills to reduce levies. 

The association urged dealers to 
write their congressmen urging 
them to pass the following: 

Senate bill 82—provides that you 
may deduct federal corporate and 
individual income taxes from your 
state income tax returns. 

Senate bill 83—provides that the 
state wholesale license fee be re- 
duced from 20 cents to 13 cents 








per $100. 
House bill 21—provides that in- 
come tax rates be cut back to 


1948 levels. 


NADA’s resolution calling for a resumption of work at Chrysler 


plants, while company and union settle their differences, 


is an 


important milestone in the auto industry, in my opinion. It brings 


to the forefront 


president, is 





Wemhoft 


soon,... 


the public, are great losers in any strike. . 


the fact that dealers, as well as 
. .This 


year’s NADA convention, by the way, was the most 
spirited in a long time. And press relations were 
handled nicely, too... . 
Here’s “best of luck” to NADA’s new presi- 
dent, Fred Haller, and a “well done” tribute to 


George Ziesmer for his nifty job in 1949... . 
Bob Kneebone, 
now a 
Jones’ National Bank of Commerce in Houston. 
... Report from New Orleans says John Battle 
is dropping his two Chevrolet dealerships there 
and that two separate owners will take over 


former NADA executive vice- 
vice-president of Jesse 


This week, following a closeup of the Grand Canyon Economy run, 
I expect to confer with lots of dealers in Southern California. I hope 
to tell you my findings in our Feb. 27 issue. 





—Pete WEMHOoFrF, 
Editor 
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AuTomOTIVEe OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
M the dealer on every used vehicie accepted in partial payment for a ew 
Acar or truck. 9 3, Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Capsule Comment 


Lest we forget—-the remarkable sales and production rec- 
ords established last year by the automobile industry were 
accomplished despite strikes, shortages and rising material 
costs. 

It’s a good bet that the fellow who coined the phrase, 
“business as usual,’ wasn’t in the automobile business, 
where business always seems unusual. 

+ * * 


Zar>ago 





An AUTOMOTIVE NEws survey of dealer obituaries in 1949 
shows that new-car retailers have an average life expectancy 
of 62.3 years. 

If it weren’t for tradeins, dealers would probably live 
20 years longer. 
* + * #* 

In building more than two million car bodies last year, 
Fisher Body reports it used enough sheet metal steel to 
provide a steel curtain 26 feet high around the borders and 
general coastlines of the U. S. 

Even in the making of “iron curtains,” American-style 
free enterprise can’t be topped. 
* * 


Record crowds have been flocking to new-model showings 
and local automobile shows, and the indications are that 
future shows this year can expect similar turnouts. 

There’s nothing like an auto show to bring out pros- 
pects. Is your city planning net 
* + 


While ignoring the government’s injunction against the 
coal strike, one UMW local leader was quoted as saying: 
“This is still America, and when they throw an injunction 
at you, then it’s a personal matter. Lewis, the government, 
or anyone else can’t get us back to work without a contract 
—the hell with them all.” 

Trying to live and work in unheated buildings is another 
personal matter. It seems unlikely the American people 
will be willing to take a trip to Hades just to get warm. 

* * 


John O. Munn recommends that whatever sales-compen- 
sation plan dealers use, they reduce it to writing. 

Many differences between employer and employe are 
caused by misunderstandings which could be avoided. 
When reasonable men know the facts they usually are in 
agreement. 

* * * 
And Walker Williams, Ford’s general sales manager, says 
good salesmen are obsessed—with the idea of selling. 

Most humans are fundamentally honest. When we are 
really sold on something, it’s a lot easier for us to sell 
others. 

* * * 
There was high interest in the recent NADA service clinic 
despite the accent on distribution problems. 

Those nickels, dimes and dollars ringing in on the serv- 
ice cash register may be small individually but they add 
up to a mainstay of the business. 








| 
| Dealer 


Forum 


Epiror’s Note: Believing that 


| dealers in every state have their 


peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations on the situation in his 
area. 
By Robert J. Quillen 
President, Delaware Dealers 
I AM very happy indeed to report 
on the retail automobile business 


as it appears today in our rather | 
small but delightful state of Dela- 


ware. 

At a meeting of our dealer organ- 
ization recently held in Dover, 
practically all dealers felt the need 
of new automobiles to apply 


against orders on hand, Of course | 


there were no dealers who claimed 
the backlog of orders experienced 
some time back, but it was indeed 
encouraging to find this satisfac- 
tory situation existing at this period 
of the year. We realize the recent 
showing of new models by many 
dealers probably had quite some 
effect on this condition. 


The dealers stated that they 
had experienced a much better 
business in January than had 
been expected. It was good to 
hear them talk. It was also most 
gratifying to feel that at least 
our boys in Delaware were not 
unloading new cars on some 
other dealers in the South and 
Southwest areas of our nation. 
This was a source of great satis- 
faction to the men connected 
with our Delaware trade associa- 
tion, 

Dealers reported some stock of 
trucks. They reported truck busi- 
ness fairly good, but all agreed that 
this field would have to be worked 
more thoroughly than heretofore. 

* * . 
Ypres report covers only dealers 
present at the meeting, of 
course, and is strictly given on 
that basis. 


I would like to talk to dealers for 


just a couple of paragraphs on a| 


subject that is often discussed. 
Much has been written on the sub- 
ject and certainly by more capable 
persons than the one whose name 
appears above this column. It is, 
however, very important in my 
opinion and I thought the feelings 
of a small dealer might be ex- 
pressed while having the opportun- 
ity. 

The subject is: “Habit of Buy- 
ing Instead of Selling” in retail 
auto business. Let us not get into 
this habit until we have sincerely 
tried it in reverse; that is, habit 
of selling instead of buying. Cer- 
tainly every man in this business 
feels better after he has really 
sold his product to a customer 
rather than have the customer 
sell him the car he happens to be 
driving. There has always been a 
“Sellers’ Market”; it has just 
been a matter of who was the 
seller. 


If we are going to be afraid of 
so called “Buyers’ Market” in the 
automobile business, we do not be- 
long in this business. All lines of 
merchandise have periods of scarc- 
ity of stock at some time or other, 
but just as surely as the sun comes 
up in the morning there will be 

(Continued on Page 44, Col, 1) 


What’s Become of .. . 


William M. Packer 4r. Co. 


When Pontiac announced recently that a “Better Dealer’ award 
had been presented to William M. Packer sr. of Packer Pontiac, 
Detroit, it was easy to see what had become of the former vice- 

: in charge of distribution for Packard 


president 
Motor Car Co. 


gerne 


Born in 1896 


Packard in 1934. 





W. M. Packer sr. 


out plugging.” 


| 





| 
| 
| 





At the moment he’s 
William M. jr. carries on in Detroit. 


entered the automobile business in 1925 as city sales 
manager for Chevrolet in Minneapolis. After duty 
in Buffalo, Los Angeles and Boston, he left Chevro- 
let to become assistant general sales manager of 


In 1939, Packer was named vice-president in 
charge of distribution for Packard—a post he 
retained until 1945 when he went into the retail 
end of the business as a Pontiac dealer. 

The younger Packer reports “business is good because the firm is 





|Co., Inc., Birmingham, Ala. 
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FIRST IN WAR, 
FIRST IN PEACE 
AND FIRST IN 
THE HEARTS OF 
HIS COUNTRYMEN 
We 











—_—§ Letterbox 


“To Advise Friends... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 


used, if you so request. 





Excise Tax speak as one fairly well versed in 


On the front page of the Feb. 6|the techniques of selling. 
copy of Automotive News, the arti- This extolling of my own prowess 
cle, “Unwarranted Tax May Cut]/is merely to acquaint you with the 
Sales in 1950,” is very good inform-| fact that this fan letter is not a 
ation to have. We are wondering) spontaneous burst of enthusiasm 
if we may have permission to use| 4, the part of some youthful ad- 
most of this writeup in some circu- mirer making his first call, and to 


that we may make u ; 
ee ae to an of pee whom all of the literature of selling 
is novel and, therefore, startling. 


friends and customers—Harotp F. 

Woop, president, Wood Chevrolet| So, let me say that the first three 
issues of your, “A Guide to Auto- 

mobile Selling,” are both timely 

More on Book and scholarly. I have tried to im- 


This is the first fan letter I have|PT€SS on our own salesmen that 
ever written. Having been in the| Your articles contain such concen- 
selling field for some 30 years and| trated wisdom that I would be very 
having delivered I-don’t-know-how- | happy to lend them numerous vol- 
many hundreds of sales talks be-|} umes out of my own library all 
fore I-don’t-know-how-many thou-|pbearing a certain sentence or 
sands of people, I think that I|phrase which you have used, so 
that they must not only read your 
articles, but meditate long and 
deeply on their meaning. ... W. H. 
Swa.LweEL., Larson-Swalwell Motor 

(Studebaker), Spokane, Wash. 
Epiror’s Note: “A Guide to Au- 
| tomobile Selling” is now available 
in book form through AUTOMOTIVE 
News book department at $3.50, 
postpaid. 


* * * 


* * * 


Another One? 


Concerning the Auto Oddities 
cartoon on page 38 AUTOMOTIVE 
News (Feb. 6), I heard from a 
Crane Simplex owner that all 
Crane Simplexes were guaranteed 
for as long as the original owner 
kept them.—Hayben SuHep.ey, Apple 
St., Essex, Mass. 


Epitor’s Note: The _ cartoon 
stated that a buyer once received 
a lifetime guarantee when he 
purchased a French Bugatti. 


in Florida while his son 


in Pittsburgh, the elder Packer 











ip. th. th. 2 2d 


AUTOMOTIVE NEWS. FEBRUARY 20, 


The Fabric He 
Okays for Wear 


A sandbag weighing 50 pounds was dragged across 
this seat fabric 140,000 times—without injury 

to the fabric! The fabric, one of Goodall’s new 
textured modern weaves, was given punishing wear 
and tear many times greater than it would receive 

in normal use—and had to show it could withstand that 
treatment before Goodall laboratories approved it. 


She prefers for Luxury. 


i, 


a 


Smart appearance and richer texture attract women to the car upholstered 

in Goodall’s textured modern weaves. Nothing surprising about that. 

For these fabrics offer the distinctive qualities that make Goodall Fabrics 

a first choice in the country’s finest homes. Especially created for car interiors, 
textured modern weaves are dirt resistant... provide greater slideability . 

are easier on clothes and eliminate any ome for slipcov ers. 
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Auto Repeal Case Due Today... 





Tax Hearings Allow 
Little Oral Debate 


By William Ullman 
Washington Correspondent 
WASHINGTON. — Unless the 
House Ways and Means committee 
gives more time than it has al- 
loted to date to witnesses who 
desire to be heard specifically in 
behalf of repeal of the emergency 
federal automotive excise taxes, the 
administration proposals are likely 
to prevail. 

That is the feeling at the moment 
among those here who represent 
the motor car transport industry. 

While a number of outstanding 
witnesses in the automotive field 
are listed to testify, curtailed 
hearing time may limit them to 
presentation of prepared briefs 
which, in themselves, tell the 
story but do not have the 
strength of strong oral argument 
by accomplished speakers. 

Also, it is pointed out here, to 
get the best results in behalf of 
the automotive excises, the car 
buying and operating public ought 
to be heard from in greater volume 
—at least to the extent of those who 
have written to members of Con- 
gess asking repeal or reduction of 
the taxes on furs, jewelry, cos- 
metics, movie admissions, etc. 

Meanwhile, Rep. Thomas Martin, 
the Iowa Republican who _ intro- 
duced a House bill calling for out- 
right repeal of all the automotive 


National Income 
Hits $210 Billion; 
Averages $3,200 


WASHINGTON. — The national 
income total for 1949 fell about 
$2,000,000,000 short of the 1948 
record, the Commerce depart- 
ment’s office of business economics 
reported. But the total reached ap- 
proximately $210,000,000,000 despite 
a $4,700,000,000 fall in farm income. 


December income hit approxi- 
mately $2,000,000,000 higher than 
November or at an annual rate of 
$211,500,000,000, the bureau reported. 

Non-agricultural income rose to 
$191,400,000,000 in 1949 from $188,- 
800,000,000 in 1948 while farm in- 
come dropped to $18,400,000,000 
from 1948's $23,100,000,000. 

The Census bureau reported that 
38,500,000 families split the nation’s 
earnings, averaging $3,200 each. 
The bureau cautioned however that 
prices had gone up along with in- 
come payments “and the economic 
status of the average family may 
be no better today than it was dur- 
ing the war period,” when the 
median was about $600 lower than 
last year. 

The huge bulk of the nation’s 
families, 26,500,000, earned between 
$1,000 and $5,000 but 4,100,000 re- 


ceived less than $1,000. Only 1,100,- | 


000 got over $10,000. 





By Mac Gordon 
Associate Editor 
TOLEDO.—A $100,000 movie and 
aggressive selling courses for dis- 
tributors and dealers are keynoting 
Willys-Overland’s drive to broaden 


its niche in a sink-or-swim com- 


petitive market. 
The movie, a 53-minute merchan- 





DOWN ON THE FARM—Willys-Overland 


gave counsel on demonstrating its vehicles to 
farmer prospects in this skit presented to 
distributors. The skit actors were all factory 










Willys Opens Sales Drive 


Distributors Premiere New Product Movie; 
Slack to Name More Rural Dealers 


excises, is having trouble getting a 


report on his proposal from the 


Treasury department. 


Martin feels that he is getting 
the runaround from Treasury 
officials who, it is believed, are 
aiming to hold any tax changes 
to those listed by Secretary 
Snyder during his appearance be- 
fore the Ways and Means com- 
mittee. 

Martin, incensed, sent another 
sharp note to the Treasury last 
week demanding a report without 
further delay. Meanwhile his bill 
is in the hands of the Ways and 
Means committee, of which he is 
a minority member, and where it 
was referred after introduction in 
the House. 


A brightened picture for the 
automotive industry was presented 
when excise taxes were taken up 
by the Ways and Means committee 
last Thursday. 

That day was given over mainly 
to the National Committee for Re- 
peal of Wartime Excise Taxes and 
it was not expected that any inter- 
est in the automotive levies would 
be voiced. 

On the contrary, however, most 
of the witnesses, including Wilson 
Wyatt, Leon Henderson and Eric 
Johnston, called for an across-the- 
board revision, excepting liquor, 
tobacco and gasoline. 

Henderson, well known to the 
automotive industry as OPA ad- 
ministrator in the early war days, 
spoke specifically and warmly for 
the wiping out of the “emer- 
gency” automotive taxes of 1941- 
42 and 43. 

Today (Monday, Feb. 20) direct 
appeal in behalf of elimination of 
the automotive excises will begin 
with the following witnesses: 

American Automobile Assn., Au- 
tomobile Manufacturers Assn., Na- 
tional Automobile Dealers Assn., 
American Trucking Assn., Trailer 
Coach Manufacturers Assn., Auto- 
motive Engine Rebuilders Assn., 
National Standard Parts Assn. and 
the National Grange. 

Such was the Ways and Means 
committee list at press time for 
this edition of Automotive News. 
There may be additions, of course, 
but that is regarded as doubtful 
considering that on the same date 
relief appeals are to be heard from 
electric power, household appli- 
ances, business machines, electric 
light bulbs, photographic apparatus 
and sporting goods. 

That, motor industry represent- 
atives here point out, is not giv- 
ing the automotive excises much 
of a break in time. 

Tomorrow, the committee will 
give its attention to night clubs, 
bowling alleys and such like. 

William J. Cronin will appear for 
the AMA, William Mallon for the 
NADA, Russell Singer for the AAA 
and Harry Boot for the ATA. 


dising piece entitled “Workhorses 
of the Farm,” was premiered last 
week before Willys-Overland dis- 
tributor officials attending the sec- 
ond of two concentrated one-week 
courses at the factory here. 


In turn, the distributors will 
pass along the tips they gleaned 
from the factory sessions to their 
dealers in the field. 

Under the plan devised by E. L. 
Anderson, sales promotion man- 
ager, the movie will be shown to 
dealers and prospective dealers as 
a means of bolstering their morale 
and know-how for the rugged sell- 
ing job which Willys-Overland of- 
ficials concede confronts them. 

The “star” of the film, from the 
product standpoint, is Willys-Over- 
land’s four-wheel-drive station 
wagon, currently the liveliest sales 
item in the Toledo company’s car 
and truck line. 

The variety of uses and functions 
of the four-wheel-drive wagon are 
depicted in detail. Wilding Picture 

(Continued on Page 41, Col, 3) 














— Coming Events 








Dealer Conventions 


Mar. 6—Louisiana Auto Dealers 
Jung hotel, New Orleans. 


Mar. 21-22—lowa Auto Dealers Assn. ses- 
sion, Hotel Fort Des Moines, Des Moines. 


Mar. 30 — Nebraska New Car Dealers 
Assn., Hotel Fontenelle, Omaha. 


Apr. 21-22—Washington State Auto Deal- 
ers Assa., Spokane. 

May 14-17—North Carolina Auto Dealers 
Assa., Pinehurst, N. C. 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 
May 23-24—Massachusetts State Automo 
bile Dealers Assn., Hotel Statler, Bos- 

ton. 

—. 10-12—Colorado Asto Dealers Assn. 
roadmoor hotel, Colorado Springs. 

Sept. 25-26—North Dakota Auto 
Assn., Bismarck, N. D. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O. 

Nov. 812—National Used Car 
Assn. convention, Baker hotel, 
T 


Assn., 


ealers 


Dealers 
Dallas, 


ex. 
Dec. 1!-2—Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 

Jan. 7-10, 1951 — National Auto Dealers 


Assn. convention and exhibition, Miami. 
: = «© 
Dealer Auto Shows 
Feb. 1825—Washington Automotive Trade 


Assn. 22nd annual show, National Guard 
Armory, Washington, B.C. 

Feb. 1826— Chicago Automobile Trade 
Assn, 42nd annual auto show, Interna- 
tional Amphitheater, Chicago. 

Feb. 27- Mar. 4 — Syracuse Automobile 
Dealers Assn. 3rd Postwar Auto Show, 
New York State Armory, Syracuse. 

Mar. 2-8—Des Moines Autqmobile Dealers 
Assn., lowa State Fairgrounds, Des 
Moines. 

Mar. 11-18—Pittsburgh Automobile Deal- 
ers Assn., Hunt Armory, Pittsburgh, Pa. 

Mar, 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 

Mar. 27-Apr. | — Rochester Automohile 
Dealers Assn., East Main Street Arrnory, 
Rochester, N. Y. 

Apr. 8-16— Seattle Automobile Dealers 
Assn., Field Artillery Armory, Seattle. 

*. ¢* ® 


Aftermarket Shows 


Mar. 23-26—Eighth anavel Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 

Mar. 28-3i—Canadian Automotive Service 
Show, Toronto, Ont. 

Apr. 25-28—New England Regional Auto- 
motive Show, Mechanics Bldg., Boston. 

“ 11-14—Midwest Automotive Show, 

avy Pier, Chicago. 

May 29-June %—Third Canadian Interna- 
tional Trade Fair, Toronto. 
Dec. 48—Automotive Service 
show, Navy Pier, Lhicago. 


Allied Industries 


Mar. 8&10—American Petroleem inst. (pi 
vision of Production, southwestern dis- 
trict), Adolphus hotel, Dallas. 

Mar. 28-3i—Fourth National Plastics Ex- 
position (Society of the Plastics Indus- 
try), Navy Pier, Chicago. 

Mar. 29-31—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 

Apr. 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district), 
Hotel Cleveland, Cleveland. 

| 1-4—American Petroleum Inst. (Divi- 
sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 

May 11-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 


Industries 





Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 


Nov. 13-16—American Petroleum Institute 
30th annual meeting, Los Angeles. 
* * * 
General 


Feb. 22-24—British Auto Show, Hussar's 
Armory, Montreal, Canada. 
Feb. 27-Mar. 2—American Soci for 


Testing Materials, William Penn hotel, 
Pittsburgh. 

Mar. 6-9—American Road Builders Assn. 
47th annual meeting, Netherland Plaza 
hotel, Cincinnati. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 
March 16-26—Auto Show, Geneva, Switzer 

land. 

Mar. 20-25—Canadian Automotive Whole 
salers Assn. annual convention, King 
Edward hotel, Toronto, Ont. 


Apr. 15-23—British auto makers show, 
sponsored by Society of Motor Manu- 
facturers, Grand Central Palace, New 
York City. 

Apr. 24-27—\9th National packagin 
sition, sponsored by American 
ment Assn., Navy Pier, Chicago. 

Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 

Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users nference, Hotel Mayflower, 
Washington. 

May a Motor Show, Turin, 
Italy. 

May 5-9 — Mexican 
car race, Mexico. 

May 13-29 — French International Trade 
Fair, Paris, France. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24—1950 National Conveation of 
Sales Executives, Detroit. E 

May 29-June 9— Canadian International 
Trade Fair, Toronto. 

May 30—500-Mile Race, Indianapolis 
Speedway, Indianapolis, Ind. 

May 3!-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Vogtep 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 

Aug. 7-19—First U. §. International Trade 
Fair, Chicago. 

Oct. 5-15—Auto Show, Paris, France. 

Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 
cago. 


Expo- 
anage- 


Pan-American stock 


Engineering 


Mar. 14-16—Society of Automotive Engi- 
neers (passenger car, body and pro- 
duction). Hotel Book-Cadillac, Detroit. 

Apr. 10-14—American Society of Tool En- 
gineers show, Philadelphia. 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D.C. : 

June 4-9—Society of Automotive Engineers 
summer meeting, French Lick, Ind. 
June 12-16—American Society of Mechani- 
cal Engineers fourth national materials 
handling exhibit, International Amphi 

theater, Chicago. 

June 19-23—American Society of Mechan 
ical Engineers, Hotel Statler, St. Louis. 

June 26-30—American Society for Testing 
Materials 53rd annual meeting (Exhibit 
of testing apparatus and equipment) 
Atlantic City. 

Aug. 14-16—Society of Automotive En 

ineers National West Coast meeting, 
diltmore hotel, Los Angeles. 


Oct. 16-18—Society of Automotive Engi- 
neers transportation meeting, Hotel 
Statler, New York. 


Nov. 9-10—Society of Automotive Engi 
neers fuels and lubricants meeting, 
Mayo hotel, Tulsa, Okla. 


Nov. 26-Dec. 1—American Society of 
Mechanical Engineers, Hotel Statler, 
New York. 





Antitrust Charges 
Denied by Sun Oil 


In Dismissal Plea 


PHILADELPHIA. — Sun Oil Co. 
has filed an answer to the govern- 
ment’s antitrust charges, claiming 
that the case should be dismissed 
because the charges are unsup- 
ported either by the facts or the 
law. 


Sun Oil, in its answer, denied that 
it has any “exclusive-dealing” con- 
tracts with its service station out- 
lets and asserted that many of the 
government charges were based on 
a type of contract terminated 13 
years ago. 

The company also denied that it 
restrained competition in petroleum 
products or automobile accessories. 
Sun Oil claimed that it has followed 
“a vigorous policy of aggressive 
competition.” 

The firm denied the government's 
charge that it has expanded its 
business by using coercion to com- 
pel dealers to get into line with 
so-called exclusive-dealing con- 
tracts. 

Sun Oil said that it sold auto- 
mobile accessories to dealers “on 
an open price list” without any 
exclusive features being involved. 
Sun Oil said that most, if not all, 
of the operators with which it does 
business handle accessories from 
other companies besides it. 

The firm asserted that it had 
abandoned in May, 1949 the previ- 
ously prevalent industry practice of 


charging dealers selling gasoline of 
more than one supplier a differen- 
tial of one-half cent a gallon. 

The government had asked the 
court to prohibit Sun’s continua- 
tion of its present type contract 
and leases, to require a form of 
contract permitting dealers’ to 
handle products which are in com- 
petition with Sun Oil, and to keep 
the case open for a “reasonable 
trial period” during which the 
effect of the new form of contract 
would be closely watched. 


Russell Names Janecek 
Ben F. Janecek has been ap- 
pointed service manager of John 
L. Russell Chevrolet Co., 
Campo, Tex. 





El | $21,615,415 as against 


Deadline Delayed 
On Tucker Claims: 
Dealer Plan Filed 


CHICAGO. — Upon motion by 
| Norman Nachman, counsel for the 
| trustees in reorganization, Federal 
| District Judge Michael L. Igoe last 
week postponed from Feb. 17 to 
March 20 the deadline for claims 
against Tucker Corp. 


Nachman, in requesting the ex- 
tension, said that many stock- 
holders had not been heard from. 


| The ruling was followed by the 
| appearance of Theodore W. Miller, 
representing a group of dealers and 
distributors, to file a plan for reor- 
ganization in their behalf. 

Under the plan, the _ present 
stockholders and dealers would 
finance the reorganized company 
and be in complete control of it. 
This would be achieved by an ex- 
change of their stock for stock in 
the new company, 

Miller’s plan further provides for 
rights to class A stockholders to 
purchase 70 percent of the pre- 
ferred stock in the new company, 
with the remaining 30 percent set 
aside for holders of distributor and 
dealer franchises, 

Other terms call for raising 
ample capital through a $25,000,000 
issue of 5 percent cumulative par- 
ticipating preferred stock in order 
to assure production of the Tucker 
car, along with $12,000,000 in addi- 
tional capital, in the form of de- 
bentures to be purchased by 
dealers at the rate of $200 for each 
car delivered. 

The entire plan has been turned 
over to the trustees for exami- 


nation. 
Meanwhile, the trustees, Aaron 
Colnon and John Chatz, reported 


during the week that they spent 
$440,000 in the 10 months up to 
Dec. 31. Expenditures included 
$20,000 as part payment of fees to 
each trustee, and $22,500 to Nach- 
man. Nothing was applied to lia- 
bilities of Tucker Corp. 


Canada Reports 
Auto Financing 


Climbs Sharply 


OTTAWA. — The Canadian gov- 
ernment reports financing of sales 
of new and used motor vehicles 
advanced sharply in December, 
1949, compared with the same 
month of the previous year and 
showed substantial gains for the 
whole of 1949. 

New-car sales involved 5,088 
units for $6,947,558, in December. 
1949, as against 3,182 for $4,026,743 
in the same month of 1948. New- 
truck sales rose to 1,741 units for 
$2,854,003 compared with 1,592 for 
$2,663,282. 

Used-car sales financed in De- 
cember, 1949 showed 8,155 units for 
$5,344,367 as against 5,652 for $3,- 
781,313 in December, 1948. Used- 
truck sales comprised 2,085 units 
for $1,630,957 compared with 1,576 
for $1,460,225, in the December 
months. 

New-car sales financed during 
the 12 months of 1949 reached 52,- 
764 units for $70,410,571 compared 
with 29,923 for $37,680,009 in 1948 
and 28,208 commercial vehicles for 
$44,304,964 as against 21,944 for 
$36,125,663. 

Used-car sales 


in 1949 involved 


| 123,921 units for $81,299,287 com- 


pared with 83,323 for $53,254,994. 
Used-trucks reached 26,792 units for 
20,444 for 
$17,894,347 in 1948. 





CADILLAC FIVE-PASSENGER COUPE—This is the lowest-priced Cadillac on the 1950 
market, a redesigned notchback model in the division's Series 61. Relocated seats have 
permitted increased leg, head and shoulder room in both front and rear compartments of 
the Series 61 and Series 62 coupes, according to Cadillac. Advertised-delivered price of the 
Series 61 coupe is $2,787. Hydra-Matic is optional on Series 6! and standard on Series 62 
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UICKEST way to nail a sale —just let the customer try the wonderful 
comfort of Airfoam cushioning. 


De- This buoyant latex seating material supplies the clincher to any good 


3 for 
$3,- 
sed- 
inits 
1,576 
nber 


sales story—something you'll be mighty glad to have as the competitive 


situation gets tougher and tougher. 


Airfoam is soft and yielding, yet so resilient. it gently cushions every 
™ bump and jolt with firm, muscle-cradling support. It’s so restful. long-trip 
ng 5 PI = 

52,- 
ared 
1948 
_ for 
for 


fatigue is almost completely banished. 


And you can assure your prospects—Airfoam doesn't wear down through 


usage. It keeps its. airy buoyancy for years and years. Self-ventilating. 


lved . ° es 
it stays cool even in stickiest summer weather. 


om - 
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If you’ve got Airfoam as standard equipment, be sure to make it 
work for you. If it’s an extra, you'll find it one of the easiest of 
all extras to sell. 


This picture, appearing in national advertising, 
is helping make Airfoam the best-known, most- 
wanted of all automotive cushioning materials. 

Note to manufacturers: Let us show you how recently developed 


SUPER- CUSHIONING BY 
techniques in building Airfoam cushioned seats provide extra riding 


space, more legroom. Write: Goodyear, Manufacturers’ Sales Dept., 
Akron 16, Ohio. 

1950 

have 


ts of 


: ° Airfoam—T.M. The Goodyear Tire & Rubber Company THE GREATEST NAME IN RUBBER We think you'll like 








THE GREATEST STORY EVER TOLD” —Every Sunday —ABC Network 
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FTC Plan to Peg 
Tire Discounts 


Hotly Debated 


WASHINGTON. —Major tire 
makers and big chain stores de- 
bated hotly with independent deal- 
ers last week over the Federal 
Trade Commission’s proposal to 
limit quantity tire discounts at 
20,000 pounds or one carload. 

Paul Arthur, U. S. Rubber at- 
torney, declared at FTC hearings 
on the plan that manufacturers’ 
pricing practices have nothing to 
do with the lower tire prices offered 
consumers by chain stores. Pared 
overhead and smaller unit profits 
are responsible, he said in assailing 
the FTC proposal. 

The National Assn. of Independ- 
ent Tire Dealers, endorsing the 
plan, said private brand buyers use 
economic power as big volume 
buyers to compel manufacturers to 
grant them special deals. It was 
inferred by the group that these 
deals are based on the volume 
purchased, 

George V. Brown, Montgomery 
Ward spokesman, said imposition 
of a quantity discount ceiling would 
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3,000,000th OLDS—T. C. Downey (center), 
Minno, assembly plant superintendent, on 
Oldsmobile in that. General Motors division 


Oldsmobile production manager, who has been an Oldsmobile 


eight years elapsed between the founding of 
millionth car Sept. 30, 
completed April |, 1941. Then World War 


manager, congratulates Mike 
week of the three-millionth 
wheel is Albert H. Brandel, 
employe for 42 years. Thirty- 


Oldsmobile works 
completion last 
‘s history. At the 


Oldsmobile in 1897 and the completion of the 


1935. Five and one-half years later the two-millionth car was 


Il intervened so it is nearly nine years by the 


calendar but less than six years’ actual production for the third-millionth Oldsmobile to be 


manufactured. S. E. Skinner, Oldsmobile ae 
the fourth million in much less time than 


“equalize prices to all distributors 
and raise tire prices.” 

Others appearing were Carl Mc- 
Farland for the NAITD; Edward 
Howrey for Firestone, and Matthias 
Correa for Goodyear. 


neral manager, said Olds expected to achieve 
was required for the second or third million. 


Lahart Resigns 
Burton Lahart has resigned as 
manager for Faribault Motor Sales 
in Minneapolis to become part 


owner and manager of Parker Mo- 
tor Co., Fargo, N. D. 


@ You'll be able to handle a lion’s share of the high-profit re- 


finishing and used-car reconditioning work when you operate 


a DeVilbiss Complete Paint Shop in your garage. 


Paint a car in the roomy, clean, well-lighted DeVilbiss Show- 


room Paint Booth... roll it right into the gas-heated DeVilbiss 
Auto Oven without exposure to the dusty shop. By the time 
you've painted the next car, the first one has dried to a clean, 
uniform finish. It takes approximately 45 minutes, and as little 
as a dime’s worth of gas, to dry the car. Fast coordinated opera- 
tion such as this enables you to refinish as many as 10 cars in 
an 8-hour day with costs at rock bottom. 


The DeVilbiss Complete Paint Shop also includes specialized 
spray guns, hose, transformer, an air compressor and all the 
accessory items you need to do quality paint jobs efficiently 
and profitably. 


Insist on DeVilbiss .. . 


design in putting air to work. 


Ask your distributor. Or write to 


THE DeVILBISS COMPANY, Toledo 1, Ohio 


Canadian Plant: WINDSOR, ONTARIO 


®y) 


62 years of finest engineering and 
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SAE Clinic 


Panels Planned at Meeting . . . 


to Feature 


Cost-Cutting Methods | 


NEW YORK.—Disclosure of how 
huge savings in manufacturing 
ecsts of automobiles are being 
made is promised for the March 15 
annual SAE production clinic. The 
clinic will be the second day’s fea- 
ture of the national passenger-car, 
body and production meeting of the 
Society of Automotive Engineers, 
March 14 through 16 at the Book 
Cadillac hotel, Detroit. 

Eight separate panels headed 
by more than 50 specialists will 
report the industry’s progress and 
outlook in greater efficiencies in 
materials handling, production 
and manufacturing controls. 

They will also discuss gear de- 
sign and production, inspection and 
quality control, explore better tech- 
niques in preventive maintenance 
of plant equipment, surface finish- 
ing and study new developments in 


AUTOMOBILE 


‘Biss 
4B 


Write for Free Booklets 
describing the DeVilbiss 


Auto Oven, the Economy 
Spray Booth, and Com- 


plete Paint Shop Outfits. 


D é Vi) L tk i 5 S means Quality in all four.. 


AIR COM 


SPRAY EQUIPMENT 
EXHAUST SYSTEMS 


PRESSORS 


HOSE & CONNECTIONS 


|steel heat treating and passenger- 
car body steels. 


The general committee of 10 top. 
ranking production authorities in 
the industry, headed by Philip H. 
Pretz, assistant chief engineer of 
Lincoln-Mercury, has been working 
on the program for this meeting for 
more than a year. 


The three-day meeting will be 
under the chairmanship of L. A. 
Danse, supervisor of materials 
and processes, General Motors. 
At that session engineers will 
hear papers on: 

“Controlling Plating Department 
Wastes” by Professor D. E, Blood- 
good, Purdue university; “Disposal 
of Acid Wastes” by J. E. Cooper, 
Ford Motor Co.; “Removal of Solu- 
ble Oils from Waste Water” by 
C. W. Hathaway, Chevrolet, and 
|“Smoke Abatement” by L. C. Mc- 
|Cabe, Air Polution section, U. S. 
| Bureau of Mines. 


The Tuesday afternoon session, 
‘under the chairmanship of J, C. 
|Widman, Kaiser-Frazer, will con- 
|centrate on “Coordination of Engi- 
|neering and Materials Handling in 
Fisher Body division, General Mo- 
|tors,” with the presentation by 
|E. R. Frost of that division. 


Wednesday’s production clinic 
| will be under general chairman- 
ship of Joseph Geschelin, Detroit 
| editor of Chilton Co., technical 
| magazine publishers. 


Wednesday evening’s session, to 
be guided by Lloyd Withrow, Re- 
| search Laboratories division, Gen- 
| eral Motors Corp., will be addressed 
|by Prof. Walter E. Lay, University 
|of Michigan, on “Elements of In- 
| ternal Combustion Power,” and an- 
|other paper on “Cylinder Perform- 
| ance— Compression Ratio and Me- 
|chanical Octane Number Effects” 
|by Sam D. Heron and A. E. Felt, 
Ethyl Corp., will be presented. 

Thursday morning’s suspension 
symposium, at which H, E, Church- 
‘ill, chief research engineer of 
| Studebaker, will preside, will hear 
Clark A. Tea, chassis design engi- 
neer, Ford Motor Co., on “Wheel 
Hop and Shake Characteristics in 
Front Suspensions” and a paper on 
“Ride Problems Caused by Secon- 
dary Vibrations of Rear Suspen- 
sion” by Von D. Polhemus, General 
| Motors. 


Thursday afternoon’s session, 
| under chairmanship of Bryan E. 
House, chief engineer, brakes, 
Bendix Products division, will 
hear about “The Versatile Shoe 
Brake” in a paper by Clark R. 
Lupton, a project engineer with 
that company, and William R. 
Rodger, a brake project engineer 
with Chrysler Corp., will raise 
the question: “What Have Disc 
Brakes to Offer?” 


The meeting will close with a 
dinner Thursday evening with Del 
S. Harder, manufacturing vice- 
president, Ford Motor Co., as prin- 
cipal speaker. Albert C. Hazard, 
chairman of the SAE Detroit sec- 
jtion and engine designer with 
Chevrolet, will be chairman of the 
dinner, and the toastmaster selec- 
ted is Harvey Campbell, executive 
vice-president, Detroit Board of 
Commerce. 


James C. Zeder, who took office 
as president of the society Jan. 11, 
during the 1950 SAE annual meet- 
ing, will also address the dinner 
meeting. 

Members of Pretz’s general com- 
|mittee include Edward N. Cole, 
|chief engineer, Cadillac, and SAE 
vice-president for the passenger- 
lear activity; Kenneth E. Coppock, 
director of experimental body en- 
gineering, Fisher Body Geschelin; 
Emil F. Gibian, chief industrial en- 
gineer, Thompson Products, Inc., 
Hazard; Robert P. Lewis, executive 
engineer, Spicer Mfg. division, 
Dana Corp.; Roy W. Roush, chief 
materials engineer, Timken-Detroit 
Axle Co., and SAE vice-president 
for engineering materials; Robert 
F. Steeneck, district manager, 
Fafnir Bearing Co. and production 
activity vice-president of the so- 
ciety, and Rex A, Terry, assistant 
chief engineer, Truck division, 
Chrysler Corp., and SAE vice-presi- 
dent for the body activity. 
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I9ol 
The first B @ oD motor cars are here ! 


built to better the best on the road! 


Kaiser: Prager presen: 


Three completely new lines of cars... 
21 models for 1951... 
A model and price for everyone ! 


See them this week in Chicago. All three 
lines on display at Chicago Automobile 
Show, International Amphitheatre... 
Feb. 18 through 26...2 p.m. to 11 p.m. 
Saturday, Feb. 18; other 
days 1] a.m. to 11 p.m. 


3. The pride of Willow Run 
The new handcrafted 
1951 Frazer 
2nd floor... South Wing 


1..An entirely new kind 


of motor car! 
The completely new 
1951 Kaiser 
2nd floor... South Wing 2. The car the people want 
The car for all America 
The new low-priced car 
in the low-price field 
Ist floor... Halsted St. Side, North Wing 


Special invitation to dealers: 


If you possibly can, come to Chicago to see the three great 
Kaiser-Frazer lines of 1951...21 models, each entirely new! 
If you can’t come, wire or write Walter de Martini, 
Vice-president in charge of sales, for full details on the 
franchise and on choice territories now open. Address: 


Kaiser-Frazer Sales Corporation, Willow Run, Michigan. 


















Quick Obsolescence 
Calls for Alertness 


By A. H. Allen 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


Not so long ago one of the larger automotive plants in- 
stalled a complex system of heat treating furnace, quench 
tank, washer and draw furnace to harden a small area on 
the inside of a bearing retainer. To localize the carburizing 
action it was necessary to copper plate the steel part and 
then machine off the portions machine which turns out the part, 
which were to be hardened. thereby dispens- 
Finally, after the heat ing with the en- 
treating operation came a light tire installation of 
grind on the hardened areas, The plating, furnaces, 
process worked perfectly and the tanks, etc. 
production rate was exceptionally It illustrates 
high. However, the whole setup ap- how quickly even 
peared rather complicated consid- the most modern 
ering the job to be dene. equipment can be 
Now it is proposed to change the obsoleted for a 
steel analysis slightly and set up specific job; and 
suitable electric induction harden- also why the au- 
ing equipment right on the screw tomotive industry, 
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year can make it necessary to 
write off one investment in favor 
of something that will do the job 
better or at less cost. 

Occasionally some of the obso- 
leted equipment, perhaps the latest 


parts and material so that a run- 
ning start can be made when the 
strike terminates and no difficulties 
are experienced on the score of 
supply. The trouble is that there 
is a limit to how much or how 


= \of its kind obtainable, can be long suppliers can store completed 





DOUGHNUTS, DOUGHNUTS — Nash has 
held a special showing of its NXI small car 
for more than 14,000 Kenosha employes and 
their families. Lois and Kathryn Bernitt, 
daughters of E. W. Bernitt, plant manager, 
sat amid some of the 15,000 doughnuts given 
the guests, who also consumed 16,000 soft 
drinks and took away 11,000 7 balloons, The 
car was shown to the public in Kenosha the 
following oy and then was seen by Nash 
employes in Milwaukee. 


in its constant shaving away at 
costs, must be alert to advantages 
offered by new types of equipment, 
requiring major capital investment. 

Often as short a period as a 


switched to another job, and it is 
one of the headaches of process 
men and engineers to figure out 
how to do this. In one sense they 
are at the mercy of designers who 
are more concerned with what a 
part will do in operation than with 
how it should be made. 

There is a need for better co- 
operation between designers and 
production to the end that the 
maximum utility can be realized 
from equipment, and to avoid large 
investments in machinery which a 
slight change in design might 
obviate. 

+ + + 


Suppliers Store Parts 


— have been few outright 
cancellations going to Chrysler 
suppliers since the start of the 
strike there Jan. 25. Instructions 
have been to “continue fabrication 
and hold.” The same applies to 
finished steel. 


The planning apparently is to 
build up a substantial inventory of 


material. As a guess, perhaps not 
much over 30 days. 

After that, Chrysler may have 
to arrange for warehouse space 
on its own, or fabricators will 
be inclined to terminate their 
processing. It is a costly proposi- 
tion to store large quantities of 
finished material for any length 
of time. 

It will be recalled that during 
the long General Motors strike in 
1946, vast stores of material were 
warehoused pending the reopening 

of plants, and it proved to be a 
smart move. 
* > * 


Confined to Midwest 


I“ THE present trend toward de- 
centralization—or perhaps, more 
accurately, decentralization plus ex- 
pansion—of automotive fabricating 
plants, particularly as exemplified 
by Ford in recent years, the choice 
of a location is not too simple a 
matter. 


Soaring freight rates, labor sup- 




























FOR DURABILITY 
AND DISTINCTION 








































Nothing takes the place of feather 


To the designer and maker of motor-cars, there is no substitute for 









. for the car that sets the pace for 





leather for the upholstery of a fine car . . 





smartness and service. + For genuine leather is smart . . . colorful 






... the most enduring of all materials that can be employed. 





And its beauty is matched by its flexibility of application . . . its 





serviceability to the customer .. . the pride the owner takes in the possession 





of a car so upholstered. + The feel of leather . . . the look 





of leather . . . the very quality of leather yields to no other material 





for durability and distinction . . . for smartness and service. 






TRE UPHOLSTERY LEATHER GROUP+TANNERS’ COUNCIL OF AMERICA~+10 





The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, New Jersey + Conneaut Leather, 
inc., Conneaut, Obie + Deleware Tanning Inc., New York, N.Y. + Eagle-Ottawa Leather Company, Grand Hoven, Michigan 
The lackewanne Leather Company, Hackettstown, New Jersey + Rodel Leather Manufacturing Company, Newark, New Jersey 







ply, utilities and power, taxes, 

integration with other facilities 

and a host of other factors must 
be weighed carefully. 

One viewpoint of the problem was 
expressed at the recent auto writ- 
ers’ press conference held in New 
York by General Motors. President 
C. E. Wilson observed that if “you 
put (a new fabrication plant) out- 
side of a circle running through 
Buffalo up north of Lansing, 
around through Grand Rapids, Chi- 
cago, back through Indianapolis, 
Cincinnati, Dayton, Pittsburgh and 
back to Buffalo—and if you are 
going to have big stamping plants 
and foundries and make a lot of 
machine parts and engines, trans- 
missions, etc.”, then it would be 
best to reconsider and locate the 
operation back inside the circle. 

And freight rates, whatever they 
are, will not change that, he added. 


January Output 
Of L-M Second 
Best in History 


DETROIT. — Lincoln-Mercury 
production during January was the 
second best in the division’s his- 
tory, according to S. W. Ostrander, 
operations manager. 

The division’s five assembly plants 
produced a total of 25,463 Lincoln, 
Lincoln Cosmopolitan and Mercury 
automobiles for a 45 percent gain 
over any previous January, accord- 
ing to Ostrander. 

August, 1949, was the best pro- 
duction month of all time for the 
division. 

“Our Mercury assembly lines at 
Los Angeles, Metuchen, N. J., St. 
Louis and the Rouge are working 
nine hours a day to keep up with 
the demand for the 1950 Mercury,” 
Ostrander said. “Only a steel or 
coal shortage, which would ad- 
versely effect our suppliers, will 
keep us from operating at top speed 
throughout February.” 

No overtime is planned for the 
Detroit Lincoln plant, he stated. 


Ostrander added that retail sales 








were climbing steadily and that 
dealers had reported an increasing 
number of bonafide orders. 

He said the 1950 Lincoln and 
Lincoln Cosmopolitan had met 
with “an eager and enthusiastic 
reception” in all sections of the 
country, while the 1950 Mercury 
was continuing in heavy demand. 


Lowrey Elected 


In Sacramento 


SACRAMENTO. — UTPS—Rob- 
ert Lowrey, of Sacramento Nash, 
Inc., has been elected president of 
the Automobile Dealers Assn. of 
Sacramento, Calif. 


At an annual election meeting, 
the members also voted Del White, 
Burton and White Motors, Inc., 
(Ford), vice-president, and E. P. 
Olson, Hudson Motor Cars Sales 
and Service; Ernest C. Taylor, 
Miller Automobile (Dodge-Plym- 
outh), and Harrold Ellsworth, Har- 
rold Ellsworth Co. (Ford), directors, 
Taylor is retiring president. 
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Genuine Ford Piston Rings 





Wicies; 





WUOMNY y 





1. Steel Section 
2. Cast Iron Oil Ring 
3. Steel Section 
4. Inner Ring or 


Expander— 
a Ford Exclusive! 












14 STABILIZING 
POINTS WHEN 
INSTALLED! | 
A FORD EXCLUSIVE! 






GENUINE FORD STEEL SECTION 
PISTON RINGS 


Rctesite... RADE. ROR LER RT Want more Ford service business? Always use Genuine 
Only cast iron ring section contacts cylinder wall Ford Parts—the ones Ford owners like best! Made right 
under pressure during break-in period, eliminates to fit right, last longer. Stock Genuine Ford Parts for 
kay Margie salen, Manpccadye Set more business—call your Ford Dealer or Ford Parts Dis- 


tions absorb wearing forces. The inner ring has 
tributor for quick delivery. 


fourteen contact points which stabilize and control 
the ring and piston. Result—Genuine Ford Steel 
Section Piston Rings make for reduced piston vibra- 
tion . . . longer piston and ring life . . . better oil 
control . . . more power and economy. 


This sign of good business tells the town 
Genui e ke rd. Parts you stock Genuine Ford Parts—can bring 

in 0 ee in more business for you. Get in touch 
with your Ford Dealer or Ford Parts 
Right for FORDS! Distributor today . . . learn how you can qualify to use this business- 
building sign that’s known and trusted from coast to coast. 


FORD Division of FORD MOTOR COMPANY 
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NADA Convention Offers Suggestions .. . 





How to Handle Those Used Cars 


ATLANTIC CITY.—The used-car 
department is a business in itself 
and should be aggressively and 
enthusiastically promoted, the used- 
car panel at the NADA convention 
was told by Mark Feder. 

His views on operating the de- 
partment independently, but in 
cooperation with the new-car 
section, were also shared by the 
other two speakers on the panel, 
John P. Mooney and T. K. 
Wheeler. Mooney discussed con- 
ditioning and_ service, while 
Wheeler dealt with appraising 
and buying. 

On the subject of “Buying-Sell- 
ing-Advertising,” Feder offered sug- 
gestions on the proper way to 
handle used cars. His points were 
as follows: 

1. Have a sales quota for each 
day, each week and each month, 
and decide on the last day of each 
month the car and profit goal for 
the following month. 

2. Hire a competent manager and 
check quotas, inventory and per- 


sonnel with him. Also give him an 
advertising budget, either on a 
percentage or on a per car basis. 


3. Hire the best salesmen in the 
community. 


4. Have a well-balanced stock 
with all makes. If the new-car 
department doesn’t provide the 
right cars, buy them elsewhere. 
5. Find the popular-price market 

in your community and capture 
that market. 

6. Appraise all cars on a buy-for- 
cash basis. Over-allowances should 
be charged to the new-car section. 

7. Anticipate price adjustments, 


and spend more for advertising just |; ° 


before the market drops. 

8. Inventories should be turned 
over two, three or four times a 
month. 

9 Find out from each cus- 
tomer why he entered your place 
of business and keep track on 
the back of the order, It will aid 
in finding advertising pull. 

10. On every lost sale, find out 
why. Poor conditioning, high prices 





or poor salesmanship may be at 
fault. 

11. Establish an attractive sales- 
man’s compensation plan. 

Feder also asked those present 
to suggest a new name for “used 
cars,” to find a term that has more 
selling appeal and dignity. 

As if answering Feder, Wheeler 
referred to used-car dealers as 
“transportation merchants.” 


Wheeler said a used-car salesman 
has an advantage over the new-car 
salesman “in that he has that one 
particular car that no one else has. 
. He does not sell a used car 
but if presented properly the buyer 
buys the use left in the automobile, 
for value received as transportation 
and pleasure.” 

He said that a salesman should 
show great confidence in each 
car, thus giving the customer the 
idea that it is THE car for him. 

Wheeler also advocates the same 
consideration for used-car men as 
for new-car salesmen “regarding 
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CITY CHEVROLET CO., KINGSTON, PA. 


the parts and passenger-car service departments. The new building 


square feet is used exclusively for the display 


, COMPLETES EXPANSION—A. L. Strayer is 
president and owner. The dealership has a total of 53,000 square feet. The main building 
on the right provides 31,000 square feet of floor space for truck displays and also houses 


center) with 2,600 
of cars. At the left is the used-car lot covering 


10,000 square feet, with a new building at the rear of the lot for the truck service 


department with 9,400 square feet. 








records, prospect files, follow-up 
and daily work sheets.” 

On conditioning and _ service, 
Mooney said the dealer must de- 
cide whether he will maintain a 
separate conditioning department 
or whether he will do this work in 
his service section. 

He said that by having a separ- 
ate department, a slow flow of 
cars could mean idle time, but it 
would also speed-up handling to 
help resale in the same market in 
which the car was bought. 

The next important decision is 





SEAT COVERS 


WATCH FOR OUR 
ADS IN THE 


SATURDAY EVENING 


Post 


Beginning with the February 
18 issue, out February 15. 





WATCH FOR 
OuR ADS IN 


HOLIDAY 


Beginning with the March 


issue, out February 15. 


Want to know more about the wonderful Howard Zink 
1950 line? Want details of the Howard Zink 1950 program 
for dealers? Just write us! 


How do you like that? Now you have the most wanted 
seat covers in America being made even more popular by 
the terrific power of full color, half-page advertisements in 
THE SATURDAY EVENING POST and HOLIDAY. 
you'll sell more Howard Zink seat covers than you ever 
did—and already you and thousands of other dealers are 
selling more Howard Zink seat covers than any other 
make in the land. 


It means 







whether to sell the unit “as is,” or 
to condition it. 

“You should be guided in mak- 
ing that decision by the overall 
condition of the car,” Mooney 
said. “As an example, you could 
have a late model car in excellent 
mechanical condition, but in very 
poor condition appearancewise. 
Appearance being tremendously 
important, you would be justified 
in heavy appearance conditioning 
cost—but not both heavy appear- 
ance and heavy mechanical con- 
ditioning expense. 

“As a whole, extensive condition- 
ing of prewar models is unwise. 
One-owner type, in near perfect 
appearance condition, qualifies for 
reasonable mechanical condition- 
ing.” 

Regardless of whether the car is 
conditioned or not, Mooney advised, 
every trace of dirt or soiling should 
be removed from the interior. 

“Automobiles are personal prop- 
erty,” he said, “They come in very 
close contact with one’s person and 
should be sanitarily clean inside. 
This operation should be the final 
touch given each car.” 


Du Pont Attorney 
Permitted to 


Narrow Issues 


CHICAGO.—A request by Ferris 
E. Hurd, attorney for the defend- 
ants, for permission to file motions 
“in order to narrow the issues” in 
the government’s complaint against 
E. I. du Pont de Nemours & Co., 
General Motors Corp., United States 
Rubber Co. and other firms and 
individuals has been granted by 
Federal District Judge Walter J. 
LaBuy at a hearing in his court. 

The government seeks to dissolve 
alleged control by du Pont over 
other big companies. 

Judge LaBuy, who previously 
ruled against transferring the case 
to Wilmington, Del., gave counsel 
45 days from Feb. 3 to file their 
motions and an additional 45 days 
to file their answer to the govern- 
ment’s complaint. 


Maniacs Parley 


Slated Feb. 25 


DETROIT.—A special conference, 
to be held Feb. 25 at the Barlum 
hotel here, has been announced by 
the Auto Maniacs of America. The 
meeting has been called to discuss 
the membership drive. 

The group is making special ef- 
forts to attract Detroit and Michi- 
gan area members to the confer- 
ence, according to President F. W. 
Thompson. 


Sheffield to Exhibit 


At ASTE Show 

DAYTON, O.—One of the ex- 
hibits at the American Society of 
Tool Engineers show in Philadel- 
phia, Apr. 10 to 14, will be that of 
Sheffield Corp. of Dayton, O. It 
will include the latest mcdels and 
applications of measuring instru- 
ments and gages. Featured will be 
newly-developed, fully automatic 
gaging machines designed and 
built for large automobile manu- 
facturers, 

The Murchey division of Shef- 
field will have an exhibit of Mur- 
chey die heads and thread chasers. 
Another portion of the exhibit will 
be devoted to typical examples of 
the latest developments in crush- 
true grinding which has been wide- 
ly adopted by industry. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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Court D 


By Leo T. Parker 
Attorney at Law 


Pp ge discussion has 
‘arisen from time to time over 
the legal question: If gas explo- 
sion damages a garage or service 
station under what circumstances 
is the gas company liable. 

The answer is: The gas com- 
pany is liable if the jury decides 
that the explosion resulted from 
either improper installation of 
the gas line, or delay in repairing 
a defective gas line after receiv- 
ing notification of existence of 
the danger. 

For example, in Mississippi Pow- 
er and Light Co. v. Thomas, 39 So. 
(2d) 759, the testimony showed that 
after a gas company laid a gas 
line a garage was built over the 
line. One of the couplings pulled 
apart at a place beneath the ga- 
rage. 

One day the garage owner sus- 
tained severe burns and the build- 
ing was wrecked when gas escap- 
ing from the broken coupling ig- 
nited from a spark from an aute- 
mobile being started in the garage. 
The garage owner sued the gas 
company for damages. 

* + * 


Jury’s Verdict 


bee jury held the gas company 
liable on the grounds that either 
the coupling had not been properly 
installed or it was defective at the 
time the pipe was laid. The higher 
court said: 

“It is evident that the controlling 
issue was that of a proper instal- 
lation.” 

For comparison, see Dalrymple 

v. Sinkoe, 53 S. E. (2d) 437, where 
the testimony showed facts as 
follows: The operator, named 
Dalrymple, of a gasoline filling 
and service station sat down in 
the garage to smoke a cigarette. 
When he struck a match to light 
the cigarette, there was a ter- 
rific explosion. 

He was seriously and permanent- 
ly injured. The explosion was 
caused by a gas burning water 
heater he had purchased from a 
hardware dealer for use with bot- 
tled gas. 


* * > 


Missed Warning 
Av Dalrymple returned from 
the hospital he noticed that a 
label on the bottom of the heater 
stated that it was “equipped for 
use with MFRD gas,” and also con- 
tained in very small lettering the 

following statement: 
“Warning: This heater is not to 


Lawsuits Affecting Dealers... 





be used with bottled gas, butane 
or other liquefied petroleum gases.” 

Dalrymple sued the hardware 
store for damages and proved 
that the seller recommended it 
for use with bottled gas. Al- 
though the lower court refused 
to hold the seller liable, the 
higher court reversed the verdict, 
and said: 

“If a seller goes so far as to rep- 
resent that the article sold is safe | 
for a certain use, while it is im-| 
minently dangerous when put to} 
that use, he is liable for negli- | 
gence.” | 

* . - 


Liable on Guarantee 


A FEW days ago a reader wrote | 
an interesting letter, in part, 
as follows: 


“We operate an automobile sales | 
agency. We sell new automobiles 
and tradein the buyer’s old car. | 

“Lately we have had considerable | 
trouble with buyers of used auto-| 
mobiles claiming that we over-| 
guaranteed their cars. On two oc- | 
casions dissatisfied buyers sued us. 


“Of course, we do not always 
know what our salesman tells the 
buyer, or what kind of a verbal 
guarantee he makes. Please give us | 
the law as to how far a salesman | 
can go in giving a guarantee with- 
out making us liable, if the buyer 
sues us. 

“Also, how can we protect our- 
selves to win suits like this?” 

Quite obviously the answers to 
this reader’s questions will inter- 
est all automobile dealers, and 
enable them to prepare to win 
law suits. Also, since I have lo- 
cated a relatively new higher 
court decision on this subject of | 








ecisions 


law, this new citation may be 
used to win unavoidable suits. 

First, it is important to know 
that the higher courts very consis- 
tently hold that a guarantee on a 
used automobile is a matter of in- 
tention. A decisive test is whether 
the seller asserted a fact of which 
the buyer is ignorant, or merely 
stated an opinion. In the former 
case there is a warranty; in the 
latter there is not. 

+ * * 


Wat Henry Case 

ro example, in Wat Henry Pon- 
tiac Co. v. Bradley, 210 Pac. (2d) 

reported November, 1949, testimony 

showed facts as follows: 

A woman named Bradley went to 
the Wat Henry Pontiac Co. and 
contacted the salesman in charge 
of used cars; that she was with 
her brother; who was present dur- 
ing her negotiations for the pur- 
chase of the car; that she asked 
many questions about the car; that 
the salesman assured her that the 


BEAUTY MEETS NASH EXECUTIVES—Jacque 
the NADA convention in Atlantic City at the 
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Mercer, Miss America, was a special guest at 
invitation of Nash. Miss Mercer was one of 


the stars during the observance of ‘family night,"" Feb. 8. Left to right are: J. W. Watson, 


assistant general sales manager; J. L. Mc 


Ganger, 


uigg, vice-president of Geyer, Newell and 


ash ad agency; Miss Mercer; N. F. Lawler, director of advertising and sales 


promotion, and J. F. Cox, eastern regional manager. 





car was in good condition; that he 
had driven the car and said that 
“this is a car we know; this is a 
car I can recommend;” that “it is 
in A-1 shape.” 

Bradley purchased the automo- 
bile and drove it only 150 miles 
when the car began knocking. 
She took it to the Robbins Mo- 
tor Co., where it was repaired at 
a cost of $249.56. After the re- 


pairs were made the car ran 
“good.” 

Bradley sued the Wat Henry 
Pontiac Co. for damages. During 
the trial the salesman who sold 
the car testified that he had been 
an auto mechanic for about 12 
years before becoming a _sales- 
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been afraid to start any place in 
the car, because it ran as nice as 
you would expect a car that age 
to run, There wasn’t anything to 
indicate to me that there was any- 
thing wrong with the car, if there 
was anything wrong with it.” 

Apparently the jury disbelieved 
the salesman’s testimony, and rely- 
ing on Bradley’s and her brother’s 
testimony held the Wat Henry Pon- 
tiac Co. liable. This court said: 

“The buyer here was ignorant of 
the facts, and the defects were hid- 
den and not open to discovery by 
the buyer. 

“The seller was an expert in 
handling automobiles, having 
served for a long period of time 
as an automobile mechanic before 
becoming a salesman, and his 
statements as to the condition of 
the car and where it could be driv- 
en constituted a warranty and 
not mere opinion.” 


Watson Gets Ohio Post 
Jesse W. Watson, head of J. W. 
Watson & Co., 1288 N. High St., 
Columbus, O., has been appointed 
by the governor as a member of 


man; that he did not warrant the| the Ohio motor vehicle dealers and 


car. 
Also, he said: “I wouldn’t have 


salesmen’s licensing board. His 
term will end Jan. 12, 1953, 





Exclusive Franchise For New Car Dealers 


Now you can offer your customers 
Lifetime Automobile Beauty Treatment 


AEN UL: 


YOUR CAR 


THE LIFETIME 


oe Taco 


4. 
5. 


CCE) 
CRC 


CRUEL 


Makes and keeps cars beautiful. 


Gives greater protection to all fine finishes. 


3. Safeguards you against “finish failures”. . . 
against customer dissatisfaction. 


Schedule of price assures you bigger profits. 


Made especially for new car dealers by The 
Simoniz Company, recognized for over 35 
years as authorities on preservation of motor 


car beauty. 
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IVANITE DIVISION OF THE SIMONIZ COMPANY 


2100 INDIANA AVE., CHICAGO, U.S.A. 
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The New Pontiac Catalina is still further proof that Luxury need not be expensive... that 
Pontiac’s reputation for outstanding quality is based on Sounder Value—year after year. 


DOLLAR FOR DOLLAR—YOU CAN’T BEAT A PONTIAC ..,..A 
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Beautiful Proof that... 
Dollar tor Dollar You Cant Beat a Pontiae! 
The Distinguished New Catalina is Available in Two Brilliant Versions .. . 


The Super De Luxe and The De Luxe... With the Dashing Grace of a Convertible 


--- Plus the Luxury, Safety and Comfort of a New All-Steel Body by Fisher! 
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AC ...,.. AND YOU CAN’T BEAT A PONTIAC DEALERSHIP! 


[OST IME ‘IL SILVER STREAK OF ALL / 


rs 
Oh 


AT YOUR PONTIAC DEALER 


Pontiac is proud to present the most beautiful automobile ever to 
bear the famous Silver Streak—the magnificent new Catalina. 


Here is a car of such breath-taking beauty that you really must see 
it for yourself—there is no other way to appreciate how far it exceeds 
anything you have ever known before! 

No illustration can possibly convey the full beauty of these great 
new cars—the Super De Luxe in sparkling San Pedro Ivory and Sierra 
Rust, or the De Luxe in the full range of sparkling Pontiac colors. 


The Super De Luxe is upholstered entirely in top grain leather to 


PONTIAC MOTOR DEVIS TON Oo F 





match the exterior colors. The De Luxe is available in trimly tailored 
broadcloth in a rich blue-grey. 


The Catalina has all the swank and dash of a convertible, and its 
all-steel body and top offer the best in safety and comfort always. 
The Catalina is a Pontiac, through and through, with Pontiac’s 
world-famous power plant, Pontiac’s dependable economy and 
Pontiac’s smooth, luxurious ride. 


Your nearest Pontiac dealer invites you to see this motor car master- 
piece at your earliest opportunity. It is beautiful proof, indeed, that 
dollar for dollar you can’t beat a Pontiac! 

ENERAL 


MOTORS CORPORATION 
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AUTOMOTIVE WASHINGTON 


Small Business Seen 


In Tough Spot 


By William Ullman 


Washington Correspondent 


HE House Small Business committee was first established 

in December, 1941, by the 77th Congress to insure the 
survival of small business in a wartime economy. The use- 
fulness of the committee has been recognized by each suc- 
ceeding Congress. Rep. Wright Patman, of Texas, has been 
Oo 


the sparkplug and chairman 
of the committee since its in- 
ception, with the exception of 
the 80th Congress, which was domi- 
nated by the Republican party. 

Early in 1949, with the return of 
the Democrats to power, Patman 
returned to the saddle and the 
House Small Business committee 
resumed its former activity, with 
added zip, it may be said. 

This is not to review the history 
and campaigns, nor the achieve- 
ments and failures of the commit- 
tee, but rather one or two phases 


close to the busi- 
ness interests of 
those who pre- 
sumably read this 
column. 

Most every au- 
tomobile dealer 
knows how the 
Patman group 
warred on the 
Federal Reserve 
Board over Regu- 
lation W, and 
never let up until Wiltem Ulimas 
termination came on June 30, 1949, 


after Congress had refused to ex- 
tend the board’s authority over con- 
sumer credit. 

A great deal about that—and 
more—is set forth in the first ses- 
sion progress report of the commit- 
tee issued a few days ago. In 
addition, the committee, with its 
aim leveled directly at the Federal 
Trade Commission, tells what it is 
shooting at next, and why. 

For one thing, the committee 
charges the FTC with failure to 

enforce fully the anti-trust laws, 
and, pointing out that the com- 
mission was established to curb 
and control monopoly, observes: 
“In this it has not accomplished 
its full objectives, and independent 

small business finds itself today, 

after 35 years of FTC operation, 

in greater peril than ever before.” 
. * * 


Weakest Link 


7 report said one of the “weak- 
est links” in the commission’s 
operations is its slow investigation 
of complaints. Going up and down 
the line, the committee said it ex- 
pects to fully examine the FTC’s 
trade practice operations in order 
to learn “whether or not it is be- 
coming, or tending to become, a 
little NRA.” 

The committee concedes that the 


Aiscueh, Onwhinl Copunonlc uhd Huble Inapolaron to Upahc Nunisic BRns 


The Seattle Gimes 


Media Records Annual Figures Show: 


THE TIMES LEADS 


Automotive News Gordy 
“I get awfully tired of expand- 

ing. Sometimes I think I ought to 

settle down and stay solvent.” 


Bureau of Budget and Congress 
have not done exactly right by the 
commission in the matter of funds. 

Here are some of the more inter- 
esting paragraphs from the report, 
including a reference to the rubber 
tire quantity discount draft rule 
which was the subject of FTC hear- 
ings last week: 

“The existence of small business 
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IN THE BIG, RICH SEATTLE MARKET 
of more than a half million people, adver- 
tisers know that success can be found 
through concentrated, frequent advertising 
in The TIMES. These LEADERSHIP figures 
show why The TIMES continues as always to 
be the BEST advertising medium in SEATTLE. 


Of the 19 leading markets in the United States—including such cities 
as Los Angeles, San Francisco, Chicago and New York, Seattle ranks FIRST 
in retail sales per capita, SECOND in effective buying income per capita.* 
*Source, Sales Management Magazine, Survey of Buying Power, May 10, 1949 


MEDIA RECORDS REPORT ON 
THE TIMES’ ADVERTISING LEAD 
OVER 2rd PAPER ai ani sencay, 12 tontes— 1949) 


TOTAL LINEAGE. .... 
RETAIL 
DEPARTMENT STORE . 
CLASSIFIED . 
NATIONAL. . ‘ 
RETAIL FOOD 
RETAIL DRUG 


Represented by 
O'MARA & ORMSBEE 
New York - Detroit - Chicago 


Los Angeles - San Francisco 


1949—The TIMES 
lead 2nd paper by... 


1948 —The TIMES 
lead 2nd paper by... 


5,258,915 lines 7,019,550 lines 
4,191,812 lines 5,399,019 lines 
2,020,652 lines 2,570,824 lines 

870,870 lines 1,201,957 lines 


206,342 lines 
793,733 lines 
144,251 lines 


429,352 lines 
878,298 lines 
209,019 iines 


™ SEATTLE 


TIMES 


REACHES 8 OUT OF 


1O sEATTLE HOMES 
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firms is becoming extremely pre- 
carious. This is partly because in 
these prosperous times of high 
profits and retained earnings the 
trend toward consolidation and 
big-business mergers has become 
accelerated. 


“The pressure groups represent- 
ing big business have been most 
active in disseminating propaganda 
and in clamoring to Congress to 
relieve them of even the slightest 
restraints imposed by the courts. 
Several major court decisions in 
the cement, steel and oil industries 
brought forth tremendous cam- 
paigns from big business to obtain 
legislation to nullify unfavorable 
court decisions. 


“On the other hand, small-busi- 
ness men had neither the funds 
nor the organization to enable them 
to combat these pressure groups 
and to bring home to the average 
citizen the facts involved in the 
various issues. For that reason it 
seemed imperative that some at- 
tempt be made to coordinate the 
efforts of groups representing the 
small business man, labor, the 
farmer, and the consumer. 


“On July 7 and July 26, 1949, the 
chairman met with representatives 
of 17 national organizations. The 
various representatives met infor- 
mally to evolve suggestions for a 
program of affirmative action to 
assist small business, and several 
excellent proposals have been pre- 


sented. 
* . 


More Data Asked 


As FURTHER groundwork for 
the investigation, the chairman 
on Sept. 28, 1949, directed a letter 
to the acting chairman of the Fed- 
eral Trade Commission, requesting 
that an answer be prepared to the 
following questions: 


1. What is the FTC’s authority 
and its responsibilities with refer- 
ence to the development of monop- 
oly and monopoly power? 


2. Why have monopoly and mo- 
nopoly power developed through- 
out the years despite the au- 
thority and the responsibility 
granted the FTC? 


3. Does the FTC need greater 
authority of a statutory nature? 
If so, what additional authority? 

4. Does the FTC need greater 
assistance in the form of increased 
appropriations from the Congress? 

5. What suggestions can be of- 
fered the FTC to make the com- 
mission an educational and infor- 
mative commission to advise and 
assist labor, farmers, small busi- 
ness, and cooperatives and to in- 
sure a free, fair, and honest market 
in which the wage dollars of those 
groups may be spent? 

6. Is reorganization necessary to 
insure that the FTC becomes an 
agency truly effective for the ac- 
complishment of the objectives or- 
iginally intended by the Congress 
in establishing the commission. 

* + * 


Avowed Purpose 


HE committee’s investigation, 

Patman said, is for the purpose 
of building up the commission 
rather than merely emphasizing its 
vicissitudes and weaknesses. 


Old Timers Name 
Fay in Mass. 


BOSTON.—C. Norman Fay, of 
C. E. Fay Co. has been elected 
president of the Massachusetts 
council of Auto- = 
motive Old Tim- 
ers, Inc. He an- 
nounced that a 
membership drive 
will be held to 
boost the roll 
from the present 
total of 184. Fay 
succeeds J. W. 

Bowman of W. J. 
Connell Co. Other 
new officers of 
the council are: 

J. Conrad Johnson, of Johnson 
Motor Sales, Inc., Norwood, and 
Loren C. White, of White & Clark, 
Inc., vice-presidents, and H. G. 
Davis, of H. G, Davis, Inc., secre- 
tary. 


©. N. Fay 


Wainwright to Build 


W. D. Wainwright (Pontiac), 
Marshall, Tex., has awarded a con- 
tract for construction of a sales 
building. The structure will be lo- 
cated at W. Grand and Wellington 
streets, and will be 55 feet wide 
and 90 feet long. 
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Reports from Various Cities... 


Auto Market Page 


|for some reason or other, finding | sold 1,448 new cars during the|} 
that such vehicles allow faster turn-| month, a jump of about 22 percent | 
over and more profit. | above the 1,123 mark of the month 

In addition, prospective used-car | before, and an even bigger increase 
buyers are asking for longer terms |—about 26 percent—over January, 
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ge 
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Columbus, O. 

After a slow start in the first | 

half of the month, new-car eT 
in Franklin county (Columbus), 


picked up steam with the a 
that the January total of 1,874 was 
the highest monthly figure since 
last August. 

New-car sales in January of last 
year numbered 997, while in De- 
cember, 1949, the figure was 1,354. 

New-truck sales during Janu- 
ary reached 169, against 132 in 
the preceding month and 206 in 
January, 1949. 

Used-car sales were also up with 
7,778 transactions in January, com- 
pared with 6,110 in the previous 
month and 4,735 in January of last 
year. 

Used-truck sales in the first 
month of this year totaled 561, 
against 548 in December and 716 
in the comparable month of 1949. 

New-car sales by makes in Jan- 
uary were: Austin, 1; Buick, 138; 
Cadillac, 5; Chevrolet, 409; Chys- 
ler, 64; Crosley, 1; DeSoto, 42; 
Dodge, 125; Ford, 323; Frazer, 3; 
Hudson, 155; Kaiser, 6; Lincoln, 

11; Mercury, 76; Nash, 66; Olds- 
mobile, 69; Packard, 28; Plym- 
outh, 182; Pontiac, 122; Stude- 

baker, 46, and Willys, 2. 

New-truck sales were: Autocar, | 
2; Chevrolet, 42; Divco, 3; Sete, | 
22; Federal, 1; Ford, 48; GMC, 11; | 
International, 16; Mack, 3; Reo, 1; 
Studebaker, 6; White, 9, and mis- | 


cellaneous, 5.—(Bert Strang.) 
* . +. 


Birmingham 

Sales of new cars in the Birming- 
ham, Ala., area in January showed | 
an increase of 381 units over De-| 
cember. The total in January was 
1,557, against 1,176 for the previous 
month. | 

Sales by makes were: Buick, 129; | 
Cadillac, 8; Chevrolet, 375; Curye- | 
ler, 40; Crosley, 1; DeSoto, 24; 
Dodge, 73; Ford, 381; Hudson, 6: | 
Lincoln, 8; Mercury, 166; Nash, 26; 
Oldsmobile, 63; Packard, 73 Plym- | 
outh, 176; Pontiac, 57; Renault, 1; | 
Studebaker, 67, and Willys, 1. 

Prices for used cars were firm 
with only a slight advance over | 
December but a good demand | 
was reported by dealers. Stocks 
of used cars were about the same 
as the previous month and sales 
were slightly larger. 

Stocks of new cars were down | 
somewhat but this was due chiefly | 
to the Chrysler strike. Dealers 
handling other than Chrysler Prod- 
ucts reported stocks as normal. 
(Stuart Riddle. ) 

* 


Buffalo 

New-car sales in Erie county 
(Buffalo) during 1949 totaled 34,713) 
units—more than 23 percent above | 
the preceding year’s total of 28,088, 
the Buffalo Automotive Trade Assn. 
reports. | 

Sales in December in the coun- 
ty amounted to only 1,777 cars, | 
the lowest monthly total since | 
December, 1948. The sales peak | 
occurred in July when 3,745 new 
cars were delivered. 

Sales by makes last year in Buf-| 
falo were as follows: 

Austin, 43; Buick, 2,984; Cadillac, | 
530; Chevrolet, 7,229; Chrysler, 979; | 
Crosley, 47; DeSoto, 813; Dodge, | 
2,470; Ford, 5,471; Frazer, 50; Hud- 
son, 1,012; Kaiser, 367; Lincoln, | 
232; Mercury, 1,135; Nash, 1,100; | 
Oldsmobile, 1,828; Packard, 689; 
Plymouth, 3,711; Pontiac, 2,564; 
Studebaker, 1,314; Willys, 123, and 


miscellaneous, 22. 
+ 


+ + 


Canada 

Used-car dealers are speeding up| 
efforts to sell more cars during this | 
“off season” in Canada by offering | 
more favorable terms, including 
lower down-payments and slight | 
price cuts on certain models, with 
some reporting that their efforts 
are bringing better results than 
they had hoped for under current 
conditions, 

Dealers report that, in the used- 
car field, Canadian-made vehicles 
appear to be preferred to foreign- | 
manufactured models at present, | 
with any American-made vehicle 
being in demand where such is 
available. 

Moreover, a number of dealers 
prefer to handle only such vehicles, 


now than last year at the same! 
time and dealers are making ar- 
rangements for such financing with | 
this view in mind. 

“Our efforts to drum up more car} 
sales at this time have been much} 
better than we expected in certain 
models, although the actual cash | 
offers are definitely down,” said | 
one large dealer, stressing that he | 
doubled his publicity budget and | 
increased as well as improved his 
sales staff this year. (M. L. 
Schwartz.) 


* 
Toledo 
Sales of both new cars and trucks 
got off to a flying start in January, 
the Toledo Automotive Trades Assn. 
reports. 
Dealers in Lucas county (Toledo) 


* + | 


| delivered. 


| January compared with the month 


(1949), when 1,077 new cars were 
Trucks and buses also did well in| 


101—-but_ consider- 
153 mark of a} 


-122 to 
the 


before- 
ably below 
year ago. 

The new-car field was paced 
by Chevrolet, which chalked up 
448 sales in January, compared 
with 285 in December and 95 in 
January, 1949. Ford sales totaled 
247 in January, against 236 the 
month before and 252 in January 
a@ year ago. Plymouth also showed 
an increase with a January total 
of 139 sales in December and 125 
in January, 1949. 

Other sales by makes for Janu- 
ary were: 
Chrysler, 68; De Soto, 22; Dodge, 86; 





an 


| Lincoln, 3; Mercury, 95; 
| Oldsmobile, 67; eo 4; 


Buick, 73; Cadillac, 7; | 9. 


FOR COMPARATIVE PURPOSES—Really hammering on grice was this window trim by 
Miller Pontiac Co., Omaha. In addition, Dealer Art Miller used television heavily during 
the announcement period to _— his story home to customers. 


4; Chevrolet, 29; Diamond T, 1; Div- 
co, 2; Dodge, 6; Federal, 1; Ford, 
40; GMC, 20; International, 8; 
| Mack, 6; Studebaker, 1, and Willys, 
(Simon Alpert). 


Hudson, 31; Kaiser, 1; 
Nash, 29; 
Pon- 


, and Willys, | 


Frazer, 1; 


tiac, 111; Studebaker, 


New- truck | sales were: Autocar, | 4. 


one or “47 Challlj Chocks 


Luck is an important ingredient in some products. 


occurs at one st 


A defect that 
age of manufacture may be covered up at a later 


stage, and nobody is the wiser 


But we don’t 
Glass. Our chee 


trust to luck whe *n we make L-O-F Safety Plate 
‘+k No. 41 is a good example. At regular intervals, 


plate glass blanks from the annealing lines are ‘removed to a 
testing table, where they are carefully inspected for quality and 
gauged for thickness. 


This is only 


All of 


one of 142 Quality Checks and Controls. 


them are equally important to your car owner customers— 
because they assure— 


1. 
2. 
3. 


4 


Better heat stability 

Better light stability 

Better strength for safety 
Better adhesion, glass to plastic 


That’s why L-O-F Hi-Test is the best Safety Plate Glass you 


can get anywh 


ere. Libbey-Owens:Ford G lass C company, 225 


Nic holas Building, Toledo 3, Ohio. 


NO FINER GLASS THAN 
LIBBEY-OWENS-FORD 


HI-TEST SAFETY 
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Automotive Values Prove tt... 
Sales Records Confirm tt... 
Dealers Know cl... 


Value Leadership brings Sales Leadership § 
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@ Year after year, the story is the same, 
because the same spirit of progress is ever at 


work in the Chevrolet organization. 


Chevrolet designers, engineers and produc- 
tion experts regularly build new and better 
products, setting the new and better standard 


of value, for each passing year. 


Chevrolet dealers present these new and 
better products to the public... with new and 
better advertising and selling programs... 
while continuing to provide new and better 


standards of service on all Chevrolet models. 


And the American people register their 
overwhelming approval of these policies by 
purchasing more Chevrolet cars and trucks than 


any other make in the industry, as, indeed, they 


have done during the fotal 19-year period, 
1931 to date! 


This same process is going on again today 
—with the advent of the new Chevrolets for 
1950—only even more swiftly and strongly 


than at any previous time in Chevrolet history. 


Chevrolet has designed and built the new and 
better products for 1950. Chevrolet dealers are 
aggressively displaying and demonstrating them 
in all parts of the country. And the motor car 
buyers of America are welcoming them in a way 
which leaves no room for doubt that they prefer 


these products above all others on the market. 


All of which explains what Chevrolet dealers 
mean when they tell one another—“You’re 
first with Chevrolet, America’s finest franchise” 


—yesterday, today and tomorrow! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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Ford Preparing to move. He asked them to inform | | will be offered jobs at the Monroe Chevrolet Pes | Maylead Jails Teo 


all other employes in the plant and | | plant, Simpson said. 


° to tell each one of the opportunities | He said the move was necessi- ° . ° 

For Ohio-Monroe tie. Gihaee prada acs acho the | tated because of the overall in- Parts Sales Chiefs | As Weight Violators 
P Pl Shift company in other plant locations ot SS tee ae ‘ae DETROIT. — Prize-winning parts ELLICOTT CITY, Md. — For ; 

arts ant 1 _ All except the newer employes eae ne in the Hamilton plant. | #24 accessory sales managers from i ie a 
DEARBORN. — Ford will begin oo SP ar John Dykstra, general manager |37 dealerships enjoyed a three- day | sent to jail on ng ge A an. 4 
moving the operations from its| Denn State Sets Course of the Ford General Sanufectartas | vielt here last week as guests of| jing on the Washington-Balti- 
Hamilton (O.) plant to a newly . : division, said some employment op- | Chevrolet. | more Blvd. with an overweight 
acquired and much ee — at/ For Fleet Supervisors eae ae would be available for! The award of certificates by I.| load. 
Monroe, Mich., in April, according STATE COLLEGE, Pa.—A 40- certain classifications of Hamilton | |W. Thompson, Chevrolet parts and | The present road commission 


to Walter H. Simpson, general man- é 
ager of the company’s Parts and|hour course for motor vehicle | , utomatic-transmission plant how | 2ccessories manager, attesting the | _ 2 ee ae eee o 
Equipment Manufacturing division. | maintenance supervisors is sched- | pejng built. salesmen who topped their zones in | Money Lee Steniey, Gziver fer a 

The move probably will not be|uled for the Penn State campus, scerensenemnssntstimnrset | 1949 competitions, climaxed the pro- | Thronburg (Va.) lumber com- 
completed until September, he said. | State College, Pa., March 6-10, The; AUTOMOTIVE NEWS WANT ADS have | gram. The visitors toured Detroit, pany, and Norman T. Riddick 

Simpson informed all foremen|course is designed for those re- Deen proven the quickest, least expensive | the GM Proving Ground, and Chev-| of Dade City, Fla. The drivers 


: method of reaching the men who want : setae : 
and other members of supervision|sponsible for fleet maintenance | Vhat you have or have what you want! fOlet manufacturing facilities in| were given five-day sentences. 


ut the Hamilton plant of the plan | programs. | See the back pages of this issue. Detroit and Flint. 
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New Passenger Car Registrations, 45 States for December, 1949- 1948 
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Biarida ee as 49, 269, «+130 469 1103; 1971; 1965) 88, 635; 2688, 566, 203 1382, 503, 487; 314! 5 56 61 18 3° («53 257, 148 166, 304 87 23-8920 
48 10! 7 304; 420 905| 910} 116} 207) 1235} 205) S53) 894) 142) 214) 1508) 82 80 132 15 4\ 180 94 87 129 50 23) 4399 
Kansas ie 49,12, +90) + 208) 652; 1071; 1260; 30, 339) 1629; 390 74 1005 252, 400) 2121 1. wt Me a 7 198, 135) 100) 199) sid) 5526 , 
‘48 147| 69} 256} 335} ~— 807} — 722} 7i}_— 148) 4! 235 35; -922|_~—«t31|—-229)_~—=«'S52 95 98; 193 5 27 185 87 69; 118 22 4007p 
Massachusetts 49, 219/202; «= 383): «1097; 1901; 1500, 64) 375) 1939, 474) 167) 1402; 637, 567| 3247 9 33 «4 ! 3 5 193) 204,72) «272; 30,—s*S) 7924 
‘48; 183/_—*139]_—394] 645} 1361} 1084] 69/230) 1343] 528) 148} 959] 317/44! 2393} 18} 27) 7 1 176} 203) 132/170) ~— 33 9| 5887 
Minnesota 49, +269, +«211| +618) 1565) 2683) 2250; 40; 573) 2863) 620; 102) 2035) 599, 626, 3982 17 «174191 2 ‘| 7; = 383) 248; 240) 61S| ~—S9 1) 11235 
48 263| 109} 436] 872) 1680) 1420; 62|_—238}_—1720; 364 61; 1523) 141) 478) 2567) _—*129|—«187|_—316 14 14 196| 207, 173) 335 35 1) 726 
Nevada ‘4, «27, 10 20) 51 108, 68 9/23) 100; 38 16 3) 3) 8, 219 ! ! 2 ' 3) «Sot 1-4) oS Gg 
i U ON eel i Oe lee J 1 7 8 8620 2} 45 
New York 49/930 807 “F009 3946, 7702; «4336; «181, 1084) «= 5601, 2095) 9779, «5236, 2161; 2489, 12760 30 304 324 6 107 41 762, 674 «551 «116.2002 70=s29924 
‘48 932 900 | 2444 2544 6820 3631 i _ 369) 7 1033 5033 2253 719) 4682 1089 2074| 10817 183 353 S36 25 75 57 846 625 793 885 159 143 26814 i 
‘Oregon ‘49 89, 93, 272, +491; 945) +577, +19) +152) 748) 184) 43) 787,212) 191) 47 2) 22); 24 2 3 8 105, 1220063) 133,17 3) 359! 
‘48i___132}__*103),——223)_477|_——935]__—S87}__—49|_—GO|_ 796] 247] 28) 64} 136) 19S) 80D] SB) G} 2A 2; 1S soi 75! = 209] 3} 3762 
Tennessee 49; «114 62, 284) 591; 1051; 1505, 29, 238, 1772, 399 68 866, 233; 269, 1835 5 24 29 2 I 9 140 82 77——«175 27 5; 5205 
48) 120,86} 277|_— 480) 963} 1243) 55) 163) 1461) 285) 68} 170) 98) 268) 1889) 36 65) _101 49 42 182) 103 92, 149 37 3) 5071 
“45 States Reported "49| 9432) 7306) 20532| 44129, 81399| 77463, 2414) 18380) 98257) 24035, 5944) 64599, 19973, 23948 138499, 432, 2856, 3288, 101 = 439, «487/—««10777, «542, 5846’ 14976, 1670, 313) 364594 
to Date for December ee '48| 8668} 6891| 18666 29565| 63790/ 51432| 3889| 10570| 65891/ 18437| 4525! 52034) 8578) 17133) 100707| 3067| 4602| 7669| 483, 281/ +949 ~—«:10/08| 6730) +6848) 9735, 1669, 548) 275408 
Year 749) 129180 | 102425 | 270695 | 522287 | 1024587 |796185| 37418|184018| 1017621 368995, 80318 | 1021958 266955 | 317716) 2055942, 15737, 57535| 73272, 5079 3638 10117, 136346 134064 96917 197370 28354, 5050| 4768357 
to Date Lacs __'48| 104196) 61497 |211376| 343497| 740566|480473| 32199/ 136195) 648867 | 242107| 58813) 702490) 174757 | 226450) 1404617, 57629| 107824| 165453 3202) 859525275, 107024103343 77064) 141636 21113 7186 345494) 
* e 6 
New Commercial Car Registrations, 46 States for December, 1949-1948 | 
_ 
c 
Truck registrations by states are 7 = m 2 2 Truck registrations by states are | 
released here weekly, as com- > ° 5 £ zs g 2 released here weekly, as com- | 
pleted by R. L. Polk representa- ° S s 5 2 B 7 = pleted by R. L. Polk representa- 
tives in state capitals. & f s z = 3 = y tives in state capitals. a 
oO | 6 Eis a | & > = 
34 States Previously 49 89; 116) 19,95 28; 261; 174) 6144 92| 15073 18; 3879; 4235 20; 451; «135; 160 10| 2859; 546; 1300; 139) 54924 ‘49 34 States Previously 
_Reported for December 48) 106} 103) :16587) 77) 372) bt | 5769) 78} 8535 11] 4190} 4519) = 30)_—— 392 __ 480 12) 2950) 466) =3090; 197} +=48125/'48 Reported for December | 
Arkansas ‘49 394 ! 57 276 46 20 ! 28 14 837,49 en oe ole 
_ a iciget Lastest cd RS. . Us a 10 23 206 |'48 Arkansa 
Florida 49 1 702 . 17 3) 275 1, 691 | 126) «(149 66 é " 136 24—«187 5 2406 ‘49 ~ Florida 
ee a | 15 153 3] 334] | 2 20 6 8 13, 178 3 1656 |'48 
Kansas 49 466 3 6 2; 112 365 102114 4 2 55 3 27 1 1262 /°49" / Kansas 
2 ‘48 el 504| 4 4 i8 149 ss 3 : 252 10! iti 7 89 3 83 1324 48 ¢ 
Kentucky ' 49 493 1 4 2) 158 488 175,129 3 2 1 82 2, 69) 610/49 Kentucky 
oe :. ao 3 19 5 124 ; 3 336 i 199 4 16 110 4 262 7 1821 |'48 y 
Maine ‘49 193 5 32 69 29 22| 5 2 3 7 6 ©6614) 387 49 cee“ hdaine 
a i ae ee ae Ln ae 46 | 88) 6tl 62 5 4 30 | 43 \ 538 | '48 
Massachusetts ‘49 5 10; 514 1 16 2 161 36 60 9 2 e 14 3; 39°si4:t«é«i lassachusetts 
Se a See CY a | 149 | 60 85 15 6 4 28 i] 46 5 833 |'48 Massachusetts 
Minnesota ‘49 619 1 1 172 493 105,183 l 8 I 3 136 5 19 6, 1753/49 Minnesota | 
‘48; 2] 548; 3} 16 4| 287 3| 297 4, 116, 16? 5 7 144 3 80 5, 1691 |'48 : 
Nevede ‘9 36 12 59 10 5 1 za | | | meen _ 
ee A | 8 + 9) 12 ! 9 3348 — 
New York ‘49, «59 46, 804) 5 31 36 «538 18; 864 4 207, 34% 95 " 37 4 128) «Bt; ~—=«*109 16, 3439/'49 New York 
ae '48| 60 63| 1079 3} 54] 35) bit} ~— | _—S 6 6 323/42 108 46 1, 177 54/279 34-3921 ‘48 
Ohio "49 7 2; 1124) 2 14; 15) 513 22; 89! 2 +226) 346 67 21 29 : 192; 65, 90, #4, «3632;49 ~~ Ohio 
ea, a eS a 249, 412! 28 19 165} 54; 265] 5) 3198 '48 
Oregon ‘49 293 2 86 173 2 49 39 2 3 17 2 35 13) -716\"49 ~ Oregon 
- a 2 287 Bes oe 127|_ __—3)_—*16S 116 ae 7 83 3 % 15; 1015 \'48 ; 
Tennessee 49 i 399 1 124 469 98 44 3 \ [ an 6hUs 22 (1263/49 Tennessee ‘ 
B a | =i 48! ee th 480) ~ 3 a 118 2 17! 8! 105 2 4 69 5 94 2 1139 ‘48 ’ 
46 States Reported 49,162) ~—«174) (25148) = 47-358; 231, 8281 «= 130; 19998) 26 5084 «= 5689) 237.0) 184254 14° 3740 766 «1928'S 18973136 49 46 States Reported 
to Date for December ae 210 177| 22177 103 550) 243 7945) Hii} 11492 22; 5526) 6345 57) 584, 595 24 3948 618 4548 275 65550 ‘48 to Date for December 4 a 
Year "49, 1655, 1624|343500, 867, 5161| 3570|116332, 1225(200568| 337, 80080, 90648) 392 6857 766) 3986 229 54784 68264 32631, 2816 956292/'49 Se 
to vate ____'48| 2770) 2958/300594!  2405| 10633) 5610/113957|  4022|224850| 810! 74485' 124603) 477-9789 10748, 411 50318! 11557, 76164) 3281 1030442|'48 to Date 
The following advertised delivered prices conv., $1,997; stat. 
are based on factory retail prices at the c ‘ e PONTIAC. Chieftain Six nar. sed., $1 
ac \. ey Vv 761 (deluxe, $1,856); 2-dr. sed., $1,710 
and handling charges and federal taxes. e Tt p Oo N W A TO b | (del 1,805); cl "(del 
They do NOT include ema Uurr n rices n e u mo l es $1,805): ar tee PE lene 
charges, state sales taxes or optional luxe, $2,01 ‘ : 
equipment. CHRYSLER — Royal -—— 4-dr. sed., $2.,- FORD OF BRITAIN—4-dr. sed. (Prefect, | 738; 2-dr. sed., $1,713; club cpe., $1,735. ica oeh ano 7 lg a tly oo. 
AUSTIN—Four—4-dr. sed. (Devon), $1,- 153.75; 8-pass, 4-dr. sed., $2,875; club cpe., | cloth), $1,040; 4-dr. sed., (Prefect, leather), | Statesman Custom—4-dr. sed., $1,897; 2-dr. | $1,587. Chieftain Eight—4-dr "sed $1,829 
345; 2dr. sed. (Dorset), $1,295; stat, | $2:133.75; stat. wag., $3,183.25. Windsor | $1,077; 2-dr. sed. (Anglia), $947. Delivered | sed., $1,872; club cpe., $1,894. Ambassador | (deluxe, $1,924); 2-dr. sed., $1,779 (deluxe 
wag. (Countryman), $1,445; cohv. (Atlan. |—-!-4%. sed., $2,348.50; 8-pass. 4-dr. sed., | in New York.) Super—4-dr. sed., $2,064; 2-dr. sed., $2,-| $1,874); club cpe., $1,779 (deluxe, $1,874); 
. s $3,069.75; club cpe., $2,327.50; conv., $2,- 1 se 9 « 039; club cpe., $2,060. Ambassador Cus-| conv. delux ; ‘ Po ae 
tic), $2,345. Six—4-dr. sed. (Sheerline) FRAZER—4-dr. sed., $2,395. Manhattan e, $2,206; Catalina deluxe, $2 
tea a oa ae. G i 761; im. 3126, Saratora whcadr. sed. ide ook, O8008: a $3,295. og onaie im: e. —_ et = (super deluxe, $2,143); stat. wae. 

2, .25; bs cs 7 oe ee . sale be . , ydra-Matic optiona 348 (del , $2,427); bus. i 7 \ 
ween Ok, Gaoet Coetane, “Gu,s0eh: Sear. [oot ghthis, Sere: SB cue, $2706.78: | gx'gug, andr. ood, G1:012, club ‘ope, $1; | “Coammespaangmoce st, S186.00,) Streamllner Six“t-dr. sed., $1,140" (deluxe, 
jetback sed., $1,925 (deluxe, $1,968); sed. aenih da Geum tea eee, a. aan 933; bus. cpe., $1,806.50, Super Six——4-dr ett cian’ eet eek “on eee vend Bgl EL og ana ante. 
cpe., $1,872 (deluxe, $1,915); bus. cpe., | 253.75; lim., $5,358.75. (Prestomatic op- | S¢d., $2,105; 2-dr. sed., $2,068; club cpe., | (deluxe, $1,829); 2-dr. sed., $1,777 (delt 1 ; ‘epe., $1,758" ; 
$1, 819. Super Series 50—4-dr. sed., $2,157; | tional on Royal at $120.90, standard on 90.108. 76; conv... $2,628.50 Super Elght— | $1 345); club cpe., $1,735 (deluxe, $1,803); $1,853), (igdre-Matio’’ options! = 

maj 4dr. s0d., $2,290; sed. pe. ee Oener, s60008; 7 pg aoe sath : aimee Conmmeders ‘Six conv., $2,151; Holiday, $2,019 (deluxe, $2,- | models at $158 50.) 
$2,862 Roadmaster Series 70—4-dr oo CROSLEY—2-dr. sed., $866; conv., $866; |4-ar sed ” $2,281 50; club epe., $2,257.25; 124); stat. wag. deluxe, $2,520. Series 88 RENAULT—4-dr. sed., $1,035 Dellv- 
$2,656; "430" 4-dr. sed., $2,761; sed. cpe., | Toadster (Hotshot), $861; stat. wag., $894. | cony., $2,809.25. Custom Comenedese | Eight 4-dr. sed., $1,999 (deluxe, $2,077); sed. | ereq in New York.) , — 
$2,551; conv., $3,004; Riviera, $2,877: stat. | _DeSOTO—Deluxe—4-ar. sed.. $2,006.25; | 4dr. sed., $2,365.50; club epe., $2,341.25; | $19: $1,925 (deluxe, $2,003); 2-dr. sed..| SmNGER—roadster, $2,250. (Delivered in 
wag., $3,430. (Dynafiow standard on Road-|Club_cpe., $1,995.75; Carry-All sed., $2,- | cony., $2,893.25 (Super-matic optional “on $1,941 (deluxe, $2,019); club cpe., $1.899 | New York.) ; ; 
master, optional on Special and Super at | 210.50. Custom — 4-dr. sed., $2,193.75; | ai! models at $215.) $2,183 (deluee, $2,985). stat mage lida. | | STANDARD VANGUARD — 4-dr. sed 
$168.28. ) STS TS, conv $2,598; stat. wag. $3. | HILLMAN MINX — 4-dr. sed. $1,495; | §2.683. Series 98—4-dr. sed., $2.320 (de: STUDEBAKER — Champion 
CADILLAC—Series 61—4-dr. sed., $2,-|}12.75: Suburban sed., $3,198.75. (Tip-Toe | COPY-. $1,745; stat. wag., $1,825, (Deliv-|luxe, $2.414); 4-dr. town sed., $2,288] 4 a, sae 25: —— ane 5 
892; club cpe., $2,787. Series 62—4-dr. | i ydraulic Shift standard on Custom, op- ered in New York.) (deluxe, $2,382); sed. cpe., $2.246 (deluxe, | aiyp epe.. $1 591.75 ~ oo a "$1 497 
sed., $3,260; club cpe., $3,176; conv., $3,- | tional on Deluxe at $120.90.) JAGUAR—4-dr. sed., $3,750; conv., $3,- | $2,340); conv. deluxe, $2,793; Holiday, | Champion Regal Deluxe—4-dr. sed., $1,676 
680; Coupe De Ville, $3,549. Series 60| ponGE—Waytarer—2-dr. sed., $1,755; |850; roadster, $3,945. (Delivered in New | $2,404 (deluxe, $2,662). (Hydra-Matic op- | 9. : Pegg ht 
- 2-dr. sed., $1,644.50; club cpe., $1,670.7 
Special—4-dr. sed., $3,828. Series 75—/|yoadster, $1,744.50; bus. cpe., $1,628.75. | York.) tional on all series at $158.50.) conv., $1,981.25; bus cpe., $1,576. Com 
T-pass. 4-dr. sed., $4,812; Imperial 4-dr. | weadowbrook—4-dr. sed., $1,865.75, Coro-| KAISER — Special — 4-dr. sed., $1,995;| PACKARD — Eight — 4-dr. sed., $2,249/| ander Deluxe—-4-dr. sed., $1,902.50: 2-dr 
sed., $5,001. (Hydra-Matic standard on | net—4-dr, sed., $1,944.75; 8-pass, 4-dr. | Traveler, $2,088. Deluxe—4-dr. sed., $2,- | (deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, | seq $1,871; club cpe.. $1,897.25. | Com 
Series 62 and 60 Special, optional on Series | seq. $2,634.25; club cpe., $1,931; conv.,|195; Vagabond, $2,288; conv., $2,195; Vir- | $2358); stat. wag., $3.449. Super—4-dr. | mander Regal een ae ane $2 
61 and 75 at $174.25.) $2,346; stat. wag., $2,882.50. (Gyro-Matie | ginian, $2,995. sed., $2,633 (deluxe, $2,919); 7-pass. 4-dr. 023.75; 2-dr. sed.. $1,992: ga “» 32 Ac 
CHEVROLET — Styleline Special — 4-dr. | optional on Coronet models at $94.60.) LINCOLN — 4-dr. sed., $2,574.50; club | sed. deluxe, $3,950; 2-dr. sed., $2,608 (de-| 018.95: conv., $2328.50. Land Cruiser. { 
sed., $1,460; 2-dr. sed., $1,413; club cpe.,| FORD—Deluxe Six—4-dr. sed., $1,471.50; |cpe., $2,527. Cosmopolitan — 4-dr. sed., | !uxe, $2,894); conv. deluxe, $3,350; lim. | 4 ar sed., $2,186.75. 
$1,418; bus. cpe., $1,339. Fleetline Special |2-dr. sed., $1,424; bus. cpe., $1,332.50. | $3,238; club cpe., $3,185.50; conv., $3,948. | deluxe, $4,100. Custom—4-dr, sed., $3.935; | SUNBEAM-TALBOT—4-dr. sed., $2,495 
—4-dr. sed., $1,460; sed. cpe., $1,413. | Deluxe Eight — 4-dr. sed., $1,545; 2-dr.|(Hydra-Matie optional on all models at|COMV., $4,480. (Ultramatic standard on|cony., $2,745. (Delivered in New York.) Oo 
Styleline Deluxe—4-dr. sed., $1,539; 2-dr.:|sed., $1,497.50; bus. cpe., $1,419. Custom | $174.25.) Custom, optional on other series at $185.)/ qRIUMPH—4-dr. sed., $2,495; conv., $2 ’ 
sed., $1,492; club cpe., $1,508; conv., $1,- | Deluxe Six—4-dr. sed., $1,558; 2-dr. sed.,| MEROURY—4-dr. sed., $2,031; club cpe.,| PLYMOUTH — Deluxe P19 — 2-dr. sed.,| 745. (Delivered in New York.) a 
857; Bel Air, $1,751; stat. wag., $2,004. | $1,511; club cpe., $1,511; stat. wag., $2,- | $1,978.50; conv., $2,409.50; stat. wag., | $1,507; Suburban, $1,855; bus. cpe., $1,- WILLYS-OVERLAND—Four — Jeepste: 
Fleetiine ree, See, Sane: -— a eee Pee ee sed., eer . 385.75. Deluxe P20 ~_ 4-dr. sed., $1,566; | $1,603.01; stat. wag., $1,709.08; stat. waz 
cpe., $1,492. (Powers optional on De- | $1, ; 2-dr. sed., $1, 50; club cpe., NASH — Statesman Deluxe — bus. cpe., | club cpe., $1,534.25. Special Deluxe P20— | (four-wheel-drive), $2,008.27. Six — Jee; 





juxe models at $156.50.) | $1,595; econv., $1,948; stat. wag.,. $2,106.50. | $1,633, Statesman Super—4-dr sed., $1,-|4-dr sed.. $1,644; club cpe., $1,617.50; | ster, $1,639.85; stat. wag., $1,814.33, 
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“Simplicity of operation is amazing... 
savings will more than offset cost of this machine 





...in 18 months.” 
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Underwood Corporation 


Accounting Machines . . . Adding Machines . . . Typewriters 
Carbon Paper .. . Ribbons 


One Park Avenue New York 16, N. Y. 
Underwood Limited, 135 Victoria St., Toronto 1, Canada 


Sales and Service Everywhere 
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... that’s why auto 
dealers using Underwood 
Sundstrand say it’s... 


¢ THE BEST SYSTEM © THE BEST PRICE 
¢ THE BEST MACHINE © THE BEST INSTALLATION 


“SIMPLIFY and SAVE with SUNDSTRAND’’ 
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1 UNDERWOOD CORPORATION inva aa 
One Park Avenue, New York 16, N. Y. 
i Send me your illustrated folder, Form S-1326, describing the Underwood Sundstrand 
| Automobile Dealers Accounting Machine System. 
j 
Name of Company............... oa Boer a Se or Ss ee 
Name and Title......... eit Rs ih ei ie De here 
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Harleigh R. Holmes sr., president 
of Coleman Motors Corp., Littleton, 


Colo., since 1922, has been pro- 
moted to chairman of the board. 
Howard H. Agee, Omaha, became 
the corporation’s new president. 
Other new officers are E. L. Mar- 
tin, Chicago, vice-president, and W. 
C. Ramsey, Omaha, §secretary- 
treasurer. Harleigh R. Holmes jr., 
Littleton; Lee Holmes, Littleton, 
and Philip S. Van Cise, Denver, 


were named directors. 
+ * * 


Sanders Vice-President 


Appointment of Jack Sanders 
as vice-president in charge of the 
Industrial division has been an- 
nounced by Hugh Allan, presi- 
dent of Rotary Lift Co., Memphis. 

Sanders started with Rotary 
Lift in 1938 in a clerical capacity, 
and after several promotions was 
made sales manager of the In- 
dustrial division in 1947, 

+ * * 


K-F Names Brill to Head 
Sales in Buffalo Area 


Kaiser-Frazer Sales Corp. has ap- 


Auto Personnel 





Long Island City, N. Y.,and Seattle, 
Wash., has been promoted to 
regional sales manager for the 
Rocky Mountain and Pacific Coast 
areas, according to J. Fred Kenny, 


pointed Elwood L, Brill regional | general sales manager. 


sales manager in the Buffalo ter- 
ritory. He succeeds Charles P. 
Noonan, now K-F regional sales 
manager in New York City. 

Before coming to Buffalo, Brill 
was assistant regional sales man- 
ager in Philadelphia. The Buffalo 
territory embraces distributing 
points at Buffalo, Erie, Rochester, 
Syracuse and Utica. 

+ * + 


Bennett Heads N.Y. Bank’s 


Dealer Time Sale Office 


Election of William J. Bennett as 
vice-president of the Industrial 
Bank of Commerce, New York City, 
has been announced by Walter E. 
Kolb, president. Bennett heads the 
bank’s dealer time sales division, 
serving more than 2,000 dealers in 


the metropolitan area. 
+ + + 


Stark Made Sales Manager 


For Coast, Rocky Regions 
Leo Stark, formerly West Texas- 

New Mexico district manager for 

Stanford Motor Products, Inc., 


Stark’s new assignment is in 
keeping with the company’s policy 
of having a representative of top 
management in the field to effect 
closer liaison between the home 
office and their district managers 
and their distributors. 

* * * 


Studebaker Ups Stevens 


R. L. Stevens has been ap- 
pointed Dallas district manager 


| of Studebaker Corp. 


* * * 


Landon Associates Appoints 


Snyder Vice-President 

William R. Snyder, president of 
Central National Insurance Co. of 
Omaha, has joined Kirk A. Landon 
in the operations of the various 
companies that are affiliated with 
Kirk A. Landon and Associates, 
Miami, Fla. 

Snyder takes his place as execu- 
tive vice-president of American 
Bankers Insurance Co. of Florida, 
Retrospective Insurance Underwrit- 
ers, Inc., Credit Insurance Under- 





_THEY ARE STUDYING NEW PONTIAC—With each new model year, Pontiac service tech 
nicians take off across the country to bring the latest service methods to dealers’ me 


chanics. Here Service Instructor Robert Gross conducts a factory school at Kurtz Pontiac 


Co., Los Angeles. 


writers, Inc., and National Insur- 


ance Agency, Inc. 
+ * * 


Clark Named Treasurer 


For General Tire 
Tracy S. Clark, assistant treas- 





THE TRUCK BUILDER WHO 


SOLD THE GREATEST NUMBER 
OF TRUCKS IN 1949 USED 


TIMKEN-DETROI 


TWO-SPEED FINAL DRIVES 
IN ALL TWO-SPEED 


AXLE-EQUIP 


Simple 
Rugged 
Proved — 
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TRADE MARK 





PED TRUCKS! 


2s a 


A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 


REGISTERED 


urer since 1936, has been named 
treasurer of General Tire & Rub- 
ber Co., it is announced by Wil- 
liam O’Neil, president. Clark 
takes over duties relinquished by 
| John O'Neil, resigned. 
| Clark joined General in 1925 
| after serving in credit work with 
| two other rubber companies. He 
has been a member of General’s 
credit department since that 
time, retaining management of 
that department when he was 
appointed assistant treasurer in 
1936. 


| Simonis Appoints Barker 


Executive Vice-President 


The appointment of W. Gardner 
Barker as executive vice-president 
of Simoniz Co., 
Chicago, has been 
announced by 
Elmer Rich, pres- 
ident. 

Barker comes 
to Simoniz from 
Pepsodent divi- 
sion of Lever 
Brothers Co, 
where he was di- 
rector of new 
products. Previ- 
ously he had been 
associated with the Lever organiza- 





W. G. Barker 


tion in Cambridge as market 
exploration manager. 
+ + + 


Kromweel Appoints Berry 


Kromweel Mfg. Co., Walton, 
|N. Y., manufacturer of Kromvents 
|and Kromweels, announces the ap- 
|pointment of Charles R. Berry & 
| Associates, manufacturers _ repre- 
sentatives, with headquarters in 
Coral Gables, Fla., for eight south- 


eastern states. 
| + * + 


| New Cole Hersee Rep 


| Cole Hersee Co., Boston, manu- 

facturer of automotive electrical 
| equipment, has announced the ap- 
| pointment of Verne B. Andres as a 


| sales representative. 
* * + 


Westinghouse Picks Clark 


J. A. Butts, manager of the 
Standard Control division of West- 
inghouse Electric Corp., has an- 
nounced the appointment of F. H. 
Clark as sales manager for the 
division. 

+ * + 


Wray Appoints Kelley 


Appointment of Stanley Kelley as 
new sales representative for Na- 
tional oil seals has been announced 
by Park Q. Wray, manager, re- 
placement division, National Motor 
Bearing Co., Inc. He will work 
Michigan and the Toledo area of 
| Ohio. 


* * * 


Cory’s Blakeslee Named 


H. G. Blakeslee, vice-president, 
general manager and a director of 
Cory Corp., Chicago, has been 
elected to the board of governors, 
National Electrical Manufacturers 
| Assn. 
+” * * 


Tuthill Names Parker 


H. T. Moore, president of Tuthill 
Spring Co., Chicago, has announced 
the appointment of Frank J. Park- 
er as his personal field representa- 


tive to the trade. 
} + + + 


Ford Plant Head Named 


C. F. Jessee, manager of the Ford 
plant in Dallas, is the new chair- 
man of the Dallas chapter of the 
Texas Manufacturers Assn. 
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\Growi ng Demand 
‘For Foamed Latex 


Forecast in 50 


| AKRON.— The big demand for 
foamed latex products, which de- 








4 
|veloped in 1949, promises during 
WASHINGTON.—Both wholesale | alone was off 13 percent, while that 1950 to make these products among 
and retail credit activity involving | for used cars dipped 8 percent. Re- |the most important ones in the 
motor vehicles during December | tail credit involving new trucks fell | rubber industry, according to Lee 
showed declines, according to the|20 percent, compared with a 10 R, Jackson, president of Firestone 
Federal Reserve Board. percent decline for used commer- Tire and Rubber Co. 
I An 11 percent decrease in the | cial vehicles. During 1949 Firestone foamed la- 
retail field, the board said, re- Wholesale vehicle financing ac- | tex manufacturing facilities at Fall 
flected a marked downward ten- [tivity in December continued a| River, Mass., where a new $2,000,- 
dency in installment sales of all | gownward trend started earlier and | 000 plant was placed in operation 
types of vehicles. dealers’ outstanding balances on | in April, were doubled. 
' Retail financing of new cars| “floor-plan” accounts were pared Before the end of the year, an 
‘ . accordingly. additional program to further in- 
Ford International! ™ contrast to the automotive crease production by 25 percent 
ra picture, financing of other goods wie anes o ine aaa 
ce ree j was up 4 percent in December from ty : te Tos e 
"Woaliec Changes Branches the month before. All classes of and Lavahiin Charles “Rennte former "owner of, California ‘ruck Rental o.,sold out ey ois Wenate tenaad Uae 
e ® i - | recently, John Lau n was formerly an auto dealer in Los Angeles. eft to ri : 
we For Streamlining ae ehent ae ae pes Laughila, A. H. Longridee. regional manager of DeSoto, and Rennie. - : mattresses into competition with 
amed i NEW YORK. — Appointment of | ™odernization. FRB report said. In all, finance | cars, 10,890 new trucks, 110,018 used | ©O"Ventional inner spring units. 
Rub- Cc. E. Dalton as director of sales of The turnover rate of receiva- | firms reporting to the board (the | cars and 9,436 used trucks. ae 
Wil- Ford International was announced| bles as measured by the ratio of | same number do not report each Meanwhile, the same finance Nelson Names Coyle 
Clark | here last week by| Paper purchased during the month) said they handled retail | firms floorplanned only 168,664 ve- Appointment of Homer Coyle as 
d by Graeme K. How-| month to outstanding balances at | paper for 214,446 cars and trucks, | hicles, including 153,804 new cars| sales manager of Nelson Buick Co.. 
ard, head of Ford| The end of the month decreased 6 | both new and used. and trucks and 14,860 of the used | Milford, O., is announced by How- 
1925 International. percent during December, the Of that total, 84,002 were new! variety. ard Nelson. 
with Howard also|~—— Se te ee — ——— —— 
. He disclosed a fur- 
sral’s > ther step in 
that Ford's current 
t of program to 
was streamline inter- 
r in national opera- 


tions in line with 
present overseas 
marketing condi- 





, G. K. Howard 
. | tions. 
Effective, Overseas Distributors 


Branch, located at Harborside 
Terminal, Jersey City, N. J., will be 
responsible for the distribution and 
sale in the Carribbean, Venezuela, 
Colombia, Ecuador, Peru, Central 
American and the Orient of all 
Ford products made in the U. &., 
Canada and Europe. M. R. Dull has 
been appointed manager of the 
branch. 
| Concurrent with the _ establish- 
ment of the Overseas Distributors 
| Branch, Ford’s export division is 
redesignated as Ford Motor Co. 
“ Export Operations, also located at 
Harborside Terminal, Jersey City. 
Export Operations will be respon- 
sible for performing supply and 
service functions in connection with 
| the export of all U. S. products, 
Ty and for providing necessary techni- 
cal and informational material re- 


rdner 
sident 





alton, | garding such products. Harold E. 
vents : 

© ah | Jones has been appointed manager 
iy of this division. 





“; | Top Safety Role 
al Claimed by ATA 








HASTINGS, Neb. — Henry E. 

English, president, American 
lanu- Trucking Assns., Inc., declared that 
trical no other group of highway users in 
Pp ap- America is more acutely interested 
as a in highway safety than the truck- 


ing industry. 
Here to present ATA national 


theres nothing Uke MORTEX 


rk : truck safety contest awards to two 
the Nebraska trucking firms, Hargle- = — 

wah. cmadl Van onl Storage Co. oan seo eee to A OE ee me RE Swe RE FE ea ee cl 
an- man, Inc., during the public rela- Ev ; ton f 

a Saat wah Gee Gaede of te ery car purchaser and owner is a sure prospect when you show him just 
ee Nebraska Motor Carriers Assn. how Mortex is applied — how it soundproofs and rustproofs. On every new 


English pointed out that “no factor 
in truck operation touches more 
, closely upon the fundamental exis- 


Use the KNUCKLE TEST 


Ask your customer to rap on 


car order, your salesman should include a soundproofing undercoat. 








tence of our business than safety.” 
5 on Rees eee Saree A MORTEX SALE MEANS DOUBLE PROFITS the hood of any untreated 
a +. - : * 
mood Refinish Guide 1 Your profit on the application car. It will sound tinny. Now, 
in | Paint Shop Equipment | 2 You save comebacks for expensive free service to let him rap on a door panel 
wa Is Outlined | remove squeaks, vibrations and rattles which easily and notice the difference! 
, es + . . ° 
TOLEDO. — DeVilbiss Co., has develop without this “tightening,” rustproofin It's solid, firm sounding, 
produced a “guide to paint shop S ¢ P % having b 
1 equipment” by which, it claims, an soundproofing undercoating. raed ann SeEne Cypeenee 
et ar a ete a tes ee It pays handsome dividends to merchandise Mortex. Soundproofing is oo eee 
or of | needs according to the volume of explained in free booklet, “There's Nothing Like Mortex.” Send for your 
been work he does. copy now 
nors, The DeVilbiss guide itemizes the * Listed with 
irers | complete equipment needs of shops UNDERWRITERS’ LABORATORIES 
which do an extensive, an average VER Re-examination Service. 
or a limited volume of work. 
; In the first group are shops which 
ithill do three or more complete refinish 
nced jobs per day; in the second those 
‘ark- \ who turn out not more than two| 
onta- complete jobs per day, while the 
| third is for shops which primarily | 
do touchup work and only occasion- | 
dl i ally take ina complete refinish job. 
Foca gene toe mae sony eo 
he eee oeone Gee oa LARGEST MANUFACTURERS OF SOUND DEADENERS 
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With gas prices high, everybody’s shouting 
“Amazing Economy’. But you can’t write 
economy into a car—youve got to build it 
in, as Willys-Overland has been doing for 
years. A specialist in low vehicle weight 


and high engine efficiency, W-O is known 


| a the world over as a leader in economical 


dustry 





. 





operation. Buyers who want long mileage 


know where to get it—at Willys-Overland 





Dealers. If there is no dealer near you, write 


us about the W-O franchise. 


i. 
 WILLYS-OVERLAND MOTORS 





TOLEDO 1, OHIO 


MAKERS OF AMERICA’S MOST USEFUL VEHICLES 





| & 


Dealer 


Studebaker Sales Co. of Chicago 
formally opened its new $200,000 
service center Jan. 23. Located at 
50 E. 26th St., near the company’s 
executive headquarters building 
which also houses the factory zone 
offices, the structure contains 65,000 
square feet of working space dis- 
tributed over three floors. 

The new service center is equip- 
ped for both passenger car and 
truck maintenance, repair, adjust- 
ment and overhauling, it was ex- 
plained by Henry R. Levy, president 
of the firm. 

A feature of the center is the 
“control tower” on the first floor, 
from which supervisors gather con- 
stant information on available me- 
chanics and can route incoming 
vehicles to the departments which 
can handle them promptly. Also 
utilized are the most modern tools 
and facilities, including electronic 
devices for checking engine per- 
formance. 





Six Texas Auto Firms 


Are Granted Charters 
Six auto firms in Texas have been 
granted charters of incorporation 


recently. 
These are: Brumley Motors at 
Monahans, chartered by J. L. 


Brumley, Ella Mae Brumley and 
Ray B. Moore with $36,000 capital 
stock; R. H. Davis, Inc., garage at 
Waco, chartered by R. H. Davis, 
Mrs. Earl T. Davis and Clayton D. 
Lattimore with $10,000 capital stock. 

Baldy Hall Auto Sales Co., chart- 
ered in Dallas by Hugh R. Hall, 
Wallace Dodds and Bruce R. Dodds 
with $25,000 capital stock; Hayes 
& Wait Oldsmobile Co., chartered 
in Liberty by S. B. Hayes, Floyd 
Wait and Inez Wait with $15,000 
capital stock. 

Motor Truck Sales Co. in San 
Antonio, chartered by H. E. Wat- 
son, C. A. Slimp jr. and Jaycie Wat- 
son; and Tyler Motors, chartered 
in Lubbock by W. C. Boedeker, 
L. T. Verner and Huber Boedeker 
with $175,000 capital stock. 


Enyart-Battjes to Build 

William E. Enyart, of Enyart- 
Battjes Chevrolet, Inc., Elkhart, 
Ind., has revealed plans for erec- 
tion of a $100,000 salesroom and 
garage. The location for the new 
structure has not been settled 
yet, awaiting rezoning action by 
the city council. | 


Vancouver K-F Outlet 


North-West Motor Corp., Ltd., 
Vancouver, B. C., has been ap- 
pointed Kaiser-Frazer distributor. 
D. J. Einarson is sales manager 
of the company; J. R. MacKinnon 
is parts manager, and Hurder S. 
Einarson is service manager. 

Frank Walsh, who has been as- 
sociated with the automobile indus- 
try for the past 22 years, will be 
associated with the new firm in a 
non-active capacity. : 





AUTOMOTIVE NEWS, FEBRUARY 20, 1950 


Doings 


out of business temporarily from 
a voluntary split of the dual 
agency until a new location can 
be found. 

Schuch, who has had the Buick 
agency in San Angelos since 1930, 
will continue in business with the 
Pontiac dealership at the same lo- 
cation at Oakes St. and Beaure- 
gard Ave. 


* * * 
Sebring Dealer Opens 

Roberts Motor Co., headed by 
Jack Roberts, is now Studgbaker 
dealer for Sebring, Fla. e new 
Studebaker home includes sales- 
room and garage. 

Working with Roberts are Rob- 
ert G. Polland, salesman and 
bookkeeper, and John Cowart, 
John Martz and Harold Martz, 


mechanics. 
* * + 


32 Years for Pinkerton 

Ben Pinkerton, sales manager 
and a partner in Swinson Motor 
Co., Pratt, Kans., began his thirty- 
second year with the company Jan. 
31. Pinkerton came to Pratt in 1918 
following his discharge from the 
Army and began work for Swin- 
son’s as bookkeeper. 

* + * 


Griffin Names Laux 
Ben Griffin Truck Center (Ford), 
Dallas, has appointed Gar Laux 
as business manager. Laux’s auto- 
motive experience includes being 
assistant manager 


representative in the Dallas area 
for Ford Motor Co. 
+. 


* * 


Pethel Motor Co. 


Pethel Motor Co., Inc., Kannap- | 


olis, N. C., has been granted a 
charter by the secretary of state 
to buy and sell automobiles, Au- 


thorized capital stock is $100,000, | 


with- $12,000 stock subscribed by 
the principals: B. W. and Mary 
Pethel and Mrs. Spencer Black- 
welder, all of Kannapolis. 

” 7 * 


Truck Lot Opens in L. A. 

Brand Motor, Crenshaw district 
Ford dealer, has opened a new 
truck lot in Los Angeles, covering 


over 4,000 square feet with complete | 


service facilities for from % to 20 
ton capacities. The owners of this 
dealership, Billy Mann, Mitch 
Cooper and John Beber, say that 
this truck 
$75,000. 
* * - 
Turner Elected 
Carl M. Turner, Turner Motors, 
Roseville, Calif., has been elected 
president for 1950 of the Roseville 
chamber of commerce. 
* +. * 


Olson Gets Reo Outlet 


Truck Parts & Equipment, Ltd., 
Vancouver, B. C., has been ap- 
pointed distributor in British Co- 
lumbia for Reo Motor Co. of Can- 
ada, Ltd. Oscar A. Olson is presi- 
dent and general manager of the 





of a Dallas| 
automobile dealership and sales) 


1,250 square feet. Air conditioning 
was installed throughout the 
building. The three-story, fire- 
proof building contains 44,500 
square feet of floor space and 
adjoins a 20,000-square-foot park- 
ing area. George A. Bilgere, who 
organized the company in 1916, is 
president of the firm. 


+ * * 


Jackson Buys Out Nelson 
Carl Jackson, operator of the 
Economy Supply Co. in Duluth, has 
purchased the Nelson Pontiac Ga- 
rage in Roseau, Minn. 
* * * 


Tetterton Motor 


Tetterton Motor Company, Inc., 
Greenville, N. C., has received a 
charter from the secretary of state 
to engage in the automobile busi- 
ness under authorized capital stock 
of $100,000, Principals are John and 
J. W. Tetterton. 

* 


partment space was increased by | 


> * 


Kessick Promotes Givens 

Roy Kessick, manager of Ken- | 

more Sales & Service, Akron, has 

announced the promotion of Cecil 

C. Givens to general service man- 

ager of the Hudson dealership. 
aa - * 

William Hirsch has been named 
general manager of Central Motor | 
Sales, Inc., Minneapolis. Dan Ham- | 
acheck is president. Hirsch has 
purchased an interest in the firm 
and has been active in automobile | 
distribution for 25 years in this 
area. 





* * * 


Miller Motors Enlarges 


Miller Motors, Inc. (Chrysler- 
Plymouth), 5937 Belair Rd., Balti- 


|More, has enlarged its shop and | 


showroom from 6,000 square feet | 
to 17,500 square feet. The show- 
room can now accommodate six 
cars. Wilmer W. Miller is president, 


* * * | 


Behrend Names Griffith 
Behrend Brothers (Ford), Falls- 
way and Centre Sts., Baltimore, | 
has appointed Arthur E. Griffith 
new-car sales manager. He was 








| ganized in 1924, 
* 





LANDSCAPED DEALERSHIP—A growin 


not prohibitive, is to set dealerships well back from the : 
lawns and ih Saeer An excellent example is the Jo! 


dealership at Pitman, 


Gus Sesia. Lorne Babcock is shop 
foreman and Charles Fisher, 
parts manager. 
7 * * 
Wood-Nesbitt Officers 

Wood - Nesbitt, Inc. (Chrysler- 
Plymouth), Columbus, O., has elect- 
ed Harold R. Wood president and 
treasurer; Hugh E, Nesbitt, vice- 
president; Maynard M. Donaldson, 
secretary. The dealership was or- 


* * 


Pontiac Honors Smith 

Trafton D. Smith, general man- 
ager of Trafton Smith Pontiac 
Co., Owensboro, Ky., has been 
awarded the Better Dealer award, 
the Chief Pontiac painting. Har- 
old E. Milliken, Cincinnati zone 
manager, made 
* + + 


Byers Firm Ups Two 
J. E. Stevenson, general manager 
of George Byers Sons, Inc. (De- 
Soto-Plymouth), 2131 Gilbert Ave., 
Cincinnati, has appointed Vernon 
T. Nugent as new-car sales man- 
ager and Carl W. Bergman as used- 
car sales manager. 

. * + 

Kientz Changes Name 

Emile F. Kientz, owner of the 


> pONTIA 


the presentation. 


paTIAC 





2 ft 








tendency, , yo where the cost of land is 
e 


street to — the planting of 
n 


S. Stratton Pontiac 


of the First National Bank of Law- 
rence. They are M. S. Winter, own- 
er of Winter Chevrolet Co., and 
Chris Kraft, head of Kraft Truck 
}and Tractor Co. 


* * + 


Griner in New Home 

| Griner Chevrolet Co. has opened 
its new home in Cross City, Fla. 
Griner has held a franchise for 
Chevrolet cars since 1940. Last year 


the firm also took on Oldsmobiles 
oe + * 


Chrysler Names Phillips 

Harry A. Phillips has been named 
|a new Dodge-Plymouth dealer in 
LaGrange, Ill. He operates the firm 
at 523 S. LaGrange Rd. as Harry 
| Phillips Motors. 


* * * 


Turpen Rejoins Cowan 
S. W. Turpen has rejoined Cowan 
Motor Co., Inc., Mankato, Minn., as 
sales manager. He had been asso- 
ciated with Haskin Motor Co., Fair- 
mont, Minn., as sales manager since 
last April when he left Cowan. 


+ * * 
Schulz Quits K-F 
| Frank Schulz, Inc. (Kaiser-Fra- 


zer), 323 E. Washington, Fort 
Wayne, Ind., has quit the new-car 


lot cost in excess of | 





|formerly associated with Griffith 
| Motors. 

7” + a7 
Marsh Names Two 


Appointment of Stephen Zahor- 
sky as service manager and How- 


for Marsh Motors Corp., 2061 S. 
Park Ave., Buffalo, has been an- 
nounced by Edward B. Marsh, 
president. 


> > o 


Johnston Joins Miner 

Appointment of Paul B. Johnston 
as vice-president and general man- 
ager for S. W. Miner Motor Corp., 
1555 Main St., Buffalo, has been 
announced by Sperry W. Miner, 
president. Johnston has been with 
Oldsmobile for five years. 
* + > | 


Snider Promotes Groom | 
Appointment of Raye M. Groom | 


ard Robertson as parts manager | 


Kaiser-Frazer dealership in Man-/pbusiness. However, the firm will 

/hattan, Kans. has announced aj continue parts distribution until a 

‘change in the name of his firm.|new K-F distributor takes over. 

| Known formerly as Modern Motors, | — /- 2 

}it now is called Kientz Motor Co. 

|Kientz has been in business for the Thomas-Coult Lot Opens 
Thomas-Coult, Inc. (Dodge-Plym- 


| past three years. 
. ¢ ® | outh), Philadelphia, has announced 


Worcel to Riggs 


Worcel Auto Sales Co., Shively, 
Ky., has been sold to Riggs Mo- 
tor Co., which has three auto- 
mobile sales plants in Louisville. 
Herman J. Worcel, who owned 
the Shively plant, said he will 
devote his time to operation of 
his firms in other cities. 

. . - 


Russ—Monroe, La. 


H, R. Russ Motor Co., Inc., Mon- | 
roe, La., has filed notice of dissolu-| WaS recently 


tion of incorporation with the of- 


fice of the secretary of state. 
* + + 


the opening of its outdoor used-car 
display department at City Line 
Ave. and 55th St. 

* * 


Mosby-Mack Remodeling 


Extensive remodeling opera- 
tions have begun at Mosby-Mack 
| Motor Co., Seventh and Van 
| Buren, Topeka, Kans. Officials of 
the Ford dealership said the pro- 
| gram would be completed in 
about six weeks. The building 
purchased from 
Sinclair Refining Co. 


* * * 


Carter Promotes Walker 


as used-car manager for Joseph 
W. Snider, Inc., 2380 Delaware 
Ave., Buffalo, has been announced 





| Harrison Opens Building 


Harrison Motor Co. (Chrysler- 
Plymouth - International), New 


T. Z. Walker, for 18 months with 
Plains Chevrolet Co., Amarillo, 
Tex., has been promoted to general 





New Buick D ealership Vancouver concern, with L. B. Mec-|by Joseph W. Snider, president. Alban Mis has held formal f it : d 

Top San Angelo Shift Pherson as sales and service man-| Groom joined Snider as a salesman a = — ae Se Save, pew on 

che in Aprii, 1946 | Opening of its new building. | accessories departments. Announce- 

at - ce or yey Tex, we A SE in | Steadman D. Harrison and W. |ment of Walker’s promotion was 

opened, giving , “y ° : Cecil Harrison are o . ms A or of 

two Buick dealerships for the first Bilgere Ends Remodeling Shaver’s Ford Sales er ithe are _— = * 

time in the city’s automotive his- A remodeling ore S ml | Shaver’s Ford Sales, Inc., Sutton, Reese to Stuart oe 
me new dealership is operated ne oe tes ago aa | W. Va., has been granted a charter/ Reese Pontiac Co. Levelland Sexton in New Home 
e = “? , 
by the secretary of state. The con- | p., operated by H. W. Reese un-| Sexton Motor Co. (Ford), owned 


involving the modernization of 
the entire building at 2814-24 
N. Grand Bivd., has been com- 


cern, with authorized capital stock 
| of $25,000, will start business with 
| $1,000 paid-in capital. Principals 


by J. M. Holt, dealer from Abilene, 
and is located in the Perry Max- 
well building at 136 W. Twohigh 


Ave., which was formerly occupied! pleted. 
by Lincoln-Mercury dealers Ed All the latest and most modern oo | Smee bg ta > Harrison | 
Schuch and Maxwell. service equipment was installed. | a a 





Office, showroom and parts de- 


Threlkeld Chartered 


Threlkeld Motor Co. (Ford), Vi- 
dalia, Ga. has been granted a 
charter in superior court there. 
Principals are G. H. and Mrs. G. H. 
Threlkeld, G. C. and Mrs. G. C. 
Threlkeld. | 


The Maxwell company has gone 





* * * 


Davis Ups Hartman 

Paul W. Hartman has _ been 
named advertising and promotional 
manager for Davis Auto Co., Inc., 
Fort Wayne, Ind., according to 
Haywood M. Davis, president. 
Hartman joined the company 
shortly after service overseas in 
World War II. 








Sesia Takes I-H Deal 
| Sesia Motor Sales, Clinton, 


Mass., has been appointed an In- 
ternational truck dealer. The 
firm is owned and managed by 


ON DUTY FOR NINE MONTHS—R. F. Hutcherson, Inc. (Mercury), Wayne, Mich., sold 
these cars to the Inkster (Mich.) police department which has used them on patrol duty, 
goosndns to Albert Blossingham, chief of police. R. F. Hutcherson is president of the 
jealership. 








til his death Dec. 2, has been sold 
by Mrs. H. W. Reese to S. B. 
Stuart. The firm will be operated 
as Stuart Pontiac Co. 

* + * 


Carrow Files Name 


A business name has been filed 
for Carrow Chevrolet, 295 W. Quak- 
er, Orchard Park, N. Y., by Ray 
Carrow. 

7 * * 


Green-O’Connell Open 
Green-O’Connell Nash Co., 
merly Joe Green Nash Co., Great 
Bend, Kans., has opened at 2515 
Tenth St. The new firm is owned 
by Earl O’Connell and Joe Green. 
. + * 


Kittle Motors Formed 


Kittle Motors, Inc., Clayton, N. 
Y., has been incorperated with cap- 
ital of 100 shares. Principals are 
Walter E. Kittle, Walter E. Kittle 
jr. and Frances M. Kittle. 


* * * 


Winter, Kraft Named 


Two Lawrence (Kans.) vehicle 
dealers have been named directors 


for- | 


by Russel W. Sexton, has moved 
into its new building at 420 W 
McCarty, Jefferson City, Mo. 


* * * 


Ballentine Opens Lot 


Ballentine Motor Co., Inc., 2015 
Main, Columbia, S. C., announces 
the opening of its used-car lot at 
827 Harden St. 


+ * * 


Pioneer Motor Sales 


Pioneer Motor Sales, Inc., Fuquay 
Springs, N. C., has been organized 
with capital stock of $100,000 to 
buy and sell new and used cars 
Principals are D. M. Spence jr. 
J. D. Johnson and C. O. Weaver. 


* + * 


Fuller Remodeling 


Fuller Motor Co., Beloit, Kans., 
is making its showroom a thing 
of beauty. A new tile floor, with 
tan, red and green squares has 
'been laid in the showroom and 
offices, and a new counter has been 
|installed with leather front in 
pastel green and enclosed glass 
displays. 
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IT’S ALWA 





“This is our normal slack season," said the Service Manager of a highly 
successful dealership recently, ‘and my Control Board has been showing 
mostly yellows and greens. All except Porcelainize—by golly, it's 
ALWAYS 'in the red.’ "' 

Nice to hear? Sure. But not unusual. Control Board lights the 
country over tell the same story: Porcelainize Departments can be kept 
busy all the time—making big profits regardless of season. 

With Porcelainize, appearance maintenance can become your 
3rd largest year-round source of Service Revenue—grossing 50% or 

better on every job—and paying added dividends of outstanding 
customer satisfaction. Thousands of New Car Dealers already know this 
and are proving it to their daily profit. Are you? 


Without obligation, we will send you a copy of "Service Guide to 

Porcelainize Profits." Written from actual New Car Dealer experience 

records, it gives the “how,” “when” and "where" of establishing and 

maintaining a profitable Porcelainize Department. This informative booklet, 

plus samples of current Porcelainize advertising and sales helps and an & reé 
outline of the many ways Porcelainize helps build your business, is yours 

for the asking. Send the coupon NOW. 

ee??? 
ee ® 
eee ° 
% ty 


FREEMAN & FREEMAN, INC. 


600 GRANT STREET DENVER 3, COLORADO 
Please send us, without obligation, a copy of "Service Guide 
to Porcelainize Profits" and details of Porcelainize Product, 
Policy and Program. 

FIRM NAME 

ATT. OF: 


eS 
° 
° 
« 
ly-Advertised » ST. & NO. 
e 
@ 
® 


igs TG ceedtenctte es nee 


w MAKE OF CAR SOLD 


Very Important 
C) Please have Porcelainize Service Representative call. 


Dealer Service 
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the close of Commonwealth & 
Southern’s long career as the 
most active on the exchange.” 
Distribution of the company’s 
assets has been under way since 
last October in accordance with 
the terms of a court approved plan. 
Heavily traded oil stocks were 
Socony-Vacuum, Sinclair, Standard 


On the Financial Front .. . 


Motor Stocks Set 
Records in 1949 


: : Oil of N. J. and Richfield in sixth 
By George Deery ershi in volume, the exchange P ie ’ 
Yee Editor | potats out: 8 coo and 29th positions re- 
ENERAL MOTORS, Chrysler,| “Trends which stand out in the | SPecti e 
Packard and Studebaker (in/entire roster of 50 stccks are the) a 
that order) were among the 50| widened popularity of the steel and Auto Dividend Record 
most actively traded stocks on the | motor issues, and renewed interest | UTOMOTIVE firms took the 
New York Stock Exchange last /in the public utility issues. limelight in the payment of 
year, according to a compilation by “The outstanding event affect- dividends on common shares last 
the Associated Press. ing statistics of trading volume (year with an increase of 53.2 per- 


CATALINA BOUND—Executives of Pontiac are show. on board steamship enroute to 
Following United Corp., U. S. in individual shares in 1949 was (cent over 1948. | Catalina island, Calif., where the 1950 Pontiac Catalina model was presented to Los Angele: 
The estimated total of $517,792,- | zone dealers and newsmen. Discussing plans for name tieup presentation are (left to right) 

) 











Steel and Radio Corp., GM’s turn- 
over of 1,945,900 shares placed it 000 last year compares with $338,- | Don M. House, Los Angeles zone manager; E. J. Chapman, assistant general sales manager 


fourth in the list, while the 1,642,- 


Auto Stocks 


for Western U. S.; L. W. Ward, general sales manager for Pontiac, and T. A. White, Pacific 








Feb. 11 Feb. 6 | 080,000 in the preceding year, 
320 shares of Chrysler traded | Chrysler 65 65% according to study by the New | regional manager. 
oe firm om ge 1. + Crosley ............ 3 2% | York Stock Exchange. - 
ackard, a consistent member o ] i % Of the 69 issues listed on the ‘ is ae ‘ 
the most active roll, was in 16th| Hudson”. ia” stag, [Big Board, 56 paid dividends in| Whose cight firms stepped up divi-|of 166 percent for 39 mining com 
position with a total of 1,586,300.| Kaiser-Frazer 5% 6% |1949. This compares with 60 in dend declarations 20.4 percent over | panies. 7 
This compares with ninth place for; Nash-Kelvinator 17 17% |1948. Last year 27 firms upped dis- | 1948. Following closely were the 45 ' - . 
it in 1948 when its transactions; packard . 4% 4% |bursements to shareholders, while | Petroleum and natural gas com- Tire Firms’ Outlook 
equalled 2,144,100 shares. Studebaker ..... 28% 23 +|16 kept payments at the same level | Panies with an upswing of 19.6) ~n_ GENERAL, the rubber fabri 
Tucker ............... 40 40 |and 19 reduced the returns to hold- | Percent ahead of 1948. cators experienced year-to-year 
MMEDIATELY following Pack-| Willys-Overland 5% 5% |ers of their stock. The greatest loss was shown bY| sajeg declines in 1949, Standard & 
ard was Studebaker which Average for oto the 43 textile firms’ cut of 17.1 per- Peer’ t , 
chalked up a trading sum of 10 Stocks 22.16 29.99 ECOND best in the compilation |cent in common stockholder pay- | saci Rig <p 


“For the most part these were 
of moderate proportion, but the 
inability to reduce costs in line 
with weakness in tire prices pro- 
duced pressure on profit margins 
and made for a more severe drop 
in reported earnings,” it states. 

“Still, most of the leading com- 
panies are showing favorable prof- 
its measured by prewar standards. 
Indications are that overall tire 
shipments in 1950 will compare 
|favorably with those in the year 
| just ended. 
* * * 
e DECLINE in original equip- 

ment demand is looked for. 

Advanced labor costs arising from 





is is the farm machinery industry ments. Next in line was the drop 


1,570,100. Commenting on the lead- 











pension and insurance programs 
are expected to be fairly general. 
but higher prices on tires should 
provide an offset.” 

Favorable year-to-year earnings 
comparisons are looked for through 
the first half of 1950. Some decline 
is possible thereafter, in line with 
the expected trend of general eco- 
nomic activities. However, full year 


reports. 
* 


Earnings Decline 


At U.S. Rubber 


Net earnings of United States 
Rubber in 1949 were $15,100,072 
after taxes and all charges, equiva- 
lent to 2.9 percent of sales and $5.62 
a share on the common stock, com- 
pared with $20,141,585 or 3.5 percent 
of sales and $8.48 a share in 1948, 
according to the 58th annual report 
to stockholders released last week 
by Herbert E. Smith, chairman, and 
Harry E. Humphreys jr., president 

Consolidated net sales were $517,- 
439,676, a decrease of 9.5 percent 
from the 1948 total of $572,024,663 
The report said sales and earnings 
were adversely affected by the gen 
eral downtrend in the rubber busi 
ness. 





One idea gives four big advantages 
fo your secret transmissions 





F you're working on designs for 

a secret new transmission, you 
can give it a big head start toward 
success with one simple step—spec- 
ify Timken“ tapered roller bearings. 


Timken bearings offer four main 
advantages: (1) Smooth operation— 
the true rolling motion and remark- 
ably smooth surfaces of Timken 
bearings cut friction to a minimum. 
(2) Quietness—Timken bearings 
hold shafts in rigid alignment 
under the heaviest loads, eliminate 
end-play, keep gears meshing 
smoothly. (3) Long life—Timken 
bearings reduce wear on adjacent 
parts, assure long-term precision 
movement, regardless of the power 
conversion system used. (4) Econ- 
omy—The tapered design of Timken 
bearings takes radial,. thrust and 
combination loads, makes separate 
thrust bearings. or washers unneces- 
Sary, Saves space, simplifies design. 





All but two cars use Timken bearings on 
the pinion. Here's a typical application. 


You'll find plenty of proof of 
these Timken bearing advantages 
in the automotive field. On pinions 


TRADE MARK REG U.S PAT. OFF. 


TAPERED ROLLER BEARINGS 





—the industry’s toughest bearing 
job—Timken bearings are used by 
all but two makes of cars! Wheels, 
steering parts and differentials are 
other typical applications. 


For qualified engineering help 
with your bearing problems, just 
give us a call. In Detroit, phone 
TRinity 5-1380. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable address: ‘“TIMROSCO”. 


NOTE TO P. A.'s. Because every step of the manu- 
facture of Timken bearings is controlled within our 
company... because our vast manufacturing facilities 
are widely dispersed... you will find The Timken 
Roller Bearing Company a supply source of outstand- 
ing reliability. 





NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C—> BEARING TAKES RADIAL @ AND THRUST —€])— LOADS OR ANY COMBINATION we 


Chemical Society to Hear 


MIT Professor Speak 


DETROIT.—The Detroit section 
of the American Chemical Society 
will hold its monthly meeting at 
the Rackham Memorial building 
Feb. 21. Dr. Avery A. Morton, pro- 
fessor of chemistry at the Massa 
chusetts Institute of Technology 
will speak. 

A dinner at 6:30 p.m. will pre- 
cede the meeting at 8 p.m. Inspec 
tor A. C. Langtry of the Detroit 
police department will speak on 
“Scientific Crime Detection.” 


| Paps Sells Oakland Deal 


|To S & C Motors (Ford) 

Sale of James G. Paps Co., 
Oakland (Calif.) Ford dealer- 
ship, to S and C Motors has been 
announced by Les Lutz, Rich- 
mond district manager of Ford. 
Paps said he is “going to take 
a good long earned vacation.” 

Alfred E. Schlesinger, president 
of S and C, said E. W. Torello 
will direct all service operations; 
Fred Georgi is in charge of used 
cars; Aldo Fontana, new-car 
sales, and Rett Turner, truck and 
fleet sales. 


earnings for the leading companies 
should exceed 1949 results, the firm 
® 
{ 
' 
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That’s why Better Homes & Gardens is America’s Ist 


ERE are a husband and wife dreaming and planning 


together—absorbed in the one magazine they depend 


Point of Sale for automotive products. No other mag- 


on as a sage adviser who seems to know everything about azine of equal size is such a close family friend in over 





living the way they like to live. 3,000,000 suburban-type homes that need cars—and 
ar buy new ones twice as fast as the national figure. 
Here they see exactly how to make their dreams come , 


ti . . . ° ° 
ciety true. Here they settle on what to buy and what brands So for automobiles. tires and accessories—place your 
g at z 7 

ding to buy. Here is where they must be sold. 
pro- , ; 
ssa Homes & Gardens. 
logy 


money on the brands that are advertised in Better 
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||Missouri Blasts — 
U.S. Proposals 
On Idle Funds 


JEFFERSON CITY, Mo.—Bert T 
Clark, chairman of the Missour 
state chamber of commerce legis 
lative committee, has charged th: 
U. S. Department of Labor with 
trying to sabotage Missouri unem- 
ployment laws and with attempt 
to dissipate the large cash credits 


30 


Highways & Safety... 


5 Ways Offered to Cut 
Holiday Road Deaths 


‘H-Day’ 
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on an than at other 
times.” 

But citing these as cold statistics, 
the author, Edward J. Nickel, said 
ey = has wc —s oe hs that a mishap’s shocking extent 
tions for communities to follow to| «never strikes home until it strikes 


help decrease fa-| .,meone close to home: a daughter, 


LASTING the great amount of, 
traffic deaths on holidays and 
holiday weekends, Parade magazine 


SCHOOL CAR GIVEN y NORMS MOTOR TM 1950 Ford, given, to Gooutor? high choo! |Missouri employers have built up 
by the dealership in Beaufort, S. C., is painted in maroon with white sidewall tires, whic ‘ . . ; 
matches the school's colors. In the picture, J. D. Horne, firm president, presents the car | Clark said that Missouri employ- 
to E. W. Eatmon, principal. |ers save more than $24,000,000 an- 





1. Work out 
special holiday 
traffic plans. 

2. Solicit co- 
operation of 

tavern owners to combat drunken 
driving. Plan a taxi service for 
motorists who are in no condition 
to drive. 

3. Conduct pre-holiday education 
programs for drivers. 

4. Plan for police checks for 
drunken and careless drivers and 
for unsafe cars. 

5. Stiffen legal penalties imposed 
for drunken driving. 

* + * 


C HAS been suggested from other 
sources that auto dealers could 
help stir up community interest for 
adoption of the above five points 
in their own locality. 


The article, “Let’s Stop ‘H-Day’ 
Murder!”, reported that more than 
1,500 persons died as a result of 
traffic accidents on the 14 holidays 
and holiday weekends last year. It 
also said that 500 others, injured, 
died later. 





mao 


increase 


Telling how accidents 
on holidays, Parade said: 
“Your chances of being killed 
in an auto accident are roughly 
one and one-half times greater 



















CELLO GRILLE 
GUARD 


CELLO DUAL RAIL 
TRUCK GUARD 


the many mishap causes, 
“Narrow roads, crowded, curving 
parkways, badly planned intersec- 
tions—these help fast drivers 
toward trouble. 

“Second only to speed —and 
sometimes responsible for it — 
say many public safety officers, 
is holiday party drinking.” 

Some cities, recognizing the seri- 
ousness of a drinking motorist have 
come up with plans to keep them 
from driving, Nickel said. 

In south Bend and Mishawaka, 
Ind., police offered to send a free 
taxi for any motorist who had 
imbibed too heavily, and to tow his 
car to a public garage where he 
could retrieve it the next day—free. 


Ark. Road Deaths 
25 Under 1948 


Arkansas highways were safer in 
1949 than in 1948, thanks to com- 
bined efforts of the Arkansas state 
police and Arkansas highway de- 
partment. 

State Police Cpt. Frank McGib- 
bony has said that 25 fewer persons 
were killed in traffic and highway 
accidents last year than during the 
1948 year, despite a heavy increase 
in traffic. 

Better marking of highways, im- 











| Illinois Traffic Fatalities 


8 percent, the department chief re- 


100% QUALITY DESIGNED and 
MADE UNDER ONE ROOF 


the STRONGEST the FINEST 
STOCK, DISPLAY, SELL CELLO 


The sale of Cello car and truck 
grille guards is the surest and easiest 
way to more profits for you, Mr. 
Dealer, and more protection for your 
customers’ cars and trucks. 
Grille Guards are specially designed 
to save the car or truck owner many 
dollars in costly automotive repairs 

a fact that makes selling Cello 
easier for you and brings in handsome 
profits under Cello’s new price list. + * 8 
Get more complete information on 
the Cello line of guards and license 
plate frames. Write today to the 
Cello factory for FREE catalog pages. 


Custom Styled for 1950 Cars and Trucks; Similar Styles for 
1946-49 Models; Alluring Beauty; Guaranteed Super-Chrome 
Finish; Installed in 5 to 8 Minutes; Order from Your Nearest 
Jobber or Direct from Factory; Specify Car or Truck Make 


ian automotive travel, were lower 
comparable death rates recorded, 
he said. 

December’s 192 fatalities repre- 
sented an increase of 10 percent 
above the 174 for the similar month 


grams of the state safety council 
and work of the Arkansas revenue 
department in tighter control of 
liquor sales are credited as factors 
in reducing the number of acci- 
dents. 


* * * 


in 1948. 
2 Traffic Courses Slated 


By Penn State College Illinois Spends 
A three-day traffic engineering 


conference will be conducted at $37.4 Million 


Penn State college, State College, a. 
On Roads in ’49 | 


Pa., March 29-31, and the 10th an- 

nual traffic officers training school 

will be held there May 15-26. , During 1949, Illinois completed | 
improvements on its highway sys- 

tem aggregating $37,425,000, accord- 


Both courses are open to all in- 
terested in traffic control and safe- ing to an annual summary issued 
by Charles P. Casey, director of 


ty, the school reports. Enrollment 
public works and buildings. 


fees are $10 for the engineering 
course and $15 for the latter class. 
sox * These projects included $22,548,- 
000 worth of work carried over 
from the preceding year, Casey 


| 





said. Between May and December 
the division of highways awarded 
contracts for new work totaling 
$30,915,000. 


Completed work included 64 miles 
of new portland cement concrete 
pavement, 40 miles of concrete 
pavement widening, 247 miles of bi- 
tuminous surfacing on rigid pave- 
ment, 246 miles of bituminous 
surfacing and _ reconstruction of 
existing gravel or crushed stone 
surface, 60 miles of gravel or 
crushed stone base and bituminous 
surface course, 71 miles of gravel 
or crushed stone surfaces, 302,000 
square yards of patching with port- 
land cement concrete, 28 miles of 
grading and 22 miles of shoulder 
repairs. 


Reduced 8% in 1949 

Illinois during 1949 achieved the 
greatest peacetime reduction in its 
annual motor vehicle accident 
death toll since 1938, according to 
Charles P. Casey, state director of 
public works and buildings. 

The 1,781 fatalities on the state’s 
highway system for the year com- 
pared with 1,939 in 1948, a drop of 








* + * 


Teen Triumph 


Average Age in Mishaps Put 
At 35.6 in Providence 


Teen-agers, who have strongly 
|maintained they are much better 
|drivers than their elders give them 
credit for, have scored a big point 
in their favor. 

The Providence police depart- 
ment has come up with statistics 
| to show that average age of oper- 
jators involved in the city’s fatal 
accidents was 36.1 years. The aver- 
age age of operators involved in 
all pedestrian accidents was 35.6 
years. 

Teen-agers made up the smallest 
group under both classifications, 
according to the report. 

o . . 


|Suspended Driver Total 


‘Cut in Minnesota 

A total of 18,598 persons in Min- 

nesota forfeited driving privileges 

|in 1949 for failure to comply with 
|laws governing safe motor vehicle 
|operation, compared with 20,746 in 
|1948, according to the state high- 
|way department. 

There were 4,380 outright revoca- 
(tions and 14,218 suspensions, as 
| against 4,472 revocations and 16,274 
| suspensions in the previous year. 








Cello 





R. 1.’s °50 Road Plans 


| Rhode Island’s Public Works Di- | 
rector Philip S. Mancini has an-| 
|nounced an $8,500,000 highway and | 
| bridge construction program to be 
|carried out or started in 1950. Of 
the total, he said, approximately 
$4,200,000 would be paid for with 
federal money. 





Worcel Sells to Riggs 

| Worcel Auto Sales Co., Shively, 
|Ky., has been purchased by Riggs 
|Motor Co., which has three auto- 
{mobiles sales outlets in Louisville. 
| Frank A. Garlove, attorney, said 
|Herman J. Worcel, who has owned 
|the Shively firm, will devote his 
|time to automobile sales businesses 
|in other cities. 








"Sie wioterial a husband, a close friend.” SS ee —————| nually because of state control and 
‘ ‘ r he fact that the Missouri legisla- 

magazine advo- ‘ proved highway shoulders, educa-| ported. Only during World War II, |t Missou! 

cates: eee, Chen Seemed 8 few it and public information pro-| under drastic curtailment of et: | SS ees distribution rat 


Employers with low layoff and 
low unemployment records are per- 
mitted to contribute at lower rates. 
In Missouri a covered worker can 
get up to $20 a week for 20 weeks 
when unemployed. 

Clark’s charges arose from a 
statement by Secretary of Labor 
Tobin, who proposed to pay job- 
less workers $30 a week for 26 
weeks, 

Clark said the department 
wanted to do away with the merit 
rating for employers and_ the 
Missouri merit system. 





Schoonover Names Clarkson 


James A. Clarkson has been ap- 
pointed head of sales for Schoon- 
over Motors, Inc., Topeka, Kans. 
He had been Topeka representative 
of H. D. Lee Co. since 1943. 


BLOWBACK 
OVERFILI 
EXPANSION 


SPILLS 


and 


Cae 


WHISTLING TANK FILL SIGNAL 

In 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 


The car you sell 
deserves one. 


SCULLY SIGNAL COMPANY 


5t., Cambridge 41, Ma 








For Their New Car Advertising 


© Critical Craftsmanship from 
Designer to finished Product 


© Triple-plate Chrome Finish 
© Life-of-Car Durability 

®@ Customer Eye Appeal 

© New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE... Yours so 
keep and compare! 

@ NO OBLIGATION © 


Stemac.. 2409 157TH BT. 


DENVER 11, COLORADO 
DISTRIBUTORS WANTED 


SEWING 
MACHINES 


FOR THE 
Automotive Trade 





Send for Illustrated Catalogue 
Write, Wire, Telephone 


PRANSKY 


SEWING MACHINE CO. 
CT) ee Lt 





> 
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FOR THE EXTRA SELLING POWER YOU WANT AT THE 


You give your promotion the extra power 
that pays off importantly at the local level 
in the important Chicago market when 
you use full pages in Chicago Tribune 


newsprint color. 

With newsprint color, you win faster 
appreciation of the eye-appeal and engi- 
neering perfection of your models. Full 
pages enable you to display your entire 
line or to stage with dramatic impact a 
single model. 

As a stopper that gets the attention 
which pays off faster in the salesroom, 


Chicago Tribune representatives: 


there is nothing at che retail level in the 
Chicago territory that digs in like news- 
print color. Put a schedule behind your 
line and you get maximum response from 
the audience which accounts for the bulk 
of the new car registrations from Chicago 
and suburbs. 

In addition, newsprint color pages create 
the atmosphere of distinction you want in 
the hundreds of midwest cities and towns 
in which the Chicago Tribune has pro- 
vided a recognized selling force from the 
earliest days of the industry. 


W. E. Bates, Penobscot Bldg., Detroit 26; 






Ask a Tribune representative to show 
you facts which can help you build greater 
sales and a stronger consumer franchise in 
the Chicago market. 


Percentage of expenditures placed 
in each Chicago newspaper by 
automotive advertisers. 

™ Year 1949 





41.6% 25.3% 18.4% 14.7% 
CHICAGO PAPER PAPER PAPER 
TRIBUNE 8 Cc D 


A. W. Dreier, 810 Tribune Tower, Chicago 11; 


E. P. Struhsacker, 220 E. 42nd Sr., 


New York City 17; Fitzpatrick & Chamberlin, 


METROPOLITAN SUNDAY 
NEWSPAPERS, INC. 


155 Montgomery St., San Francisco 4; also, 
448 S. Hill St., Los Angeles 13. MEMBER: 
FIRST 3 MARKETS GROUP AND 


Chicago Tribune 
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Used-Car Auction Prices 
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Market Trend 


For the second week in a row, the overall average price of used cars 
has risen $7. This week the average jumped to $952, against $945 in 
the preceding week. Only 1949 models bucked the trend as they fell $4 
to an average of $1,403. All other models rose in price. 

The sharpest increase was that of 46 models which gained $18 in 
value to $761. Other increases and averages: '50s, up $5 to $1,797; 
'48s, up $6 to $1,081; '47s, up $13 to $892; ’42s, up $7 to $361, and ’41s 


up $7 to $370. 
MASON CITY, IA. 


(Lapiner’'s Used Car Auction, Sale every 
Wednesday. Prices are for sale of Feb. 8.) 


(Market is strong. Sold 33 units out of 
55 offerings. 
BUICK—'50 RM 2-dr., $2,225. ‘49 RM 
4-dr., $1,565. ‘46 Super 4-dr., $875. 
CADILLAC—'48 (62) 4-dr., $2,065. 
CHEVROLET—'48 SM 2-dr., $1,090. 
DODGE—'47 half-ton pickup, $570. 
FORD—'49 Custom (8) club coupe, §1,- 
200, °47 Deluxe (8) 2-dr., $705. '38 2-dr., 


$200. 
FRAZER—'47 4-dr., $705. 
MERCURY—'49 4-dr., $1,390, $1,870. 
OLDSMOBILE—'48 (78) 4-dr., $1,310; (68) 
2-dr., $1,205. '47 (76) club coupe, $1,050; 
(66) 4-dr., $1,005. 
PACKARD—’'49 Clipper 4-dr., $1,490. 
PLYMOUTH.~'47 4-dr., $755. 
PONTIAC—'47 Streamliner (8) 2-dr., $1,- 
040; (6) 2-dr., $1,035. ‘46 (6) 2-dr., 
$890. '41 Deluxe 2-dr., $395. 
WILLYS —'4S8 half-ton panel, 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Feb, 9.) 


(Sold 73 units out of 102 offerings.) 


BUICK—'49 Super 2-dr., $1,775, $1,710, 
$1,787. '47 Super 4-dr., $1,075; sedanette, 
$1,075. '41 Special 4-dr., $455, $420, $350. 
"39 4-dr., $250. ‘36 4-dr., $95, $110. 

CADILLAC—-'41 (61) 4-dr., $565. 

CHEVROLET "49 FL Deluxe 2-dr., $1,- 
360, $1,370, $1,350. ‘48 FL 4-dr., $1,165, 
$1,075. '47 SM 2-dr., $870, $855, 
46 SM 2-dr., $705, $790, $750. 
2-dr., $330, $500, $280, $230, ‘37 4-dr., 
$275, $310, $290. 

CHRYSLER—'41 Saratoga 4-dr., $390. ‘37 
4-dr., $100, 

DeSOTO—'49 club coupe, $1,720. 

DODGE—'50 Wayfarer 2-dr., $1,575, ‘49 
Wayfarer 2-dr., $1,300, $1,350, '47 4-dr., 
$990, $975, $890; 114,-ton truck, $480, '46 
4-dr., $900, $890, $910. 

FORD—'49 Custom (8) 2-dr., $1,100, $1,- 
150, $1,190. ‘46 SD (8) 4-dr., $735; 
2-dr., $730, $550. ‘41 2-dr., $300, ‘39 
club coup,e $120, $175. ‘36 half-ton 
pickup, $95, '30 2-dr., $85. 

HUDSON—'48 Super (6) 2-dr., $1,005, 

MEROURY-~'39 conv., $150. 

NASH—'49 (600) 4-dr., $1,265; 2-dr., $1,- 


$705 


360. '42 Ambassador club coupe, $190; 
4-dr., $225. 
OLDSMOBILE—'41 (78S) 4-dr., $265. '38 


(6) 4-dr., $110. 

PLYMOUTH—'48 Deluxe 4-dr., $1,025, $1,- 
010. ‘47 4-dr., $610. '40 coupe, $265. ‘39 
$135. '36 4-dr., $130. 

PONTIAC—'48 Streamliner 2-dr., 
‘47 (8) 4-dr., $950. 

STUDEBAKER—'47 Land 
$1,030, '40 coupe, $135. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales every 
Monday and Friday. Prices are for sales 
of Feb, 3-6.) 

(Sold 153 units out of 212 offerings.) 
BUICK ‘50 Special sedan, $1,775. ‘48 

Super conv., $1,225; RM sedanette, $1,- 


$1,340. 


Cruiser 4-dr., 


300. '46 Super sedan, $925, $980, $1,040; 
RM sedan, $940. ‘42 Super sedanette, 
$610; sedan, $305. ‘41 Special sedan, 


$615, $240, $350; sedanette, $405; Super 
club coupe, $355. '40 Special sedan, $435, 
$480. '39 sedan, $325. 

CHEVROLET—'50 SL Special sedan, $1,- 
495, $1,575; club coupe, $1,525. '48 half- 
ton pickup, $750; FL aerosedan, $1,000, 
$1,150, $1,130. '47 SM club coupe, $875, 


$825, $895; sedan, $760. ‘46 FM club 
coupe, $850; conv., $825; SM _ sedan, 
$760, ‘41 SD sedan, $510, $455, $305, 


$310; club coupe, $425, $400, $445, $430; 
sedan delivery, $290. '40 SD sedan, $360, 
$275; 1-ton canopy truck, $215. '39 sedan, 
$400, 2 at $290. '37 sedan, $165. 
CHRYSLER—’'46 Windsor club coupe, $975, 
$1,075. '39 Royal sedan, $165, $150. 








WE 
WOLESALE 


Dick CONNELL 


DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 


TW 1-0600 
HULLS eee 
COMPANY 


TW 3-5100 
DETROIT'S VOLUME 
CADILLAC DEALER 


FINE USED CARS 
















DeSOTO—'46 Custom conv., $1,030. ‘40 
sedan, $380. 
DODGE.-'47 business coupe, $530. ‘41 busi- 


ness coupe, $235. 
‘36 sedan, $35. 


"39 sedan, $180, $200. 


FORD—'50 CD (8) club coupe, $1,585. °49 
custom (8S) sedan, $1,120. ‘47 sedan, 
$800. ‘46 (6) sedan, $550, $590; (8) 


sedan, $645. 41 sedan, $315, $320, $300. 
‘40 sedan. $370. '38 conv., $225. '35 1%- 
ton rack, $80, '30 (A) sedan, $35. 


KAISER--'48 sedan, $840. 

LINCOLN—'47 sedan, $860. 

MERCURY—’'49 sedan, $1,400. ‘48 club 
coupe, $1,00. '42 sedan, $430. 

NASH.-'49 Super (600) sedan, $1,225, $1,- 


235. '46 Ambassador sedan, $655. 
OLDSMOBILE-—'46 (78) sedanette, $750. 
‘42 (78) sedanette, 375. 41 (76) sedan- 
ette, $300; sedan, $285; (78) sedanette, 
$275; sedan, $285; ‘40 sedan, $175. ‘37 
sedan, $60. 
PACKARD 
PLYMOUTH 
sedan, $310. 
$225. ‘37 conv., 
$30. 
PONTIAC—'50 


‘47 club coupe, $920, 

‘49 SD sedan, $1,325. ‘41 
‘40 sedan, $20; club coupe, 
$65, ‘35 business coupe, 
Chieftain $1,- 


(6) sedan, 


825. ‘49 Streamliner (S) sedanette, $1,- 
700, '48 Torpedo (6) sedan, $1,300, ‘46 
Streamliner (6) sedan, $925. ‘41 (8) 
sedan, $355. ‘40 (6) sedan, $525. 


STUDEBAKER—’50 Champion sedan, §$1,- 
500. '46 Champion club coupe, $575. ‘40 
Commander sedan, $175. 

WILLYS—'46 Jeep, $575. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, 

Friday. Prices are for sale of Feb, 
(Market is very active. Sold 127 units 
out of 184 offerings.) 


Sale every 


BUICK—’50 Special 4-dr., 2 at $1,950; 
sedanette, $1,840. ‘49 Super 4-dr., $1,- 
860. ‘48 Super sedanette, $1,350. ‘47 
Special sedanette, $975; RM 4-dr., $950. 

CADILLAC—'18 (62) 4-dr., $2,200. 

CHEVROLET—'50 SL Special 4-dr., $1,- 
590, $1,560; FL Special 4-dr., $1,570; 
SL Deluxe club coupe, $1,630, ‘49 FL 
Deluxe 4-dr., 2 at $1,400, $1,375, $1,- 
325, $1,250, $1,225; SL Deluxe 4-dr., 


$1,425, $1,380; FL Special 4-dr., $1,350. 
‘48 SM club coupe, $1,087; FM 4-dr., 
$1,025; club coupe, $1,115. ‘47 FL aero- 
sedan, $875; 4-dr., $950; FM 2-dr., $910. 


"46 SM 4-dr., $675; FM 4-dr., $640, ‘41 
club coupe, $400. 
CHRYSLER—'49 Highlander 4-dr., $1,750. 
DeSOTO—'50 Custom cony., $2,350. 
DODGE—’'50 Meadowbrook 4-dr., $1,750. 
'48 Custom 4-dr., $1,130. 
FORD—'50 CD (8) 2-dr., $1,650, 2 at 
$1,610; Deluxe (8) 2-dr., $1,500. ‘49 


Custom (8) conv.. $1,300; station wagon, 
$1,360, $1,310; 2-dr., $1,235, $1,135, $1,- 
130; Custom (6) 2-dr., $990; half-ton 
pickup, $1,100. ‘48 SD (8) 2-dr., $680, 
$780. ‘47 SD (8) 4-dr., $720. ‘46 SD 
(8) 2-dr., $700; club coupe, $645. '40 
Standard (8) club coupe, $425; (8S) 2-dr., 
$600. 


HUDSON—'49 Commodore (6) 4-dr., §1,- 
150, ‘47 Super (6) 4-dr., $600. 

LINCOLN—’'49 Cosmopolitan 2-dr., $1,- 
625, $1,450. 

MERCURY—'50 club coupe, $1,875, 4 at 
$1,850. ‘49 sport sedan, $1,550, $1,470, 
$1,300; club coupe, $1,400. 

OLDSMOBILE-—'49 (88) sedanette, $1,900; 
conv $1,800; (98) conv., $1,420; 4-dr., 
$1,870. 

PLYMOUTH —'50 suburban, $1,725. ‘49 
SD club coupe, $1,350. ‘48 SD 4-dr., 


$1,100; Deluxe club coupe, $1,050. ‘46 
Deluxe 4-dr., $600. 

PONTIAC—'50 (6) sedanetie, $1,750. ‘48 
(8) sedanette, $1,320. ‘47 Streamliner 


(8) 4-dr., $1,010. 

STUDEBAKER—Champion 2-dr., 2 at §$1,- 
650. ‘49 Land Cruiser 4-dr., $1,185. ‘47 
Champion club coupe, $600. 


LUBBOCK, TEX. 


(Lubbock Auto Auction, Sale every 
Thursday. Prices are for sale of Feb. 2.) 
(Sold 90 units out of 132 offerings.) 


BUICK.-’'50 Special 4-dr., $1,980, $2,000, 
$2,030. ‘47 Super 4-dr.., $950. 

CADILLAC—'49 (61) 4-dr., $3,070. 

CHEVROLET.-'50 SL Deluxe 4-dr., §$1,- 
725, $1,760, $1,805, $1,760, $1,775; Spe- 


cial 4-dr., $1,745, $1,695; half-ton pickup, 


$1,295, $1,275, $1,280, $1,265, $1,285, 3 
at $1,305. '49 FL Deluxe 2-dr., $1,360, 
$1,355, $1,435, $1,450, $1,420; Special 


2-dr., $1,335. '48 club coupe, $1,015, $1,- 
155. '47 FL aerosedan, $940, $830, $720, 
$905, $975, $800, $875; half-ton pickup, 
$760. ‘46 FL aerosedan, $780. ‘41 SD 
club coupe, $300, $325. 

CHRYSLER—'48 4-dr., $935. 

FORD—'50 CD (8) 2-dr., 2 at $1,705, $1,- 


715, 3 at $1,850, 3 at $1,725, $1,795, 
$1,765, $1,775; 4-dr., $1,725; %-ton 
pickup, $1,400, $1,415; half-ton pickup, 
$1,270, $1,260. ‘49 Custom (8) 2-dr., 
$1,235. ‘48 Deluxe (8) 4-dr., $955. ‘47 
SD (8) 2-dr., $785, $955, $800; station 
wagon, $505. ‘46 SD (8) 4-dr., $805, 
$770, $635, $755, $815. 

LINCOLN—'49 4-dr., $1,245. 

MEROURY—'50 4-dr., $2,185, $2,145, $1,- 


935, $2,190; 2-dr., $2,140, $2,000, $1,935. 
*49 4-dr., $1,355. 


OLDSMOBILE—’'48 (98) 4-dr., $1,260. 

PLYMOUTH —'48 4-dr., $945. ‘46 4-dr., 
$600. 

PONTIAC—'50 Chieftain 4-dr., $2,440, $2,- 
360. °49 (6) 4-dr., $1,560. ‘48 4-dr., 
$1,300, $1,160. '47 2-dr., $885. 

STUDEBAKER — ‘47 Commander 4-dr., 
$935, 

PHILADELPHIA 


(Tom Hamilton-Lou Green, Sale every 
Monday. Prices are for sale of Feb. 6.) 
(Market is steady, Sold 107 units in 

absolute auction.) 

BUICK—'49 RM _ sedanette, $1,850. ‘48 
Super sedanette, $1,405; 4-dr., $1,365. '47 
RM sedanctte, $1,125. ‘46 Super 4-dr., 
$930. ‘41 Special 4-dr., $425 





3.) | 





CADILLAC—'41 (61) sedanette, $690; (62) | 
4-dr., $490. 
CHEVROLET—'49 FL Deluxe 2-dr., §$1,- 


380; 4-dr., $1,420. '48 FM 4-dr., $1,025; 
SM 2-dr., $1,000. '47 FL aerosedan, $975. 
‘40 MD 4-dr., $400. 

CHRYSLER..'48 Windsor 
$1,360. ‘47 Royal 4-dr., 

DeSOTO-°49 Custom 4-dr., 
Custom 4-dr., $1.335. ‘46 
$1,000, 

DODGE—'49 Custom club coupe, $1,430. 


4-dr., 
$1,100, 
$1,375. ‘48 
club coupe, 


‘48 Custom 4-dr., $1,335, $1,315. ‘41 
Town Sedan, $525. 

FORD—'49 Custom 4-dr., $1,235. ‘46 SD 
(8) 4-dr., $785; 2-dr., $725. ‘41 2-dr., 
$520. 

HUDSON—'48 Super (6) 4-dr., $1,195. °46 


Super (6) 4-dr., $590. 

KAISER—'48 t-dr., $805 

MERCURY ~—'41 2-dr., $385 

NASH—'49 (600) 4-dr., $1,325, $1,200. 
(600) 4-dr., $335; Ambassador 4-dr., 
$300, 

OLDSMOBILE—'47 (78) sedanette, $1,085. 
‘46 (78) 4-dr., $885; (66) 4-dr., $825. 
"41 (78) 4-dr., $450; (76) 4-dr., $370. 

PACKARD—'40 Super 4-dr., $615. 
4-dr., $345. 

PLYMOUTH 
2-dr., $950. 

PONTIAC 


"37 

—48 SD 4-dr, $980; Deluxe 

‘41 SD 4-dr., $465. 
‘48 Torpedo 2-dr., 
Streamliner 4-dr., $1,325. ‘47 
liner sedanette, $1,085; Torpedo sedan- 
ette, $1,035. '46 Streamliner 4-dr., $875. 

STUDEBAKER — ‘47 Commander 4-dr.. 
$975. ‘46 Champion 2-dr., $575. 
President 4-dr., $195. 

MISCELLANEOUS. —-'45 
dr., $510. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction, Inc. 
Sale every Friday. Prices are for sale of 
Feb. 3.) 

(Sold 71 units out of 139 offerings.) 
BUICK—’'50 Special 2-dr., $1,775. ‘49 Super 

4-dr., $1,840. '48 Super sedanette, $1,360; 


Austin Dorset 2- 


RM conv., $1,280. ‘47 Super 4-dr., $1,- 
340; conv., $1,220. 

CADILLAC—’'49 (61) 4-dr., $2,750. ‘458 
(62) 2-dr., $1,920. 

CHEVROLET —'49 SL Deluxe 4-dr., $1,- 


$1,405, | 


41] 


! 
$1,245; 
Stream- | 


"40 | 


| 


| 





475; 2-dr., $1,460; club coupe, $1,450. 
‘48 FL aerosedan, $1,220, 2 at $1,210; 
SM conv., $1,130. ‘46 FM 2-dr., $825. 
CHRYSLER—'48 New Yorker 4-dr., $1,380. 
‘47 Windsor club coupe, $1,220. '46 Royal 
4-dr., $975. 
DODGE—'48 Custom 4-dr., $1,315; 2-dr., | 
$1,120. 
FORD—'46 half-ton pickup, $610 
KAISER—'47 4-dr., $635. 
MERCURY —'50 4-dr., $1,960; club coupe, 
$1,890. 
NASH—'47 (taxi), $455. 
OLDSMOBILE-—'50 (88) 4-dr., $2,310. ‘49 
(98) 4-dr., $1,920. ‘48 (76) 4-dr., $1,365. 
‘47 (98) sedanette, $1,295; 4-dr., $910; 
(78) 4-dr., $825. 
PACKARD—'49 4-dr., $1,260. 
PLYMOUTH—'49 Deluxe 4-dr., $1,480; SD 
2-dr., $1,370; club coupe, $1,340. ‘48 
station wagon, $1,135. ‘47 SD 4-dr., 
$1,130. 
PONTIAC —'48 (6) club coupe, $1,340. ‘47 
(8) sedanette, $1,100. 
STUDEBAKER—'50 Champion 4-dr., §$1,- 
460 
DENVER 
(Denver Auto Auction, Inc. Sale every 


Tuesday at Englewood, Colo. Prices are for 
sale of Feb. 7.) 
(Market was higher than it has been 
for past three weeks.) 


BUICK—’'50 Special 4-dr., $2,025, $2,030. 
"49 RM 4-dr., $1,775; Super 4-dr., $1,- 
725, $1,750. '47 Super 2-dr., $1,280. '46 
RM 4-dr., $995. "41 Special 4-dr., $340. 

CADILLAC—'49 (61) 2-dr., $2,800; (62) 
4-dr., $2,765. ‘47 (61) 4-dr., $1,395, $1,- 
340. 

CHEVROLET —'50 FL Deluxe 2-dr., §1,- 


820; SL Deluxe 2-dr., $1,750, $1,755. °49 
FL Deluxe 4-dr., $1,500, $1,505, $1,540; 
2-dr., 2 at $1,450; SL Deluxe 4-dr., $1,- 
485; half-ton pickup, $1,035, $1,130. '48 
FL aerosedan, $1,200, $1,280, $1,310; 
FM 2-dr., $1,050, $1,115. ‘47 FL aero- 
sedan, $1,000, $1,000. '46 FL aerosedan, 
$815, $945. 

CHRYSLER—-'46 Royal 4-dr., $965. 

CROSLEY—'47 2-dr., $185. 

DODGE ‘46 half-ton pickup, $405. 
4-dr., $315. 

FORD—'50 CD (8) club coupe, $1,700; (6) 
club coupe, $1,640. ‘48 SD (8) 2-dr., 
$905. '47 SD (8) 2-dr., $620, $875. ‘39 
2-dr., $190, $375. ‘31 (A) coupe, $85. 

FRAZER—'47 Manhattan 4-dr., $525. 


"42 


KAISER—'49 4-dr., $1,000, $1,040. ‘48 
4-dr., $740. 

MERCURY—'50 club coupe, $2,150. ‘39 
4-dr., $295. 

OLDSMOBILE—'41 (6) 4-dr., $260, $305. 

PLYMOUTH—'50 SD 4-dr., $1,650, $1,730. 
‘48 SD 4-dr., $1,000. '47 SD 4-dr., $775. 
'46 SD 4-dr., $525, $625, $680, $770. ‘41 
SD 2-dr., $295. 

PONTIAC—-'50 Chieftain (8) 2-dr., $2,225; 


(6) 4-dr., $2,000, '49 Chieftain (8) 4-dr., 


$1,900. '48 Streamliner (6) 4-dr., $1,295. 
‘47 Streamliner (8) 2-dr., $1,150. '41 (6) 
2-dr., $305. 
WILLYS—'47 half-ton pickup, $505. ‘46 
Jeep, $465 
DETROIT 
(Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 8.) 


(Sold 40 units out of 60 offerings.) 


BUICK—'48 2-dr., $1,005. ‘47 4-dr., $1,- 
360. '41 2-dr., $335. 

CADILLAC—'47 4-dr., $1,400. 

CHEVROLET—'49 4-dr., $1,320; 2-dr., $1,- 
285, $1,235. ‘48 FL aerosedan, $1,085. 
"47 4-dr., $725. '41 2-dr., $425, $340. 

CHRYSLER—'49 Windsor conv., $1,950. ‘41 


4-dr., $250. 


DODGE—'48 Custom club coupe, $1,100; 
2-dr., $1,000. 

FORD—'49 (8) 2-dr., $1,200, $1,165, $1,- 
160; (6) 2-dr., $1,050; club coupe, $1,- 


235, $1,225. '48 SD (8) club coupe, $950. 
‘46 2-dr., $665. '41 2-dr., $405. '40 2-dr., 
$160. '39 2-dr., $220, $75. 


MERCURY—'49 4-dr., $1,300; club coupe, 
$1,450. °46 4-dr., $770. ‘41 club coupe, 
$700. 


OLDSMOBILE—'42 4-dr., $275. 
PLYMOUTH—'46 club coupe, $760; 4-dr., 
$570. °41 4-dr., $225. '39 2-dr., $55. 
PONTIAC—'48 4-dr., $705. '47 club coupe, 
$900. ‘41 4-dr., $770. '40 business coupe, 

$75. 
STUDEBAKER—'47 Champion 4-dr., 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Fri- 
day. Prices are for sales of Feb. 3-10.) 
BUICK—’'41 Super 4-dr., $530, $420, $330. 
CHEVROLET—'49 FL Deluxe 2-dr., §$1,- 

385, $1,375. ‘48 club coupe, $1,095; 2-dr., 

$950, $925, $900. '47 FL aerosedan, $955; 


715. 
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4-dr., $720, $900. ‘46 2-dr., $710, $810. 
‘41 2-dr., $505, $490, $315, $425, $475. 
‘40 4-dr., $460; business coupe, $385; 
2-dr., $410. 

DeSOTO—'49 Deluxe 4-dr., $1,560. ‘39 
2-dr., $150. 

DODGE—'49 4-dr., $1,590. 

FORD —'50 CD (8) 4-dr., $1,690, ‘49 Cus- 
tom (8) 2-dr., $1,285, 2 at $1,220, $1,- 


225; 4-dr., $1,160, $1,210, $1,190. ‘48 SD 
(8) 2-dr., $875, $860; Deluxe (8) 4-dr., 
$870. "47 SD (8) club coupe, $965; 2-dr., 
$610, $665, $745; Deluxe (6) 2-dr., $590. 
‘46 Deluxe (8) 2-dr., $575, $700. ‘41 
Deluxe (8) 2-dr., $500, $335; 4-dr., $435. 
‘40 Deluxe 2-dr., $410, $480. 


HUDSON~-'49 2-dr , $1,330. 

MERCURY—'49 4-dr., $1,350. ‘46 2-dr., 
$795; 4-dr., $820. 

NASH—’49 4-dr., $1,310. 

OLDSMOBILE—'49 (88) 4-dr., $1,640, ‘48 
(66) 2-dr., $1,320. °47 (66) sedanette, 
$810. 

PACKARD—'39 (6) 4-dr., $340. 


'49 sedan, $1,300, $1,320, '48 
club coupe, $1,160. '47 business coupe, 
$655. °46 business coupe, $550; 4-dr., 
$770. '40 club coupe, $270, ‘37 business 
coupe, $50. 

PONTIAC. 48 


PLYMOUTH 


(8) 4-dr., $1,350, 


AKRON 
‘Akron Auto Auction. Sale every Thurs- 
day. Prices are for sale of Feb. 9.) 
(Market is very strong. Sold 66 units 
out of 105 offerings.) 
BUICK—'49 Super sedan, 
‘48 Super sedan, $1,305. 
$1,295. 
CADILLAC 
CHEVROLET 
620. ‘49 FL Deluxe sedan, 
FL aerosedan, $1,175. ‘47 SM_ sedan, 
$865, $830. ‘46 FL sedan, $855; SM 
sedan, $750, $640. ‘41 SD club coupe, 
$475, $425, $405, $390, $375; MD coupe, 
$310, $250. "40 SD club coupe, $375, ‘39 
SM sedan, $680. 
CHRYSLER-—'48 Windsor Town & Country, 


$1,525, $1,800. 
‘47 RM convy., 


sedan, $1,400. 
Deluxe sedan, §1,- 
$1,310, ‘48 


"47 (62) 
"50 SL 


$1,235. ‘41 New Yorker sedan, $335, ‘40 
Windsor sedan, $225. 

DeSOTO—'47 Custom sedan, $905 

DODGE —’'46 Custom sedan, $845. ‘41 De- 


luxe sedan, $390. 


FORD—'49 Custom (8) sedan, $1,275, $1,- 
230, $1,125, $1,080; (6) sedan, $1,165, 
$1,130. "48 SD (8) club coupe, $910, $885; 
(6) sedan, $835. ‘47 Deluxe (8) sedan, 
$675. '46 Deluxe (8) sedan, $690. 

FROZER — ‘47 Manhattan sedan, $900, 
$600, $550. 

LINCOLN—'49 club coupe, $1,610. 

MERCURY—’'50 sedan, $1,890. ‘48 sedan, 


$830. '46 sedan, $755. 

NASH—'46 (600) sedan, $680, $675, $635; 
Ambassador sedan, $615. °41 (600) sedan, 
$220. 

OLDSMOBILE—'49 (98) sedan, $1,815. 
(66) sedan, $515. 

PLYMOUTH—'41 SD sedan, $435. 

PONTIAC—'49 Streamliner (8) sedan, $1,- 


"42 


740. ‘48 Streamliner (6) sedan, $1,060. 
‘47 (6) sedan, $1,060. ‘46 Streamliner 
(8) sedan, $880, $855; (6) sedan, $715. 


"41 (6) sedan, $390. 
STUDEBAKER—'47 Champion sedan, $990, 
$870. 


KANSAS CITY 


(Kansas City Automobile Auction, Sale 
every Wednesday. Prices are for sale of 


Feb. 8.) 
(Prices ranged from steady to slightly 
higher. Sold 171 units out of 226 
offerings.) 

BUICK—-'50 Special 2-dr., $1,820, $1,812; 
4-dr., $1,907. ‘49 Super 4-dr., $1,812; 


RM Riviera $2,150. 
165, $1,125, $1,082. 


CHEVROLET—'49 SL 


’47 Super 4-dr., $1,- 


Special club coupe, 


$1,357; Deluxe 4-dr., $1,510, $1,475, $1, 
462, $1,442; FL Deluxe 2-dr., $1,407, 
$1,387, 2 at $1,382. "48 FL aerosedan, 


$1,175, $1,165, $997; SM 2-dr., $985. '47 
FL aerosedan, $1,025, $905. 
CHRYSLER-—'49 Royal 4-dr., $1,705. 
DeSOTO—'49 club coupe, $1,605. 
DODGE—-'50 4-dr., $1,860. '47 2-dr., §1,- 
010. '46 4-dr., $790, $730; 2-dr., $740. 
FORD—'50 Deluxe (8) 2-dr., $1,525. °49 
Custom (8) 2-dr., $1,132, $1,105, $1,080; 


4-dr., $1,200, $1,120, $1,110. '46 SD (8) 
2-dr., $700, $687. 

HUDSON—'46 4-dr., $402. 

KAISER—’48 2-dr., $635. 

MERCURY '49 4-dr., $1,320. ‘48 club 
coupe, $950. | 

NASH—'49 (600) 2-dr., $1,215. 

OLDSMOBILE—'49 Holiday, $2,150; (76) 
4-dr., $1,650. ‘48 (76) 2-dr., $1,187. °46 
(98) 4-dr., $832. 

PACKARD—'49 2-dr., $1,430 

PLYMOUTH—'48 SD club coupe, $1,060. 

PONTIAC—'48 (8) 4-dr., $1,205; sedan- 
ette, $1,260; (6) 2-dr., $1,200. ‘47 (8) 
4-dr., $932. 

STUDEBAKER—'48 Champion 4-dr., $1,- 
237, $1,140; 2-dr., $1,067. '47 Champion 
4-dr., $922, $805. 

QUINCY, ILL. 


(Charlie Thale’s Quincy Auto 
Sale every Friday. Prices are for 
Feb. 10.) 

(Prices higher on clean merchandise.) 


BUICK—'47 Super sedan, $1,165. ‘41 Spe- 
cial sedan, $310. '39 Special sedan, $295. 
CHEVROLET—'49 SL Deluxe sedan, §1,- 
450; FL Special sedan, $1,320. '48 FM 
sedan, $810, $860, $780. '41 sedan, $410, 


Auction. 
sale of 


Average Used-Car Prices 


(Compiled by Automotive News) 






Model Feb. 1950 Jan, Dec 
(to date) 1950 1949 
1950. $1,797 $1,827 ‘ae 
1949. 1,403 1,451 $1,566 
BY 6 waive 1,081 1,100 1,156 
BR kn eae ee 892 908 930 
MMe vecesss 761 765 800 
re 361* 377 432 
BNC + 6-06.00 370* 357 392 
eee owes 317 
Overall 
Average.. $ 952 $ 970 $ 79% 
‘Note: Prewar car prices vary greatly 
Last week so many cheap ‘42s came 
through the auctions that they put the 





‘42 averages under the ‘41s 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$330, $460. 
$400, $320. 

CHRYSLER—'47 Windsor sedan, $925. 

DODGE ‘46 half-ton pickup, $400 
sedan, $415. 

FORD—'49 sedan, $1,105, $1,160, $1,075 
‘46 sedan, $735, $730. ‘41 sedan, $39 
$240, $355, $430, $395, $390, $330, $300 
$520. '40 sedan, $280, $500. 

HUDSON—-'40 sedan, $295, $115. 

NASH.-'46 sedan, $63U. '41 sedan, $295 

OLDSMOBILE-'48 sedan, $1,060. ‘42 
dan, $305, '41 sedan, $315, $365 

PACKARD ‘35 sedan, $150. 

PLYMOUTH -'46 sedan, $655, $750, 
"41 sedan, $345, $290. °39 sedan, 
$285. °38 sedan, $210. ‘37 sedan, 
$85. 

PONTIAC —-'42 sedan, $455. 

WILLYS—'47 half-ton pickup, $455; 
$370. "46 Jeep, $375, $365. 


ALBANY, N. Y. 


Dealers Auto Auction 
Prices are for sale of 


‘40 sedan, $330, 


$345, $375 


se 


$715 
$230 
$200 


Jeep 


(Tim 
Sale every 
Feb. 6.) 

(Market steady on all but nearly-new 

models. Sold 63 units out of 80 offer- 

ings.) 

BUICK—'50 Special sedanette, $1,900. ‘49 
Super 4-dr., $1,830; RM sedanette, §$1,- 
790. °46 Super 4-dr., $1,005, ‘41 Super 
sedanette, $370. ‘40 Special 2-dr., $180 

CADILLAC—'49 (62) 4-dr., $2,800. 

CHEVROLET—'50 FL Special 2-dr., $1, 
575; Deluxe 4-dr., $1,570. °49 SL Special 
4-dr., $1,400; FL Deluxe 2-dr., $1,425; 
Special 2-dr., $1,110. '47 FL 4-dr., $930; 
FM station wagon, $900. ‘42 SD 2-dr 
$468. ‘40 SD 2-dr., $160. '39 MD 2-dr 
$200; half-ton panel, $160. 

CHRYSLER—'49 New Yorker club coupe 
$1,840. '46 Windsor 4-dr., $1,010. 

DeSoto—'48 Deluxe club coupe, $1,200. 


Anspach's 
Monday. 





DODGE-—'40 Deluxe 4-dr., $190. 

FORD—'50 CD (8) club coupe, $1,600 
$1,500; Deluxe (8) business coupe, §$1,- 
425. '49 Custom (8) 4-dr., $1,300; club 
coupe, $1,200; 2-dr., $1,175, $1,150. ‘46 
Deluxe (S) 4-dr., $590; 2-dr., $660. ‘40 
Deluxe (8) 2-dr., $240, $310. ‘37 (85) 
club coupe, $170, 

KAISER—’'48 4-dr., $810. 

LINCOLN—’'49 conv., $1,700; 4-dr., $1, 
530. °47 Custom club coupe, $930, ‘46 
4-dr., $660, $720. 

MERCURY—’'50 club coupe, $1,850; 4-dr., 
$1,920. 

NASH—'49 (600) 2-dr., $1,250. '46 (600) 
4-dr., $680. 

OLDSMOBILE—’'50 (98) 4-dr., $2,500. ‘49 
(98) 4-dr., $1,825; (76) 4-dr., $1,700. '48 
(98) 4-dr., $1,335. °46 (78) sedanette, 
$860. ‘41 (76) 4-dr., $320. °'40 (66) 
station wagon, $210. 

PACKARD—’'48 Super 4-dr., $1,250. ‘41 
(120) 4-dr., $190. "40 (110) 4-dr., $180 

PLYMOUTH—'49 suburban, $1,375. '48 SD 
4-dr., $1,120. ‘47 Deluxe 4-dr., $720; 
2-dr., $835. '46 Deluxe 4-dr., $700. ‘40 
Deluxe 4-dr., $250. 

PONTIAC—’47 Chieftain (8S) 4-dr., $800 
‘46 Streamliner (8) sedanette, $950. 


STUDEBAKER ‘47 Commander club 


coupe, $860. 


Park City Names Duncan 


Park City Motors, Inc. (DeSoto- 
Plymouth), Frankfort, Ky., has 
named C. H. Duncan service man- 
ager. Duncan was formerly em- 
ployed by Daniell Buick Co. 


DEALERS! 


Let Us LIQUIDATE 
Your Used Cars 


Detroit’s Oldest Auction 
APTCO 
AUTO AUCTION 


Where They Wheel 
And Deal 


Every Wednesday at 


12 P.M. 


124 SPROAT ST. 
DETROIT 1, MICH. 


TEmple 3-2044 - TEmple 3-3129 
Col. “Bill” Nagy, Auctioneer 
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AMA Seeks to Refute Doctors’ Claims .. . 





Safety Called Top Design Goal 


GAFE operation is the first ob- 
—’ jective in a car’s design. 

Automobile Facts, published by 
by the Automobile Manufacturers 
Assn., says that if you were to ask 
an engineer to list those features 
in today’s vehicles that add to 
safety on the highway, he would 
tell you the list covers almost every 
item in the vehicle. 

“For the building of safety into 
motor vehicles is so deeply in- 
grained in automotive engineer- 

ing,” reports the article, “that 
it’s the first consideration in 
every step of design, manufac- 
turing and inspection.” 

The publication says further that 
pressure for safety in vehicles re- 
sults from knowledge of manufac- 
turers that they will be driven by 
both careful and careless drivers, 
that proper servicing may be over- 
looked and that vehicles are often 
driven in bad weather. 

* * * 
1. article may help refute 
claims by some doctors that 
auto makers overlook safety when 
producing a car (AuTomoTive News 
editorial, Jan. 16, page 4). 

One member of the medical 
profession said that convertibles 
should be eliminated, and that 
cars should have rear engines, 
polarized windshields, safety 
belts, and governors to limit 
speed to 55 miles per hour. 

To show that manufacturers are 
constantly striving to make cars 
and trucks safer, the article points 
out that in 1920 most cars had 


Ottawa Dealers 
Cut Prices on 


Late Used Cars 


OTTAWA. — Some sharp price 
cuts on late-model used cars are 
being given by dealers here in an 
effort to clear out models which 
may have to be sold below cost 
later. 

This price-cutting is bringing 
good business for some dealers who 
otherwise would not be selling 
many cars at this time of the year, 
it is said. 

Usually at this time of winter, 
dealers say their newspaper ads 
and radio announcements are quite 
limited because it is an “off season” 
four such sales. However, some 
dealers have undertaken to boost 
business by spending more on ad- 
vertising. The results so far have 
brought immediate deals and a 
brighter outlook for business in the 
spring, dealers report. 

Inquiries among used-car deal- 
ers show they are building up sales 
possibilities which otherwise would 
not have existed. 

In addition, some used-car deal- 
ers, to accept lower profits to boost 
sales this spring, are going to offer 
more to salesmen and there are 
even signs now that women may 
find more opportunities for em- 
ployment on sales staffs in the 
used-car field. 


Spangler Heads | 


National Carbon 


NEW YORK.—J. M. Spangler, | 
former director, vice-president and 
oe general manager 

of the National 
Carbon division of 
Union Carbide 
and Carbon Corp., 
has been appoint- 
ed president of 
the division after 
35 years’ service. 
Spangler joined 





National Carbon 
in 1915. In 1923 
J. M. Spangler he was put in 
charge of the 
company’s Chicago sales office, | 


moving up to General manager 10} 
years later. In 1943, Spangler was 
made sales vice-president, and in 
1944, he assumed the post of vice- 
president and general manager. 


Sectth Heads Jarden Saleo 


Arthur E. Smith jr. has been 
named sales manager of Jordan 
Motors, Inc., 609 E. Jefferson Blvd., 
Mishawaka, Ind., according to Jor- 
dan H. Kapson, company president. 








fabric tops and side curtains with 
tiny windows, they had no defrost- 
ers or safety glass, car bodies were 
made of sheet steel metal on wood- 
en frames, blowouts were a con- 
stant threat and the two-wheel 
mechanical brakes were inadequate. 
* * 7 

UT since then improvements 

have come steadily. 

“They’ve come through stronger 
metals, better heat-treating of 
gears and other vital parts, and 
changes in the design or finishing 
of various parts,” says Automobile 
Facts. 

Design changes have also been 
accomplished to make cars easier 
to drive, so the motorist can con- 
centrate on his driving. 

Four-wheel brakes came along in 
1923, balloon tires in 1924, safety 
glass in 1927, welding for car bod- 
ies into all-steel units in 1934 and 
sealed-beam headlights in 1939. 


* * * 


ed elimination of projecting knobs 
and handles in the car; methods 
to keep children from accidentally 
opening doors while cars are in 
motion; steering wheels with flex- 
ible steel cores, so they'll bend but 
not break in the event of a crash, 
and improvements of gears, axles 
and other moving parts so today 
they almost never experience a 
failure.” 

It was also pointed out that 
today’s cars have bigger windows 
and lower hoods, improved brakes 
that last longer, better riding 
qualities and simpler driving con- 
trols, 

Showing that a vehicle is a very 
safe device if kept up correctly, 
the article states: 

“According to accident records, 
‘vehicle defects’ are reported today 
in 13 percent of traffic accidents. 
Safety officials point out that in 





GENERAL TIRE & RUBBER PROMOTES WILSON—Appointment of James A. Wilson as 
manager of the St. Louis branch has been announced by L. A. McQueen, vice-president. 
In the tire and automotive business since he matriculated from Oklahoma A. & M. in 1933, 
Wilson, 38, will direct General's sales in eastern Missouri and sections of Illinois, Indiana 
and Kentucky. Until his new appointment Wilson was truck tire manager of General's 
Memphis branch. Wilson is shown above receiving congratulations from C. L. Howes, 
southwest division manager, and McQueen (left). 





cinnati suburb, has sold his plant 
to Fred Fenker, general manager 
of the business for the past 10 


Fenker Buys Plant 
Fred Schenke, president of Fred 


“(\THER advances before 1942,”|nearly all cases such defects are|Schenke Motors, Inc., 6114 Mont-| years, Fenker will operate the plant 


says the publication, “includ- 


result of lack of maintenance.” 


gomery Rd., Pleasant Ridge, a Cin-|as a service garage. 
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Wo. 1 Vtem 


... for Greater Accessory Profits 
... for Easier New Car Sales 


Hundreds of thousands of car owners have 
thrilled to the use of Hydro-Lectric automatic 
window lifts. These drivers—augmented by more 
thousands daily—report that they will never again 
be without the convenience and safety of the 


Hydro-Lectric system. 


All of this adds up to the fact that Hydro-Lectric 
automatic window lifts are an important source of 


DETROIT 


EXECUTIVE OFFICES: 


PLANTS: -+ 


HARVE 


RETRESCIit -» 


2550 GUARDIAN BUILDING, 


YPSILANTI 


accessory profit to dealers. And cars equipped with 
Hydro-Lectric are easier to sell—a vital considera- 
tion in the coming competitive period. 

* * * 

Hydro-Lectric Top, Window, and Seat Control Systems 
Convertible Tops « Automobile Body Hardware 
Manual Window Regulators « Window Glass Channels 
Power Take-Offs ¢ Contract Production Parts 
Farm Mowers ¢ Power Sweepers 


STER COMPANY 


DETROIT, MICHIGAN 


TOLEDO + ZANESVILLE 











In the Hopper 


Enactment of a severance tax on 
oil and possibly other natural re- 
sources will be proposed to the 
Colorado legislature next year to 
finance a long-range highway con- 
struction program, it was indicated 
following a meeting in Pueblo of 
the state’s special highway plan- 
ning committee. Such a tax was 
rejected by the 1949 Colorado legis- 
lature. 

s * . 


Georgia Governor Gets Bill 


To Revise Road Department 

A bill designed to take road 
building out of politics, equalize 
road construction and greatly in- 
crease the state’s secondary road 
network in a few years has been 
given final passage by the Georgia 


legislature and sent to Gov. Tal- 
madge for signature. 

Georgia’s highway department, 
which has been operated by a 
director and 10-member advisory 
board, would be run by a three- 
member fulltime board under the 
new measure. 

* * + 


N. J. Turnpike Authority 


Given Added Powers 


Bills giving the New Jersey turn- 
pike authority clarified and added 
powers to speed the financing and 
land acquisition schedule were 
given final approval by the New 
Jersey legislature and sent to Gov. 
Alfred E. Driscoll for signature. 

One of the approved bills will 
permit the authority to sell $220,- 
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000,000 of tax-exempt revenue bonds | 


to a group of insurance companies, 
savings banks and state pension 
funds at 3% percent interest. 

The authority is preparing to 
construct a 118-mile toll road from 
the George Washington bridge to 
Deepwater, opposite Wilmington, 
Del., on the Delaware river. 

. * & 


Yellow School Buses 


In a move to promote safety for 
school children, the Massachusetts 
legislature is considering a bill to 
require that all school buses be 
painted yellow. 

The bill was heard by the com- 
mittee on highways and motor ve- 
hicles and was supported enthusi- 
astically by Registrar Rudolph F. 
King. 

* * * 


$250 Dealer License Fee 


May Be Dropped in S. C. 
Repeal of a $250 annual license 





VN lh 


lak 


CREATIVE ENGINEERING 


required of motor vehicle dealers 
in South Carolina was recom- 
mended by the state senate com- 
mittee on highways. The commit- 
tee voted a favorable report on 
a bill to repeal the license fee. 

* * > 


Trade Law Repeal Sought 


Repeal of Mississippi’s fair- 
trade act, permitting manufac- 
turers to establish minimum 
resale prices for their trade- 
marked products, is proposed by 
a bill introduced in the Missis- 
sippi legislature. 

* * * 


State Expected to Frown 


On N. Y. Parking Bill 


A bill to authorize New York City 
to create a parking authority for 
the construction of parking facili- 
ties has been introduced in the 
New York state legislature at the 
request of Mayor O’Dwyer. 

Designed to carry out a recom- 
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BENDIX HAND CONTROL VALVE 
Aoformanee (et te Lower lott an Ev Dye! 


Here is the valve that gives truckers the ultimate in hand 
controls for vacuum braking systems—but costs even less 
then ordinary models. The new Bendix Hand Control 
Valve is a simple, rugged unit with a clean, modern 
appearance that adds to the good looks of any cab 
interior. Its absolute dependability and consistent pre- 


Pprooucts 


BENDIX * DIVISION 


ae 


AVIATION CORPORATION 


Export Seles: Bendix international Division, 
72 Pith Avenve, New York 11, New York 


<7 


GRADUATES ACCURATELY 
The new Bendix Hand Centre! Valve 
applies the brakes in amount exactly 
corresponding to where the handle Is 
set—no mere and no less—and the 
driver can depend on it. 





ACTS CONSISTENTLY 
Graduated braking Is always the same, 
in application and release each time 
the valve is used. 









*SOUTH BEND 


BUILDERS 
OF THE BASICS 
OF BETTER 
MOTOR VEHICLES 


cision set an all time high for performance—and at a 
lower cost than ever before! Available with or without 
an integral, easy-to-read vacuum gauge, the new Bendix 
Hand Control Valve assures maximum flexibility with 
today’s vacuum trailer braking assemblies. For complete 
details write the factory direct. 
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HOLDS A SETTING 


When the handle is left in a fixed posi- 
tion, there is no tendency fer brakes to 
creep on or off—no “leakever” when 
the vaive is seated. 


AND HERE'S WHY 


This new hand control vaive is a 
product of Bendix, greatest name in 
braking. Engineered and precision 
built, it delivers dependable perform- 
ance under all operating conditions. 


mendation of the city traffic com- 
mission, the bill was offered by 
Sen. Elmer F. Quinn of Manhattan 
and Assemblyman Irwin Steingut 
of Brooklyn, the Democratic min- 
ority leaders. The measure’s 
chances of passage were not re 
garded as too bright because of 
Gov. Dewey’s opposition to public 
authorities. 
* ¢ ® 


Rhode Island Approves 


Road Planning Board 


Speedy approval of Gov. John O 
Pastore’s plan for a state commis- 
sion to consider a long-range high- 
way program for Rhode Island has 
been voted by the general assembly 

The commission will be made up 
of 11 members, including two each 
from the house and senate, and the 
remainder to be appointed by the 
governor. 

Meanwhile, Philip S. Mancini, 
state director of public works, has 
disclosed details of an $8,500,000 
highway and bridge construction 
program for Rhode Island for 1950 

Included in the program are 
major highway projects in the 
cities of Providence, Cranston and 
Warwick, and completion of the 
four-lane Louisquisset pike, linking 
Providence and the state’s north- 


ernmost city of Woonsocket. 
* + > 


lowa Weighs Crackdown 
|On Drugged Drivers 


Iowa’s county attorneys want a 
law passed to punish the motorist 
who operates a car while under 
the influence of barbiturates. 

A committee of four of the at- 
torneys has instructed Don Hise, 
assistant attorney general, to draft 
such a bill for submission to the 
1951 legislature. 

The county attorneys propose 
the penalties for the offense be 
made the same as for driving while 
intoxicated. In Iowa these range 
from $100 to $300 or three months 
in a county jail for the first of- 
fense up to a mandatory three- 
year state penitentiary term for a 
third offense. 


Liability Insurance Law 


Considered in Conn. 


Enactment of a compulsory mo- 
torists’ liability insurance law was 
advocated by State Rep. Simon S. 
Cohen of Ellington at a hearing 
conducted by a subcommittee of the 
_— state legislative coun- 
cil. 

The subcommittee is considering 
a proposed model financial respon- 
sibility law, already adopted in 25 
states, which requires motorists 
involved in an accident to show 
proof of financial responsibility or 
lose their driving privileges. 

Present Connecticut law requires 
no proof of financial responsibility 
until after the first accident. 

* + * 
Maryland Senator Assails 
Virginia’s Gas Tax Rule 


| Assailing Virginia’s “interstate 
| tax barrier” against trucks, 
| Maryland State Sen, Edward D. 
Storm, Frederick Democrat, has 
| announced he will introduce in 
the Maryland legislature a “re- 
ciprocal gas tax bill” which would 
| “make the Virginia truckers 
| scream.” 
| Sen. Storm said his bill would 
| require Virginia trucks to buy 
their gasoline in Maryland for 
trips through Maryland, or else 
be billed for the five-cent Mary- 
land gasoline tax on gallons con- 
sumed over Maryland highways. 
Pointing out that Virgina now 
has such a law, he said that 
Maryland truckers who ordinarily 
would fill up in Maryland have to 
wait and fill up in Virginia. 
* * * 


R. I. Bridge Request 

Rhode Island’s general assembly 
has been asked by three Newport 
county Republicans to pass a law 
making it possible for the state, 
after a referendum, to take over 
the Mount Hope bridge and operate 
it at a reduced 10-cent toll. 

* * * 


Georgia Bill Proposes 
|65-MPH Speed Limit 


Georgia’s maximum speed limit 
would be raised from 55 to 65 miles 
an hour under a bill introduced in 
the state legislature. 

The bill would fix the following 
speed limits for trucks: Under 10,- 
000 pounds, 65 miles: 19-000-16,000 
pounds, 40, and ov:. 16,000 pounds, 

(Continu:d on Page 35, Col. 1) 
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present 
which 

minors in certain industries, the | 
proposed legislation would author- 
ize minimum wage orders covering 
employes in any industry, trade or | 
business except agriculture or do- 

mestic service. 


nate the roads as scenic; require 





In the Hopper 


(Continued from Page 34) 


35. School bus speed would be lim- 


licensing of outdoor advertisers 


ited to 40 miles an hour regardless; by the superintendent of public 


of weight or size of the vehicle. 
* © + 


Motor Vehicle Title Law 
Sought by S. C. Dealers 


Pleas for a motor vehicle title 
law for South Carolina were 
made to the state senate judi- 
ciary committee. The latter was 
asked to favorably consider a 
house bill from 1949 that would 
require every car and truck to 
carry a title document, 

A $1 fee would be charged for 
each title document, issuance of 
which would be by the state high- 
way department. 

Speaking in behalf of the pro- 
posed measure were Chief State 
Highway Commissioner C. R. 
McMillan and representatives of 
the South Carolina Automobile 
Dealers Assn. and the South 
Carolina Bankers Assn. 

= e + 


Against Mo. Tax Hike 


A suit has been filed in Jefferson 
City (Mo.) circuit court attacking 
the constitutionality of the special 
election set for Apr. 4 to decide 
on an extra gasoline tax of two 
cents per gallon, and asking for a 
temporary restraining order to keep 
the election from being held. 

* > 7 


N. Y. Insurance Department 


May Double Driver Liability 


New York liability insurance 
requirements would be doubled 
under a recommendation of the 
state insurance department. 

At present, motor vehicle own- 
ers who have been involved in an 
accident are required to carry 
insurance sufficient to pay $5,000 
to any one person injured in an 
accident and to pay $10,000 if 
more than one is injured in the 
same accident. 


. > > 
Bar Below-Cost Selling, 
Mass. Gas Dealers Ask 


Legislation to bar below-cost sell- | 


ing was proposed by members of 
the Retail Gasoline Dealers Assn. 
of Massachusetts as the only way 
to eliminate cutthroat competition 
from their trade and to prevent 
an all-out price war. 

Two dealers, one in Springfield 
and the other in West Springfield, 
already have dropped prices 3% 
cents below the market level, and 
more are reported ready to follow 
suit. , 

* * + 
Traffic Code Proposed 


In Arizona Legislature 

A proposed uniform 
safety code has been approved 
by the Arizona highway commis- 
sion and recommended for en- 
actment by the state legislature. 

Gov. Dan E. Garvey indicated 
he would include the proposed 
code in his call for a special ses- 
sion of the Arizona legislature. 

* * * 


Minimum Wage Law 


(oes to Jersey House 


A new state minimum wage law 


for New Jersey is proposed by a} 
bill introduced in the state legis- 
lature. 


Designed to replace the state’s 
minimum wage statute, | 
covers only women and) 


+ 7 * 


Strict Billboard Bans Asked 
In New York Legislature 


A series of bills to regulate the 
billboard advertising industry has 
been introduced in the New York 
State legislature by Sen. Thomas 
C. Desmond, Newburgh Republi- 
can, who asserts such action is 
needed to improve the beauty 
and safety of the state’s high- 
ways. 

The proposed legislation 
would: Ban billboards from the 
New York-Buffalo throughway; 
restrict billboards on local roads 
if local legislative bodies desig- 


traffic | 





works, and permits for individual 
billboards, with fees of 1.5 cents 
a square foot, and bar billboards 
within 150 feet of state parks, 
parkways or legally designated 
“scenic highways,” and billboards 
in a series. Two years would be 
permited for compliance. 
* * * 


Bill to Increase License Fee 


Introduced in Kentucky 


A bill pending in the Kentucky | 
legislature would increase by 25 
cents the fee on all automobile, 
motorcycle and truck licenses. 

* 7 . 


For Indiana County Roads 


In order to provide additional 
funds for county roads, the Indiana 
County Commissioners Assn. has 
decided to seek the enactment next 
year of legislation to increase by 


two cents the state gasoline tax 


rate; repeal the 1932 moratorium 
on issuance of county road bonds, 

















une 


Lumite Division, Chicopee Manufacturing Corporation of Georgia 
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ayent run 
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road-building purposes. 


* * * 


R. I. State Officials Told 
To Curtail Spending 

Rhode Island’s “top brass” were 
told in an unprecedented meeting 
here by Gov. John O. Pastore to 
keep down state spending. 

The governor warned the gen- 
eral assembly that if it sends any 
new tax bills to his desk this 
session he will slap on a veto. 

“This is no time to increase the 
tax burden in Rhode Island,” he 
said. 

¥ * * 


Oppose License Exams 
One of 12 resolutions passed at 
the 31st annual meeting of the Cole 
county farm bureau in Jefferson 
City, Mo., opposed mandatory ex- 
aminations for driver’s licenses. 


The farm bureau recommended as 


a substitute better traffic and driv- 
ing law enforcement and compul- 
sory liability insurance. 

* * * 


Kentucky House Considers 


Toll-Road Network 
Construction of a network of 
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and give local units of government 
authority to levy property taxes for 





Dell, president of Johnny Dell Motors, Inc. 
(Lincoln-Mercury), is well known in Cincinnati for his many original and successful sales 
promotions. His most recent venture, a midcentury fashion show combining the latest in 
1950 women's styles with the introduction of the new 1950 Lincoln, drew another capaci: 

crowd to his showrooms. Left to right: Judge Otis Hess, Dell, Joe Garretson, Cincinnat 
Enquirer columnist; J. K. Lester, Ford district sales manager, and Gabe Paul, secretary of 
the Cincinnati Reds basebali team. 


DEALER DELL STAGES STYLE a Gaal 


toll roads to handle Kentucky’s 
through traffic would be author- 
ized by a bill introduced in the 
Kentucky legislature. The high- 
ways would be financed through 
the issuance of revenue bonds to 
be amortized solely from toll re- 


ceipts. 
The proposed legislation would 





leave to the state highway de- 
partment details of the program, 
including selection of routes and 
numbers on turnpikes, after sur- 
veys by traffic experts. Highway 
department officials and employes 
who might be assigned to the 
job would be paid out of income 
from the turnpikes. 


Yes, seat covers of Lumite fabric are 


smooth as a dream to look at... fo sit 


on. For Lumite, woven of durable saran 
fabric, always keeps its glove-snug fit. 
Never sags or wrinkles. Never clings to 
clothing. Is always cool in summer, never 
clammy in winter. It's tough, too. Scuff- 
proof! Neither food, grease, dirt nor 
gum—not even battery acid can harm 
it. That’s why seat covers of Lumite are 
a volume-building addition to every 
accessory department ... a dream of 


a seat cover to sell. 


...A NATIONALLY ADVERTISED DREAM! 


47 Worth Street, New York 13, N. Y, 


STOCK! 


This full color advertisement will appear in the 


March 4th issue of 


THE SATURDAY EVENING POST 


and on the back cover of the March Issue of 


HOLIDAY 


Millions of your customers will see it .. . will start 
dreaming of summer-time travel on seat covers of 
Lumite saran fabric. They'll come to you to make 


their dreams come true! 


USE! SELL! 


Automobile Seat Covers of 


LUMITE 


*Registered Trade-mork 
woven 


SARAN ratrie 
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By NADA Panel to Meet Competition .. . 
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Sales Overhauling Urged 


ATLANTIC CITY. — A complete 
overhaul of sales organizations is 
a must for dealers who wish to 
survive this era of increasing com- 
petition and high-level costs, the 
retail sales management panel told 
delegates to the NADA convention. 

Moderator of the clinic was Mel 
Sanders, a Washington (D.C.) Ford 
dealer. 

Henry Luhring, executive vice- 
president of Luhring Motor Co. 


Mechanics Ask 
Pay Guarantee 


In Vancouver 


VANCOUVER, B. C.—Five hun- 
dred automobile mechanics em- 
ployed by 14 dealers in Vancouver 
have accepted a guaranteed weekly 
income in lieu of their present 
hourly wage. The proposal has still 
to be approved by the employers. 

The formula, if accepted by auto 
dealers, would increase monthly 
guaranteed earnings $8.71 in lower, 
unskilled categories, and to $21.01 
in the higher skilled mechanic 
groups. 

The formula is believed the first 
of its kind negotiated in British 
Columbia. It is embodied in a pro- 
posed one-year contract. 

Gordon Webb, business agent of 
the Vancouver Auto Workers’ 
Union, said the contract takes care 
of all statutory holidays; provides 
for two weeks paid vacation, after 
one year’s service, and stipulates 
that % the cost of the Medical 
Service Assn. plan be paid for by 
employers. 

The proposal puts wages on a 
Monday-to-Friday weekly basis, 
with a premium rate for Saturdays. 








(Dodge-Plymouth), Norfolk, Va., 
warned that “we are facing many 
problems which were not present 
even in the worst of the 1930s.” 


He cited “low-overhead, fringe 
dealers “who are satisfied with a 
sub-standard margin of profit as 
one of the industry’s headaches. 


“Only by the closest attention to 
the sales organization can we solve 
these problems,” he declared. He 
urged careful selection of sales 
managers and salesmen, with em- 
phasis on their training after se- 
lection. He also suggested weeding 
out of poor salesmen. 


Dealers were told by Jud Smith, 
general manager of Caroline Willys 
Co. and president of Roxboro Mo- 
tors (Buick), Roxboro, N, C., that 
they should take one of three 
courses—pare operating costs, drive 
for greater volume or “just sit still 
and howl like a hound dog too lazy 
to move off a cockleburr.” 

He warned, however, that in 
cutting expenses care must be 
taken not to “go so far with the 
paring knife that you cut your 
own throat” by losing profitable 
volume. 

New and used-car departments 
must work as a team, advised 
Stewart Hanson, head of Hanson 
Chevrolet Sales & Service Co., De- 
troit. He said it takes only a few 
mistakes in used-car sales to null- 
ify otherwise profitable operations 
in new cars. 

“It has been said,” Hanson re- 
marked, “that a good used-car de- 
partment retains the profits of a 
dealership while an inefficient or 
indifferent used-car operation chan- 
nels profits into losses. 

“Sound used-car merchandising 
is the bedrock foundation of a suc- 
cessful automobile dealership and 
only through the teamwork and 
cooperation of all phases of the 
selling organization can this goal 


EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


OF 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weatherand have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 

Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 


sive licen 


hard patent 102974 


nT) PT Tt ae 


BOX 1402 + ATLANTA 1, GEORGIA 





entshades 


Trode Mark 


THESE FEATURES 
MEAN BIG SALES! 


 Open-window ventilation 
when it rains or snows 


© Safety from exhaust fumes 

© Less fogging of glass 

© Shade from the sun 

© More comfort the year ‘round 
e Added beauty for the car 


© Quick, easy installation. indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 





be achieved in the retail selling of 
cars and trucks.” 

Discussing salesmen’s compen- 
sation, Charles Ungerman jr., 
Chevrolet-Oldsmobile dealer in 
Woburn, Mass., said that since 
businesses vary in size, location, 
product and method of operation 
there is no one pay plan that 
will satisfy every dealership. 

But he said that all should be 
paid salary, commission and bonus 
—of varying amounts according to 
the standard of living in each lo- 
cality. 

“This salary is to make for secur- 
ity, not contentment,” Ungerman 
said. “How would you like a bunch 
of contented salesmen on your 
hands? My guess is that at present 

$40 to $80 a week should keep the 
kind of wolves I am talking about, 
away from anybody’s door. If a 
salesman doesn’t earn consistently 
over twice this amount, he isn’t 
doing any good for anyone.” 


Used-Car Notes 
















ATLANTA.—Carl King, 
treasurer of the Atlanta Used Car 


secretary- 


Dealers Assn., spoke out in un- 
qualified approval of the senate’s 
action in passing a house bill re- 
quiring purchasers of automobiles 
to file a record of title with the 
state department of revenue. 
“This law,” King asserted, “will 
give the prospective purchaser in- 
surance that the automobile he is 
buying is clear, with no mortgage 


or liens attached.” 
+ * . 


Canada U. C. Import Rule 


Won’t Benefit Dealers 


OTTAWA.—Used-car dealers who 
planned to take advantage of the 
bill presented in the last session of 
the Canadian parliament to allow 
import of used cars into this coun- 
try from the U. S._will probably 
be unable to gain any benefit. 

It is pointed out that the govern- 
ment put this bill before parliament 
solely to meet an emergency situa- 
tion — to allow U. S. oil-drilling 
crews to enter the Alberta area 
with their cars and trucks. 

However, this does not mean that 
private dealers or others can get 
used cars from the U. S. at present. 
Apparently, this provision was not 
aimed to allow such a flow of used 


|vehicles across the border. 
| * * * 


| Thieves Lose $20 to Dealer 


In Cash Box Robbery 


SYRACUSE. — Two men and a 
woman called at the used-car lot 
of Nate Lavine, 429 E. Adams St., 
and when they left Lavine was 
richer by $20 but was minus his 
cash box. The money box contained 
only books and motor vehicle trans- 
fer forms. 


Lavine told police one of the men 
and the woman remained in his 
office while he went outside with 
the other man to look over some 
cars. The prospective buyer said 
he was interested in a car costing 
$65, and paid Lavine $20 on account, 
stating he would return with the 
rest of the money. 


After he left, Lavine found the 
other man and woman had gone, 
along with his metal cash box. 

* * * 


Dealers Attend Barbecue 


At Orlando (Fla.) Auction 


ORLANDO, Fla.—More than 250 
auto dealers from Florida cities 
attended a semi-annual barbecue 
recently at Holly Robson Motor 
Auction, 2120 S. Orange Blossom 
Trail. The barbecue was given fol- 
lowing the weekly auction sale. 

+ 


Former Dealer Jailed 


For Selling Stolen Autos 

MARION, O.—Ronald E. Agnew, 
former used-car dealer who sold 
stolen automobiles, was fined $5,000 
and sentenced from six months to 
five years by Common Pleas Judge 
Paul D, Smith. 

The former dealer failed to make 
good on money claims filed by 16 
persons who bought automobiles 
from him that were later siezed by 
police. Agnew was convicted last 























November and given probation with 
the provision that he make good 
claims of $16,000 against him. 


os * * 


New Charlotte Dealer 


CHARLOTTE, N. C. — Charlotte 
Auto Sales has opened for business 
at 1830 S. Tryon St. The new used- 


car firm will do a wholesale and 


retail business. 
a 


* * 
Erie Dealer Robbed 
ERIE, Pa.—Safecrackers recently 
made off with $400 from Roth Mo- 
tors, 1612 French St., Erie, Pa. 
Yeggs used a hammer to knock off 


the safe dial and force open the 


door. 
> > > 


Pratt Reopens 
BASTROP, La.—Leonard Pratt 


Used Cars announces that the firm 
is back in business at the corner 
of McCreight and E. Madisor: 
streets. 


12,000 Heaters Daily 


Sets Harrison Record 

BUFFALO.—The Harrison Radi 
ator plant of General Motors Corp 
here is experiencing its highest 
production rate since the plant was 
taken over by Harrison, according 
to Bernard L. Howe, plant man 
ager. 

“We are making about 12,000 car 
heaters a day for all makes of 
General Motors cars,” said Howe, 
which is a record rate. “In addition 
we are turning out 2,000 defrosting 
units a day. We have two full shifts 
and a skeleton third, with 1,199 
workers on payrolls.” 








Why tt pays DEALERS to “SEE AMERICAN FIRST ” 



















SAY JONES, HOW 
COME YOUR SHOP 

HANDLES SO MUCH 
REPAIR WORK, 
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for 1950 is ready 
NOW ... get this 
unbiased book of 
COMPARATIVE 
FACTS for your 





Indispensable 


all 1950 automobiles. Successful, 

supply their new car salesmen with 
helps build sales. 
specifications, chassis components, 
accessory equipment, etc. 
loose leaf binder (no rings), 


THATS EASY! OUR REDHIR 
WORK ZOOMED B/1GH7 
AFTER WE STARTED 
WAITING PHYSICAL DAMAGE 
WSURANCE OW SELF- 
FIVAWCED AUTOS 
THROUGH THE 
AMER/CAN PLAN 


CAR OWNERS’ CL SUMS. 
FRIBLY — 3 


THE AMERICAN PLAN 


44 Wall Street 


new-car salesmen 


for Competitive Selling 


Here is the 27th edition of the old-established, unbiased FACTS BOOK that covers 
aggressive Sales Managers from coast to coast 

he AUTOMOTIVE IN 
Answers 6000 questions with COMPARATIVE FACTS on prices, 
interior and exterior dimensions, 
Pocket size; more than 100 pages; durable gold stamped 
fits pocket like a wallet. Up-to-date when you get it; 
kept up-to-date by our fine service during car year at NO EXTRA COST. Order now 
for each of your salesmen. Use for 7 days; if not satisfied return book for prompt 
refund in full. One to 4 subscriptions $3.00 each; 5 or more subscriptions $2.50 each. 


MAIL ORDER TODAY—PLEASE PRINT 
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SHGNEO AW AUERIGW PLAY 
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To: The Automotive Index Company, 
Los Angeles 58, California. 


Enclosed find check for G............. : 
rates. If not satisfied, 


FIRM NAME 
MY NAME 
ADDRESS 
CITY. 


Box 204, Vernon Branch, 


Subscription Prices: One to 4, $3.00 each; 5 or more $2.50 each. 
in payment for . 
I may return books within 7 days, 
good condition, for prompt refund in full 
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corne 9 * 
disor 1 K-F Line Bows 
Low-Priced Car Among 21 New Models 
Introduced by Maker 

ye RUN.—An_ economy-| Kaiser said. The car is designed to 
Radi pointed two-door sedan for| seat five persons. 
Cort lower-price buyers and new 1951 “The modern beauty of this auto- 
‘ighest Kaiser and Frazer lines were pub- | mobile—easy to drive, easy to turn, 


licly introduced by Kaiser-Frazer|and easy to put in a garage— 


Selina last week at the Chicago Auto|} makes it a car which meets every 
quan Show. transportation need in step with 
Seeking to blanket the new-car the economic and social progress 

price range from top to bottom, of America,” Kaiser stated. 


K-F will present 21 new models Ce 
TYLING features of the sedanet 


00 car 
ces of 
Howe, 
dition 
rosting 
| shifts 
} 1,199 


in all. Four will be on the lower- 
price sedanet, 12 on the Kaiser are upswept fenders and low 
and five on the Frazer. front fender lines which fade away 
Prices are expected to be posted | beneath the body. The roof ascends 

in a graceful arc to an overall 
height of less than 60 _ inches, 





ors 


after the new cars enter volume 


curving down to a fastback rear|_ K-F's HIGHEST-PRICED CONTENDER—Five body styles will be offered in the 195! Frazer line. The standard series will comprise a 
four-door sedan and Vagabond, while the Manhattan family will consist of a four-door sedan, convertible and hardtop (above). Other 


— ; Voi i -Matic transmission and K-F's new Suoersonic six, producing 115 

F pore ws ne aoe Erecpouus. Wee Weamirs euaur we one “aeemotanes ond qaerpuibed. z . 
ar esse oughout. e low 
hood. "<hdaie gives the driver - cessive” ornamentation inside or , be reached only from outside the; With the seat folded down, the 
commanding view of the road, and| °ut, according to the factory. car has been eliminated in the| cargo space increases to 55 cubic 
a low “waistline” which enables The windshield has a glass area|new automobile by a folding rear- | feet. 
him to rest an arm comfortably comparable with that of any other| seat arrangement. Overall interior space provides 
on the window sill, are cited by|C@r in the industry's current “low- Oe ae plenty of leg room for six-footers, 
K-F. priced” field, it was stated. Witt the rear seat upright for|it was claimed. 

passenger use, there is well over The new car is yet unnamed, A 

(Continued on Page 40, Col, 1) 





So-called “frills” have been The need for stowing packages 
eliminated, and there is no “ex- | 4nd luggage in a trunk which can | 20 cubic feet of space for luggage. | 











Henry J. Kaiser Edgar F. Kaiser 


production. Starting output dates 
are March 17 for the Frazer, March 
31 for the Kaiser and June 30 for 
the new sedanet. 

e . - 
— new engines, tradenamed 

* Supersonic, will power the 1951 
K-F cars. Hydra-Matic drive will 
be optional at extra cost on the 
Kaiser and Frazer lines. 

The two-door sedan will be of- 
fered in deluxe and _ standard 
editions with a .customer’s. choice 
of four or six-cylinder engines, both 
made for K-F by Willys-Overland. 

K-F Chairman Henry J. Kaiser 
claimed that these engines will 
deliver “upward of from 30-35 
miles per gallon.” 

A new six-cylinder motor pro- 
ducing 115 horsepower will be fur- 
nished with both the Kaiser and 
Frazer lines. Its compression ratio 
is 7.3 to 1. 

In the Kaiser series will be 
Special and Deluxe four-door se- 
dans and Travelers and, for the 
first time, two-door sedans, two- 
door Travelers, club coupes and 
business coupes. 

€ . * | 

HERE will be a Frazer Standard 

four-door sedan and Vagabond 

and a Frazer Manhattan four-door 
sedan, convertible and hardtop. 

“Our new low-priced car, which 
will reach the nation’s highways 
next July, culminates seven years 
of experimental work with more 
than 50 prototypes,” the elder 
Kaiser declared. 

Emphasized in the new sedanet, 
he said, are price, appearance and 
performance. 

“We came to the early conclu- 
sion that the American public 
doesn’t want anything radical or 
revolutionary and, certainly, it 
doesn’t want a ‘small’ car. 

“The public wants a car of 
conventional size with enough 
modern styling distinction to instill 
pride of ownership.” 

Basic automotive parts of stand- 
ard design are used in the engines 
and chassis of the new model, 
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Smartest Me loqfe °¢* WAS CONVERTING TO 


BENDIX-WESTINGHOUSE AIR BRAKES!” 


ings in decreased down-time, savings from 
faster, safer trip speeds—and thus increase 
your margin of profit. But, why not see your 
Bendix-Westinghouse Distributor. Let him 
show you how to cut costs and how to get 
soft, cushioned braking plus the world’s saf- 
est brake. On any truck, old or new, it’s wise 
to install Bendix-Westinghouse Air Brakes. 


Often, when you bid on a hauling contract, a 
few dollars one way or another makes the 
difference between getting or losing a profit- 
able piece of business. That’s why it pays to 
be smart about your brakes. When you install 
Bendix-Westinghouse Air Brakes, you auto- 
matically reduce your overhead by savings in 
maintenance and parts replacement costs, sav- 


THE BEST BRAKE IS 





THE BEST AIR BRAKE IS 





UNDER COVER—The spare tire has a hid- 
ing place all its own on the 1951 Kaiser and 
Frazer cars. More room for trunks is allowed 
= the spare tire out of the way, K-F points 
out. 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
ELYRIA, OHIO 








38 
Whiz Drive 
A nationwide spring tuneup 
campaign featuring a one-cent 
sale of Whiz Motor Rythm has 
just been announced by R. M. 
Hollingshead OCorp., Camden, 
N. J. Backed by an advertising 
campaign in the Saturday Eve- 
ning Post and 19 pages of auto- 
motive trade paper advertising, 
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the Motor Rythm one-cent sale 
marks the beginning of a 
stepped-up, aggressive sales push 
on this product, it was revealed. 


National consumer advertising 
begins on Apr. 15 with a full-page 
announcement in the Post. Other 
ads will appear at two-week in- 
tervals with the sale terminating 
on May 31. 
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AUTOMOTIVE NEWS WANT ADS have been proven the quickest, least expensive 


method of reaching the men who want what you have or have what you want! 


the back pages of this issue. 
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o/ MANY CAR OWNERS blame vibration 
to springs or to the age of the car. 
As a matter of fact, it often is neither, 
as a Vibrascope Wheel Balancing test 
will reveal. 

oe WHILE YOU WAIT SERVICE. . . all four 
wheels balanced in less time than it 
takes for chassis lubrication. 

</ BALANCE ENTIRE WHEEL ASSEMBLY 
. «+ not just tires and wheels. 

<o/ ACCURACY TESTED . .. in a matter of 
seconds after weights are added. 

oe SIMPLE TO OPERATE . . . the light 
signal locates spot where weight is 
to go. 

ov LOW COST . .. its simplicity permits 
Lempco to offer it at a lower cost than 
other types of balancers. 

oe TRUCKS, TOO. 
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VIBRASCOPE 


on-the-car 


WHEEL BALANCER 


The Lowest Cost and the 
Fastest Method for Static 
and Dynamic on-the-car 
Wheel Balancing 





Invite profitable business into your 
shop by offering Lempco Vibrascope 
Wheel Balancing Service. Generally, a 
quick spinner test will convince your 
customer thut his wheels need balanc- 
ing. What's more, he is impressed by 
the speed and efficiency of your work. 

It takes much less time than a grease 
job and is far more profitable. 
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F.O.B. FACTORY 
r LEMPCO PRODUCTS, INC. 
5490 DUNHAM ROAD, BEDFORD, 
Gentlemen: 
Please send me details how the Lempco 
Vibrascope Wheel Balancer can corner ft 
—- bolancing business in my neighbor- 


SEND COUPON 
FOR 






OHIO 











By George Deery 
Associate Editor 
Dealers may have to pay more 
for the postage on their direct mail 


promotions if the action of the 
House of Representatives last 
week correctly foreshadows the 


final bill that emerges in Wash- 
ington. 

The apparent agreement in 
general between the House and 
Senate proposals on the postal 
rate bill leaves observers in the 
capital believing that boosts are 
a certainty. Others to feel the 
sting of the new rates, if en- 
acted, will be publications. 
Sought in the legislation are a 

two-cent postcard, 1% cents for 
bulk third-class mailings and a 50 
percent stepup in the cost of mail- 
ing magazines and newspapers 
with national circulation and higher 
rates for catalogs, special postal 


services and parcel post. 
+ * * 


Trib Tightens Up 

Moving to protect readers from 
being misled and other adver- 
tisers against unfair advertising 
competition, the Chicago Tribune 
last week announced a tightening 
of its policy on downpayments in 


The new procedure is_ that 
“advertisements quoting down 
payments of less than 25 percent 
will not be acceptable unless for 
a period of six months it can be 
proved that a majority of the 
advertiser’s downpayments were 


on the basis advertised.” 
* o > 


Questions and Answers 

A unique experiment in Sampling 
public opinion has been completed 
by the New Orleans Item in con- 
nection with publications on March 
5 of the Sunday Item. It will be 
New Orleans’ first new Sunday 
paper since 1876. 

More than 10,000 telephone 
calls by Item staffers to citizens 
of that city resulted in an 
analysis of what people want in 
a Sunday paper, the paper states. 

One of the primary questions 
asked was: “Which features of a 
Sunday newspaper are most im- 
portant to you?” 

Ranked in the order of number 
of mentions, the results were: 

1. News and editorial comment; 
2. women’s and society news; 3. 
comics; 4. sports; 5. magazine; 6. 
advertising, and 7. amusements. 

* * . 
Congratulations 

It’s Fortune’s 20th birthday and 
the anniversary issue is devoted 
to the present worldwide im- 
portance of American business 
and its international role in 
changes still to come. 

The issue’s keynote article is 
“The Reformation of the World’s 
Economics.” It was written by 
Henry R. Luce. There is also a 
discussion of Point 4. 

7 > * 


Gracious Gesture 


The free use of its classified 
columns has been extended by the 
New York Journal-American to all 
former employes of the Sun, New 
York’s 116-year-old paper which 
was sold recently. 

The offer, described as “a help- 





CROWNED—Sporting his new headgear is 
Preston Roberts, Detroit manager for O'Mara 
& Ormsbee. He was named ‘automotive 
champ—'49" because the Milwaukee Journal 
took first pen in automotive linage last 
‘ear. The Journal is represented by O'Mara 

Ormsbee. Roberts was honored at a De- 
troit luncheon for the achievement. Left to 
right: Arthur F, Hall, national advertising 
manager of the Journal; Roberts, and ; 
Drew, advertising director of the Journal. 


Affecting Factories and Dealers. . . 


Auto Advertising 






ing hand from one group of news- 
paper people to another,” was 
announced through two-column 
boxes appearing daily on the 
front page of the Journal-Amer- 
ican. The offer was made, the 
announcement said, to aid the 
several hundred fellow craftsmen 
of the old Sun in their efforts to 
get re-established. 

Free Journal-American classified 
ads to seek employment, sell a 
car, rent a room, start a business, 
or render any other service per- 
formed by want ads, could be 
placed. 


Dodge Promotion 

Although the Chrysler strike 
shut off their supply of new cars, 
Detroit Dodge dealers moved in 
aggressively on a motion picture 
promotion last week. The occa- 
sion was the showing of RKO’s 
feature-length documentary, “Sav- 
age Splendor” in Detroit principal 
neighborhood cinemas. 

“Savage Splendor” is a pic- 
torial record in Technicolor of 
an Armand Denis-Lewis Cotlow 
animal capturing expedition 
into Africa. What Dodge dealers 
like about it, particularly, is that 
it has almost 60 minutes of 
“product sell” on Dodge. Denis 
and Cotlow used a Dodge Power 
Wagon to rope African big game. 
Their camera car was a Dodge 

sedan. 

The dealers keyed newspaper ads 
and showroom promotions to the 
movie. They also presented tickets 
to prospects. 

Ruthrauf & Ryan is the agency. 

+ 


New Media Head 


Marshall C. Taylor, for the past 
several years media director of 
Goodyear Tire & Rubber, has 
joined Meldrum c& Fewsmith, 
Cleveland ad agency, with the 
same title. Don Elliot, director of 
the M & F media division for the 
past five years, is now on the 
Dearborn Motors account in con- 


A 


CAR IS 


SAFE ONLY WHEN 
DRIVEN AND MAINTAINED 


PROPERLY. SAFETY DEPENDS OW GOOD 











eae(uabicels 
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EYE-ARRESTING AD—Perfect Circle will run 
it in the Saturday Evening Post Feb. 25. The 
vision-check chart Sas. safe driving ties 
in with Save-Your-Vision eek, March 6-10 
Henri, Hurst & McDonald is the agency. 


nection with distributor and 
dealer cooperative advertising 
relations. 


* * * 


Norge to Ross Roy 


Appointment of Ross Roy, Inc., 
to handle all Norge Heat adver- 
tising, merchandising, sales pro- 
motion, and sales training, has been 
announced here by C. S. Davis jr., 
vice-president and general manager 
of Norge Heat division, Borg-War- 
ner Corp. Davis also announced 
that M. A. Straub, assistant sales 
manager, has been placed in charge 
of sales promotion and advertising 
activities for the division. John 
Posselius has been named by the 
agency to handle contact and ser- 
vice on the account. 

* + * 


Names 

Dana Fernald, of the Cleveland 
staff of Farm Journal, is being 
transferred to the home office in 
Philadelphia, as assistant to Rich- 
ard J. Babcock, national advertis- 
ing manager. John String, hereto- 
fore with the Chicago office, is 
being moved to Cleveland to take 
over Fernald’s duties. 














@ and you sell the 


William Ullman, Washington correspondent, keeps AUTOMOTIVE NEWS readers up 
to date on political and economic trends in the nation’s capital every week 


he News readers. _ 


(@ WHOLE BUFFALO MARKET. _ 


EDWARD H. BUTLER 
Editor and Publisher 





KELLY-SMITH CO. 
National Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER 
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AUTOMOTIVE NEWS 


Merchandising 
Memos to Dealers 


By Bob Finlay 





APITOL Chevrolet, Sacramento, 

Calif., recently ran a large news- 
paper advertisement depicting in a 
sequence of 12 photographs its pro- 
cess of marketing a used car. 

The scenes showed, in order, 
inspection of a car for needed 
repair work, steam cleaning of 
the auto, body and fender work, 
motor repair and tune-up, paint- 
ing, upholstery and trim, front 
end alignment, washing and pol- 
ishing, lubrication, road test, 
demonstration to prospective 
buyer and financing and insur- 
ance arrangement. 

The company has been in busi- 
ness 23 years. F. Norman Phelps is 
president. 

* * * 
‘That’s My Business’ 

ROM time to time, auto clubs 

warn motorists of timely dang- 
ers. The other day, for instance, 
the New York Auto Club warned 
of the situations that might result 
from using inferior fluid in a car’s 
braking system. 

It was also pointed out that par- 
ticular makes of cars require heav- 
ier duty fluids. 

There’s the basis of a good 
service ad for a dealer in the 
warnings. The new-car dealer can 
advertise that there’s never any 
guesswork when the owner brings 
the car to the home dealer for 
service. 

What are peculiarities to general 
mechanics are routine to the deal- 
er’s mechanics who sell and service 
that make of car. Has any dealer 
ever advertised: “That’s not just 
my service, it’s my reputation, too”? 

> * * 


At Mardi Gras 


EORGE A. FRENCH, owner of 

French Pontiac Co., cashed in 
on the only debutante costume 
party held during the New Orleans 
Mardi Gras season. 

He furnished Pontiac new-car 
booklets and his company’s ash 
trays which featured his service 
facilities to a debutante advertising 
dinner and dance party held at a 
patio in the French quarter. 

Each debutante represented an 
advertised product. 

* * 


Dealer Talent 

EALERS are such interesting 

people that at times they can 
promote their business with talents 
normally considered outside the 
trade. 

For instance, Hutton Chevrolet 

in Riverside, N. J., used as a 
Christmas greeting to new-car 
customers a book, “George 
Washington Crossed Here,” writ- 
ten by Ann Hawkes Hutton, sec- 
retary-treasurer of the firm. The 
book is in its third printing. 

The unusual greeting brought a 
good deal of favorable publicity to 
the firm, which is headed by Mrs. 
Hutton’s husband, Leon J. H. Hut- 


ton, himself a person of note, 


* 


Austin Praise 


Driver’s Book Reviews 
Indianapolis Run 


In April, 1949, an Austin A90 
Atlantic convertible traveled the 
Indianapolis Speedway  continu- 
ously for seven days and nights— 
setting 63 records, formerly held 
exclusively by American cars. 

One of the three drivers, Alan 
Hess, has Written a book, “The In- 
dianapolis Records,” (Stuart & 
Richards, London), reviewing ac- 
tual running as well as prepara- 
tions for the event. 

The Austin covered 11,850 miles 
at an average speed of 70.54 miles 
per hour. The contest was judged 
by the American Automobile Assn. 

Although Hess wrote the book in 
five days, he managed to show 
some of the many troubles the 
crew had on the Speedway. 

The book cited the four-cylinder’s 
victory as a great tribute to Eng- 
lish manufacturing ability. 





having been an All-American at 
Purdue. 
Have you looked over the talent 
at your dealership recently? 
7 * * 
Twist 


acCARTHY, St. Louis Ford 
dealer, has twisted the old say- 
ing of “service with a smile” to 
“Service With Every Sale” in 
newspaper advertising calling at- 
tention to their 27 years of service. 
* * * 
rr dealers in Minneapolis are 
using an interesting three-col- 
umn by 12-inch cooperative ad on 
used cars. 
Clean layout makes the questions 
and answers stand out. 


The ad asks: “When is the best 








FORD FEATURES EIGHT DISPLAYS AT CHICAGO AUTO SHOW—Besides the 1950 model 
“cut in half," showing the car's construction and mechanical highlights, Ford will give 
visitors souvenir pictures of themselves seated in a convertible. The photos will be taken with 
@ Polaroid Land camera, which develops the shot in one minute. The overdrive exhibit at 
the show, which opened Feb. 18 and will close Feb. 26, will show, through operation of 
miniature cars, how the device saves up to 15 percent in fuel economy. Another miniature 
auto exhibit will simulate paint operations on an assembly line. Cutaways of overdrive 


engines and chassis will also be shown. 


time to buy a used car?” 
answer: “Early winter.” 
Opposite a “Here’s why” box is 
this copy: “Prices are off as 
much as 10 to 25 percent. And 
more than any other season, 
f.eezing, slippery winter weather 
demands a safe, dependable car. 
Repairs and accidents caused by 
worn tires, brakes, faulty steer- 





The 


ing, can be avoided by buying 
your used car now.” 

Then there’s the question of 
where to buy, and of course the 


ad_ replies: “Minneapolis Ford 
Dealers.” 
As to the “here’s why”: “You 


have an excellent choice of good 
late model used cars and older 
ones in A-1 condition—dependable 
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used cars that have been traded on 
the new ’50 Ford. 

“Every one of our used cars 
is expertly winterized, to assure 
you trouble-free operation in the 
coldest weather—to save you ex- 
pensive repairs all winter long. 

“Buying is easy on our used car 
lot with our easy payment plan. 
Just a small down payment, and 
up to 24 months to pay. Come in 
today.” 

The ad then lists the dealers. 


Full House 
ON ALLEN CHEVROLET, Al- 
bany, promoted its service busi- 
ness with an unusual newspaper ad 
built around a “full house” poker 
hand. 
The hand consisted of three 
aces and two kings. Each card 
played up a particular phase of 
the company’s service, including 
passenger car service, truck serv- 
ice, parts service and used cars. 
Said the ad caption: “You'll Find 
A Full House of Service For Your 
Every Automotive Need. By con- 
stantly improving we are confident 
1950 will be another year of pro- 
gress. Our aim and purpose is to 
render the kind of service you 
want.” 


Sold!...to the man who was “just looking” 


TS. showroom that permits unobstructed vision from the street helps turn 
“lookers” into buyers. That’s why so many automobile dealers have employed 
“open-vision” designs when remodeling their showrooms. An “open-vision” front 
turns the entire interior into an eye-catching, sales-producing display. 

Give your sales a boost—and get the edge on your competitors—by modernizing 
your showroom with an attractive, inviting store front of Pittsburgh Glass and 
Pittco Store Front Metal. Modernization is not just an expense, but rather an 
investment in the future of your business. And be sure to do a thorough job when 
you remodel—inside and out. It’s the complete modernization that pays the 
biggest dividends in increased sales. If you desire terms, they can be arranged 


through the Pittsburgh Time Payment Plan. 


Ask your architect about Pittsburgh Products. He is familiar with these recog- 
nized leaders and will see that you get a well-planned, economical design. In the 
meantime, write for one of our free descriptive booklets on modernization. Just 


mail the coupon below. 





Store fronts 
and Interiors 


by Pittsburgh 
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SHOW YOUR WARES! 
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tects: Conklin & Coleman, 
Hollywood, California. 


PAINTS + GLASS - 


URGH 


The “open- 
vision” front of this attractive show- 
room in Sherman Oaks, Calif., lets 
passers-by see the entire showroom 
and the automobiles for 
even after closing time! The 
attractive, modern front is an expanse 
of Polished Plate Glass. An arresting 
front like this will bring more custo- 
mers to your showroom, too. Archi- 
North 


CHEMICALS - 


wes Se & | 











Address. - 


Se re ee ee eee ee, eee es eee ee ee ee ee 
Z 
= 
= 
@ 


a ee 


your book on modernization, * 


COMPANY 





Pittsburgh Plate Glass Company 
2055-0 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, please send me a FREE copy of 
‘Modern Ways for Modern Days.” 


Ns cia. tate taiindinis aetna 


PLASTICS 
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weer 
sedan is depicted in this picture. The ! 


double that of the largest sedan trunks. 





AMPLE STORAGE SPACE—The tposege-carryine capacity of the new Kaiser lower-priced 

bags, includin 
were placed in the rear-seat cargo compartment and then arrayed outside the car for the 
photograph. The rear seat of the car folds down to provide total cargo space described as 
With the rear seat in upright position, there is 


a steamer trunk and a foot locker, 


luggage space of more than 20 cubic feet behind it. 






°*51 K-F Line Bows 


Low-Priced Car Among 21 New Models 
Introduced by Maker 


(Continued from Page 37) 


panel of judges is now going over|the result of nearly five years of 


more than 400,000 entries in the 
company’s nationwide “Name-the- 
Car” contest which closed last 
month. 

The panel’s choice will be dis- 
closed at a later date, together 
with additional detailed specifi- 
cations of the new car, K-F said. 

New 1951 Kaiser features and in- 
novations are “control tower” vi- 
sion, with what is claimed to be 
larger passenger-car glass area 
than any other sedan; balanced 
body and chassis design combining 
lighter weight with greater struc- 
tural strength; a 60-inch profile 
with the center of gravity cradled 
below the tire line; a full-length 
crash-absorbing instrument panel, 
and new lounge-type seats. 

Edgar F. Kaiser, president, de- 
scribed the new Kaiser line as 
Kaiser-Frazer’s answer to “public 
desire for a truly modern, safety- 
styled automobile . . . a car bal- 
anced in every detail without being 
radical in any ... the car of to- 
morrow, today.” 

Kaiser said that the 1951 line is 


Fire Sweeps Pipes Co. 

PARIS, Ky.—Fire swept through 
Pipes Chevrolet Co. here Jan. 28, 
causing damage estimated at $20,- 
000 to $30,000. Clyde Richard, as- 
sistant manager, said the blaze 
apparently started in the paint and 
body shop. 


Kent-Moore 


MONOXAIVENT 


EXHAUST ELIMINATING FIXTURES 
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FFICIENCY! 
AllLation cost 


Nothing quite like the Kent-Moore J 2980 
MONOXIVENT Set for effectively ridding 
a service department of toxic carbon . 4 s 

monoxide! Designed for use with underfloor exhaust eliminating systems, 
it features a special tailpipe adapter, an asbestos-packed flexible tubing 
of durable stainless steel, and a virtually airtight floor outlet assembly. 
Provides quick, convenient, positive connection between car and under- 
floor duct, disappears completely below floor level when not in use. Fully 
protected from damage. Can't get lost or “borrowed”. And the floor 
outlet assembly is readily installed in upturned “Y" in duct main. . . no 
individual “T's” or branch ducts required. Assures more efficient, long- 
life operation at a minimum cost of installation. Write today for details. 





development. 
* * * 

swe styling touches 

are apparent in the new auto- 
mobile. They are evident in the 
“sweetheart curves” in the roof at 
the top centers of the windshield 
and rear window, and in the “gull- 
wing” dips which simulate rear 
fender lines. 

Likewise of continental inspira- 
tion is the “singleroll” design of 
the body, which curves in an un- 
broken line from base to window 
level. 

There is a slight downsweep to 
both front and rear fenders, with 
the overall flowing design theme 
carried out in the lines of the 
notchback. 

Another identifying note is a 
protective chrome trim panel, or 
rub rail, which extends at bumper 
level for the entire length of the 
car. 

The windshield, which sweeps 
back at a 51.5 degree angle, pre- 
sents a total area of 1,096 square 
inches. Windshield posts, which are 
rigid structural members of the 
all-steel body, are set back from 
the driver’s lateral range of vision. 

The 1,000-square-inch rear win- 
dow curves in harmony with the 
lines of the cascadeback, contrib- 
uting to greater all-around vision 
and reduced wind “drag.” New- 
type mounting of the side glass 
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KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING ¢ DETROIT 2, MICHIGAN 


Engineers ond Manufacturers of Special 
Automotive Service Tools and Equipment 


Soles and Service Engineering Represent- 
otives in Principe! Cities Coost-to-Coast 










finds it nearly flush with the ex- 
terior body panels. 
> * ° 

ERFORMANCE improvements, 

according to K-F, are a shorter 
turning radius and extra clearance 
provided for vertical travel or 
“jounce” of wheels when the car 
is driven over rough roads. 

The new x-type frame is designed 
to act as a skid in protecting the 
engine and vital underbody parts 
from damage. 

Other advances include oversize 


“jumbo” brakes, new “Tru-Line” 
center-point steering with “lock- 
socket” linkage; new _ springing 


which curbs side sway and “squat” 
and “dip” in starts and stops; new 
pistol-grip hand brake located next 
to the ignition switch; high ca- 
pacity fresh air-conditioning with 
defrosting across the entire wind- 
shield; single-key ignition and lock 
system; customer-tailored front 
seat location with an adjustable 
range of seven inches; freezeproof 
door locks; door latches effective 
against accidental opening, and 
“tumble-home” doors. 

A Kaiser convenience feature 
is the “tuckaway” tire well in 
the trunk, where the spare tire 
is recessed out of sight and out 
of the way. When in place, the 
tire well cover is an integral part 
of the floor, 

Among the powerplant advances 
are a high-capacity sealed cooling 
system; precision balanced pistons 
with a flash chrome upper ring; 
center-of-gravity type engine 
mounting; a 100 percent counter- 
balanced crankshaft; hydraulic 
damper; extra rigid block, and new 
“mushroom” tappets. 

Wheelbase of the Kaiser is 118% 
inches. The Kaiser Special will 
weigh 3,125 pounds in shipment 
and the Kaiser Deluxe, 3,225 
pounds, 

* * * 
ITH a 123%-inch wheelbase, the 
1951 Frazer models feature new 
styling with a European note evi- 
dent in the elevation of the rear 





fenders, which “hop up” above the 
waist line of the car. 

Marked throughout by custom- 
car styling features, the Frazer is 
keynoted by a heavily-chromed 
wind tunnel grille with two airfoil 
center vanes which house the park- 
ing lights in their wingtips. 

Fluted “speed lines” adorn the 
sweptback front fenders and are 

repeated in the rear fenders, 
which are crowned with oversize 
tail lamps with columnating lens 
and built-in reflectors. Placement 
of the massive lamps at the peak 
of the fenders is designed to de- 
fine the car from the side as 
well as from the rear in night 
driving. 

Comfort features of the Frazer 
line include multi-coil seat springs 
with airfoam rubber padding and 
upholstery in wool Bedford cloths, 
broadcloths and saddle leathers, 

Center arm rests are standard 
both front and rear in the Man- 
hattan series, and automatic win- 
dow lifts are available as optional 
equipment. 

A new jewel-like Frazer crest is 
mounted in the grille just below 


a long “Charging Knight” hood 
ornament. 
* . + 
RAPAROUND bumpers are 


studded with bumper guards 
which have large, detachable “tor- 
pedo caps.” The caps, which pro- 
ject beyond the outer extremities 
of the bumpers, afford extra pro- 
tection and are replaceable if they 
become scuffed. 

The new lines of the Manhattan 
four-door sedan are dominated by 
a rakish roof which tapers down to 
the deep, curved rear window, The 
window is 73 inches in width, con- 
trasting with the 62-inch overall 
height of the model. 

The Frazer’s center pillar post 
is of heavy, chrome-framed safety 
plate glass, providing additional 
visibility as well as structural 
roof support. 

Mechanical advances include im- 


proved front and rear suspensions, 


Among K-F Features 





PASSENGERS PROTECTED IN SUDDEN STOPS—What is said to be the industry's first 


full-length instrument panel 


“crashpad" will be standard equipment on the 195! Kaiser. The 


safety panel, covered with padded vinyl, is a structural part of the Kaiser body. 





NEW-TYPE GASOLINE TANK—This view of the chassis for the new Kaiser shows the 
kidney-shaped fuel tank which the new Kaiser will carry. Hydra-Matic transmission will be 


optional equipment on the 1951 Kaiser and Frazer models. 





ae 





bumper-to-bumper chrome strips ere features 
get under way this spring. 











REAR VIEW OF 1951 KAISER—The ee, "sweetheart" styling of the backlight and 


the new model. Production is scheduled to 


which produce a softer ride over 
rough terrain; covered, perman 
ently lubricated rear springs; rein 
forced box-type frame, and dust 
and sound-sealing insulation. 

Six-passenger seating width is 62 
inches, and trunk capacity is 27! 
cubic feet. 

Overdrive will be optional equip 
ment on the Kaiser and Frazer 
lines, as well as Hydra-Matic. 
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AUTO 
POLISHING 
CLOTH 


(in metal container) 
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Easiest of all accessories to sell. 
Show it and you'll sell it. Gen- 
erous mark-up. If jobber can’t 
supply you, order direct from: 
Las-Stik Mfg. Co., Hamilton, Ohio. 


Makers of Las-stik Polishing Cloths, Car Wash 
Tube Repoir Kits, Electric Vulcanizers, Even- 
Top and Wind- 
and Metal Cleaning Cloths 


Heat Vulcanizing Patches 


Pte ola) 





LICENSE PLATE 
FASTENERS 


‘—" IU} 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each -20 
Packed 12 to Box- 


Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish 
Order Direct from .. . 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 


Service Items 


AUTOMOBILE FREIGHT CAR UNLOAD 
ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car in five minutes, Pulley and 
shaft, $15.65 postpaid. Send check or 
money order. 


Brunette Tool Company, Inc 
112 Stanley Street © New Britain, Conn. 
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‘Your Problem,’ Dealers Told. . . 


Bootlegging Blame 
Denied by Makers 


(Continued from Page 1) 


around and hint to the offending 
dealer that a record for boot- 
legging might be frowned upon 
when it came time for franchise 
renewal. 

“However, for bootlegging as 
such, we could not take the risk of 
canceling any dealer. The first 
thing we'd have would be the jus- 
tice department down our necks 
for dealer coercion.” 

. * * . 

pees of government reprisal ap- 

pears to have the hands of most 

factories firmly tied as far as 

stamping out new car bootlegging 
is concerned. 

“We'd have to wave a pretty big 
stick,” said another official, “and 
who knows how the anti-trust 
people might interpret it.” 

No official would say whether 
he thought there was any need 
for revision in his firm’s distri- 
bution system. Nor would any 
comment on whether some re- 
visions might be made. 

One official said the only position 
his company could take was that: 
“We're certainly against sin.” 

However, he added, he thought 
there was little any factory could 
do in controlling what a dealer 
might do with a car after receiving 
it from the plant. 

He said he thought the same 
view would hold true whether or 
not an offending dealer had a ter- 
ritorial-security clause in his con- 
tract. 

“Suppose,” he pointed out, “that 
under such a clause a _ factory 
really clamped down on a dealer 
for bootlegging. The dealer might 
immediately challenge the legality 
of the clause, and we have no way 
of foretelling how the courts might 
ultimately rule.” 

. - + 

ACTORY officials were cool to 

another resolution asking higher 
discounts on automatic transmis- 
sions. 

That problem, they said, is one 
that is governed in the strictest 
sense by unimpeachable economic 
factors. One commented: 

“Off-the-record and if you do use 
it, don’t identify us, we are just 
about breaking even on our auto- 
matic transmission. 

“Despite constant effort to in- 
crease production and lower 
costs, it will be years before we 
even get back the millions we 
spent for tooling to get into 
original production. That doesn’t 
take into account the money we 
have spent in further research to 
improve the product.” 

Almost every company contacted 
on the matter of automatic trans- 
mission discounts sought to put 
the matter aside with an answer 
that its discount was in line with 
those prevailing throughout the 
industry. 

In general such discounts aver- 
age about 15 percent, as compared 
with around 25 percent on cars. 

a + * 

ADA’s resolution calling for 

elimination of cooperative ad- 


Hudson Reduces 
Super-matic $13 


DETROIT. —Advertised-delivered 
price of Hudson’s new Super-matic 
drive has been reduced by $13.29 to 
$199.31, it was disclosed last week. 

Super-Matic, an automatic trans- 
mission introduced last fall, is op- 
tional equipment on all Hudson 
models. All of the _ industry’s| 
automatic transmissions now are | 
priced under $200 on a _ factory- 
retail basis. 


Local Judges Can Act 


In Ark. Motor Violations 
LITTLE ROCK, Ark—Arkansas 
Attorney-General Ike Murry has 
ruled that justices of the peace and 
municipal courts have concurrent 
jurisdiction with the circuit courts 
over violations of the state’s motor | 
carrier act. 
The opinion was directed to) 
Chairman Charles C. Wine of the 
state public service commission, 
which enforces the statute. | 


|vertising charges also appears 
|slated for a general factory brush- 
off. 

All factories contacted declined 
to even discuss the matter, Some 
said they had no “cooperative” 
advertising funds, 

Others offered no reason at all 


for keeping quiet about the matter. 
* * * 


Portland Assn. Traces 


Bootleg to Source 
RTLAND, Ore. — Not content 
with merely attacking “boot- 
legging” verbally, the Automobile 
Dealers Assn. of Portland recently 
had a Better Business Bureau 
representative buy a new car from 
a used-car dealer at a discount of 
$244.70, and then notified the fac- 
tory and its zone manager. 

The action began when local 
dealers became alarmed at hand- 
bills circulated by Fleck’s New 
Car Wholesale Market, 2811 N. E. 
Union Ave., advertising new 
models “any color or body style” 
and “with factory guarantee and 
service policy” at discounts up to 


Fleck claimed that some of the 
cars were bought from Portland- 
area dealers, but at first the 
association thought this was not 
the case. It believed the cars were 
being purchased outside the state. 


* * * 


OWEVER, when the BBB man 

bought the medium-priced car 
he was driven to a new-car dealer 
30 miles from Portland where he 
received delivery. 

In his letter to the factory, 
William M. Anderson, association 
president, said: 

“We were quite surprised when 
Blyth (the purchaser) reported 
that he had actually completed 
purchase and obtained delivery 
of this new 
ticularly from a local dealer; and 
more so, in fact, when we learned 
that a special bulletin dated Jan. 
26 sent out by the Oregon Auto- 
mobile Dealers Assn. had been 
mailed to this dealer, warning 
him to be on the alert to this 
situation.” 

In the letter, the factory was 
requested to require the dealer who 
sold the car to buy it back for the 
net amount of $2,410, the price paid 
for it. 
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WILLYS-OVERLAND'S OPERATING HEADS—Hosts to distributors at a one-week course in 


Toledo last week were factory executives, 
Lyman W. Slack. 


including the new distribution vice-president, 
Instructions and skits were given on all phases of Willys-Overiand 


operations, including selling, used-vehicle appraisal, service and parts. Left to right, at a 


banquet for the distributors, 
George L. Palmer. 


First Vice-President Delmar G. Roos, 


Willys Opens Sales Drive 


Distributors Premiere New Product Movie; 
Slack to Name More Rural Dealers 


Slack and Treasurer 


(Continued from Page 6) 


Productions, Inc., Detroit, sent its 
cameramen to farms and ranches 
in Indiana, Kentucky, New Mexico 
and Texas for on-the-spot subject 
matter. 

Owners of the farms using the 
Willys-Overland fleets present 
testimonials as to their satisfac- 
tion with the vehicles. 

A four-wheel-drive wagon is pho- 
tographed fording a river in the 
southwest, plowing a field in the 
midwest and furnishing an even 
flow of power for the saw in a tree- 
cutting operation. 


The movie presented highlights 
of each member of the Willys- 
Overland line, including the Jeep- 
ster. 

Skits emphasizing farm and in- 
dustrial services performed by 
Willys-Overland vehicles predomi- 
nated during the two-week-long 
courses for distributors given at 
the factory. 

The curriculum covered all facets 
of the company’s operations—serv- 
ice, used cars, new-vehicle selling, 
parts and engineering. 

Lyman Slack, Willys-Overland’s 
new distribution vice-president, 
told the distributors that the 
company plans to assign more 
dealer franchises in rural com- 
munities as an integral part of 
the sales campaign. 

Declaring that Willys-Overland 
had enlarged its field sales and 
service force by more than 200 per- 
cent, Slack said the company was 
setting up its “challenge to com- 
petition.” 

“We have a conviction,” he said, 
“that the market for these vehicles 
has scarcely been scratched. It is 


going to be intensively cultivated.” 


Classroom and field work both 
had a role in the schools. Each 
class spent a day piloting four- 
wheel-drive wagons over the Wil- 
lys-Overland test course at Cesor 
Farms, New Hudson, Mich. 


Anderson said much outside time 
had been devoted by factory per- 
sonnel in rehearsing the skits, 
blackouts and one-act plays fea- 
tured during the classroom presen- 
tations. 


Oral discourses by company ex- 
ecutives were “souped up” by such 
gimmicks as exploding firecrack- 
ers, live rabbits and bathing 
beauties. 


“What people want,” Slack said, 
“is a car that has the pleasing 
appearance, high safety factory is 
comfortable and economical to own 
and operate. Willys-Overland vehi- 
cles have all these qualities, in 
many of them to a greater degree 
than any competitive product. 

“By bringing our distributors in 
for this school, we are confident 
that we are going to get this mes- 
sage across to a greatly strength- 
ened dealer organization and to the 
buying public. 

“Such distributor meetings are, of 
course, common in the industry, but 
we are sure ours is different in 
some important respects. We not 
only have a strong story to tell, 
but we feel that we are telling it 
in a dramatic and very effective 
way.” 

Classes began daily at 8:30 a.m. 
and continued until 5 p.m. The vis- 
itors were housed in downtown 
Toledo hotels and driven back and 
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forth from the factory in char- 


tered buses. 
* * * 


Willys Ups Working Fund; 


Quarter’s Net $75,205 

TOLEDO.—A heavy production 
program to begin next month on its 
regular line of vehicles, large gov- 
ernment Jeep manufacture for the 
summer period and the institution 
of a new sales program under the 
direction of Lyman W. Slack, re- 
cently named distribution vice- 
president, were outlined in a state- 
ment by Willys-Overland Motors 
last week. 

The statement, which was issued 
by Ward M. Canaday, chairman of 
the board, showed working capital 
at the close of the Dec. 31 quarter 
to be $25,788,658.78, an increase 
of $680,647.23 over the previous 
quarter. 

Profit for the quarter, during 
which production was reduced to 
adjust field stocks in anticipation 
of the new and expanded program 
of this spring, was $75,205.23, the 
statement revealed. 

Cash after final settlement during 
the quarter of $3,976,851.76 of re- 
negotiation claims for 1944 and 1945 
was $15,063,713.38, 

The statement revealed that the 
company’s present ratio of current 
assets to current liabilities as of 
Dec. 31 was 4.54 to 1, against 2.7 
to 1 as of the previous quarter. 


Go, You Huskie! 
New Capsule Would Thaw 


Even Coldest Motors 


LOS ANGELES. — Ten-second 
engine starting at 40 below zero 
is claimed by using a capsule made 
of ethyl, ether and certain products 
of petroleum, its manufacturer 
claims, 


California Oil Co., already in cap- 
sule production, says its discovery 
will be marketed as soon as the 
device for injecting the fluid also 
reaches the production stage. 


As described by the company, the 
gelatin capsule, about the size of 
a robin’s egg, contains a teaspoon- 
ful of fluid. It is placed in the 
reservoir of the injection device, 
punctured and forced through one 
or more atomizing nozzles attached 
to the intake manifold. 


Mixing with air, the atomized 
fluid, when subjected to the ignition 
spark, explodes and warms the 
combustion chamber, preparing it 
for the intake of normal fuel. 


The injector, says the company, 
consists of a plunger, reservoir and 
primer, installed on the car’s dash- 
board, while the rest of it, con- 
sisting of coiled copper wire lead- 
ing from the primer and injection 
nozzle, is under the hood. 





Now-----greatly expanded in Laepiclese 





POLK NEW CAR SALES REPORTS 





Used by car manufacturers for 20 years—now available on 
the dealer level! Do you want the truth about how well your 
competitor’s car is selling in your city and county? Do you want 
the low-down on what he did last month and how they stand in 
your state as well as nationally? Polk New Car Sales Reports 
give you that breakdown—by makes of cars, by price class, by 
parent corporations, by cylinder model—compared with the same 
months and states last year. This comprehensive, continuing 
service is now more useful than ever. Write, wire or phone for 
details on how you can apply this information to your business. 
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Daily Talks at Chrysler Three New Sales Regions Pre 
— 
Pension Pact Seen Key to Reopening of Plants Es ta b li is h ed b Po n ti ac 
Despite Added Contract Demands ry 
(Continued from Page 1) PONTIAC. Establishment of| region in charge of the Buffalo, 
for the Chrysler contract umpire,;three-month period. The 700,000 ie tow Teck Seisnae onl Pontiac, “ita,” — sale 
were also requested. - Sr ake eee ae cee gn is announced by L. W. Ward, gen-| J. C. Jamieson takes over the tion 
— W. CONDER, Chrysler | Chrysler strikers. 3 & Miami deter tow Tesh at Ghlonpe asd eapervteheg the ‘St aor 
labor relations director, assailed| The Chrysler strike is the first . ‘wn 2 ; : ; : ras 
: zone manager, will be eastern re-| Louis, Omaha, Minneapolis, Mil- pany 
the union’s decision to raise addi-| waged by the UAW in which the ; isi ‘ 1 : | 
gional manager, supervising all|waukee and Chicago zones. Jamie- exclt 
ee demands during the pension je capita assessment has been sales activities in the Boston, New|son, who has been manager of the Sales 
aa mposed. The rank-and-file conven- York, Philadelphia and Washing-| western region will be succeeded at mem 
Chrysler regrets that its em-|tion of the UAW conferred the ton zones Kansas City by Ross E. Thomps< 
ployes are kept from work by the|emergency power on the union’s i former Houston zone mana mg . O! 
strike while the union adds more| International Executive Board last Creation of the eastern s i k 3 
issues to the controversy,” Conder | summer. d i “ » Central : 
declared. Should the strike go through ar agent rte aaa tan oy 
Norman Matthews, head of the this week, which would make it Pacific outheun - rf mia aoe “> 
union’s Chrysler department, said | one month old, it would be the regions were reactivated we Woes d 
a special contract clause allowed longest UAW tieup of an auto in October y ard 1923- 
either party to reopen the entire | maker since the 113-day shut- | Women wore face masks when “Pentiac’s regional ti ort 
agreement for renegotiation in | down of General Motors in |™otoring in the early 1900's. ae areceen co 
event of a strike. 1945-46. ee ; ae a. te cenit ont oe 
If this clause had not been in-| The pension walkout already has Willard Battery ie vastly "‘usale tae wD 
run longer than the wage strike Ww. “ : - | 
‘ ° ard said. “Regional sales op- are | 
~ Chrysler in the spring of Cuts Prices erations give us flexibility and to 19 
. ee B. A. Kissam L.D.Bombar =| allow us to better serve our deal- Fi 
FFICIALS of the NLRB. mean- CLEVELAND.—Cuts of $2.50 and | ers and the public through closer race 
’ $4 on heavy-duty and standard ho has bee 
while, began conducting a union | storage batteries for th i Leigh D. Bombar, who has nm | concentration on the problems car 
shop vote among General Motors cient antvlegt, have been euneanees a a oon an “—- Se ee eee ee 
employes. by Willard Storage Battery Co. The eee 2 Se = 
Approximately 225,000 hourly-/ reductions, effective immediately, : 
rated workers of GM will be elig-|fojiow price adjustments by other Show 269.3: 
ible to vote on the question of| hattery makers earlier this month. oe 
5 ? r whether they want a UAW union- Heavy-duty batteries for Chevro- (Continued from Page 2) , cury 
R. W. Conder Norman Matthews shop arrangement, lets and Plymouths are being re- being chown. amen of Se ord Hz 
Result of the poll will not be | quced from $19.95 to $17.45, stand-| xhibit is a cutaway model so tha 
voked, the Chrysler contract would| binding on either company or ard-duty batteries for Fords from visitors can see the whole story y 
not have lapsed until Aug. 1, 1950.| union, but it will doubtless be | $90.45 to $17.95 and the heavy-duty of construction. Only 
Other demands newly introduced} heavily exploited for publicity long battery for Buicks from Narrators from Dearborn are foun 
by the union called for an improved| purposes by the union should the | $9495 to $20.95 on hand to explain the greater occu] 
grievance procedure; time and a| expected pro-union-shop landslide |—————___—-—-_|_ driving ease possible through the Th 
half for Saturday work, whether] materialize. of such major consumer items as| use of overdrive. car 
exceeding 40 hours weekly or not,| A strong possibility loomed last|eggs and pork foretold a govern-| Nash is showing seven 1950 movi 
and an increase in vacation pay. | week of a wage cut March 1 in the| ment-index decline affecting GM/| models, plus its experimental pro- J. C. Jamieson R. E. Thompson eleve 
ee Oe hourly scales of GM workers. The| wages. totype model, the “nxi.” An added ; ; ; : teent 
linked similar| Nash feature is a life-size three-|Dan O’Madigan jr., will supervise impr 


us union has already begun 
assessing the emergency “strike 
chest” levy expected to bring in an 
estimated $700,000 a week for a 


next review of GM pay rates under 

the cost-of-living escalator plan 

will take place as of that date. 
Sharp reductions lately in prices 





When You See 


THE 1951 KAISER 


AT THE CHICAGO AUTOMOBILE SHOW 


You Will See 


a Triumph of 


ALIN ATOWIC DESIGN 


Anatomic Design is the newest, most important develop- 
ment in motor car making. It means the designing of the 
anatomy of a car to suit the anatomy and needs of the 


human being. It results in a car that meets the needs of 





The corporation 
pay reductions with slight price 
cuts on two separate occasions last 
year. 


dimensional reproduction of Mel- 
bourne Brindle’s painting of a 1902 
Rambler. 
* 7 * 
C. DOSS, Nash sales vice- 

* president, said that 75,000 

“nxi” questionaires would be dis- 
|tributed to persons attending the 
| show. 

Other companies also are hold- 
ing glamourous exhibits of cur- 
rent models. K-F is showing | 
some of its new models to the | 
public for the first time. 

Cars, trucks and other exhibits 
| began arriving at the amphitheater 
learly, and by mid-week most of 
|them had been checked in. 

“Wheels of Freedom” rehearsals 
| were held nightly under the direc- 
tion of Will J. Harris, producer. 

* 

EMBERS of oe CATA show | 

committee, including Edward 
L. Cleary, exposition manager, 
spent nearly all last week beating 
a path between association head- 
quarters and the amphitheater tak- 
ing care of last-minute details. 

An ultra-feminine feature of 
the stage show is a galaxy of 
“gorgeously gowned glamor 
girls,” chosen as “queens” in the 
city’s communities and suburbs. 


| 


operation of the eastern, southern 
and central regions. 

The midwest, western and Pacific 
regions will be supervised by 
Assistant General Sales Manager 
E. J. Chapman. 

Ward also announced appoint- 
ment of three new zone managers 
and transfer of three others. Seven 
were promoted to assistant zone 
manager, 





Cc. G. Miller Cc. F. Devereaux 
C. G. Miller becomes New York 
zone manager to succeed Kissam. 
Charles F. Devereaux, who has 
been Washington zone manager, 
succeeds Miller as Philadelphia 
zone manager. John C. Bates be- 
comes Washington zone manager. 





They appear in what is described 
as a “Pageant of Pulchritude.” 
Next is an impressive array of 
“beauties on wheels,” as glistening 
1950 passenger car models are pre- 
sented to the accompaniment of 
one-minute comment about the 
outstanding features of each make, 
as it is driven onto a special turn- 
| table stage and revolved before the 
audience. 
* * - 
CAST of 75, including the or- 
chestra directed by Ralph 
Foote, is composed of 19 commun- 
ity and suburban “queens,” 16 
Frank Bennett singers, the 16 
Melba Cordes dancers, and a group 
|of professional actors and actresses. 





J. E. Dickens W. J. MeGrath 
John E. Dickens, who has been 
Cleveland zone manager, becomes 
Chicago zone manager, succeeding 
Bombar, and Walter J. McGrath, 
formerly assistant zone chief at 


your senses, your reflexes, your arms, legs, nerves and Serving as commentator and | Pontiac, has been promoted to 
1 h also as singer is Alexander Gray, | Cleveland zone manager. 

muscies . . a car that is easie a remembered for his star roles in | Howard L. Robinson, assistant 

. sier to control, eae OER “The Desert Song,” “The Student | manager at Los 

‘ : Prince,” “Blossom Time,” and Angeles, becomes 

fortable, safer for you and your family to ride in. ether musieal comedies ef stage aiciten dee 

and screen, manager, suc- 





Watch these pages for further news about Kaiser-Frazer’s 


great new contribution to motor car engineering. 


corraicuren 1980 Kaiser-Frazer Sales Corporation, Willow Run, Michigan 


The show has been resumed after 
an interim of 10 years. It is the 
eighth under CATA auspices, and 
the seventh to be held by the asso- 
ciation at the amphitheater, chosen 
in the fall of 1935 because of its 
ideal facilities for a combination of 
central arena showmanship and the 
amount of exhibit space available 
elsewhere in the building. 

The arena seats 12,000, and ad- 
joining the amphitheater is free, 
protected parking space for 10,000 
cars. 


ceeding Thomp- 
son. 

Promotions to 
assistant zone 
managers are Ev- 
erett H. Wing, 
Omaha; Martin 
Lubot, Boston; 
Robert D,. Coul- 
ter, St. Louis; 
Minneapolis; 
Paul D. Stone, Los Angeles; 
Thomas L. Meriwether, Pontiac; 
Gary B. Hogan jr., Denver. 





H. L. Robinson 
Thomas A. Cullen, 
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Previous High Year Topped by 1,274,000... 


5,800,303 Vehicles Sold in ’49 


1949 accounted for 5,061 units, 
against 7,210 in 1948. Of the 1949 


(Centinued from Page 1) 


sales records with the registra- 


tion of 1,031,466 new automobiles. jaa ie Be Soe 
Chevrolet's sales performance! were foreign automobiles. 
during the year gained the com-| ‘Total sales of imported cars 


pany membership in a mythical but 

exclusive organization—the “Million 

Sales a Year” club. The only other 

member is Ford. 
* 


amounted to 12,251 units in 1949, 
compared with 16,133 in 1948. 
* * * 


* * 


ORD holds the official new-car 

sales record for a single year 
with its 1930 mark of 1,055,105 new- 
car deliveries. 

Back in the days of the Model T, 
and especially in the three years 
1923-25 when Ford car production 
averaged two million units a year, 
sales unquestionably exceeded a 
million cars a year. 

(Detailed registration statistics 
are not available for years prior 
to 1929.) 

Following Chevrolet in the 1949 
race were Ford with 806,766 new- 
ear deliveries and Plymouth with 
527,915 sales. 

Others in the first 10, in order, 
were: Buick, 372,425; Pontiac, 321,- 
033; Dodge, 273,530; Oldsmobile, 
269,351; Studebaker, 199,460; Mer- 
cury, 186,629, and Hudson, 137,907. 

* * 


BY MAKER groups, General Mo- 
tors, to the surprise of no one, 
was in front by a “country mile.” 
The five GM car divisions regis- 
tered 2,075,155 automobiles last 
year, against 1,418,220 in 1948. 

Chrysler Corp.’s four divisions 
edged out the Ford Motor Co.’s 
three entries to again take second 
place. Chrysler’s four-car total 
was 1,035,272, against a 1948 fig- 
ure of 748,366, while Ford-Lincoln- 
Mercury sales numbered 1,031,086 
last year to 657,038 in 1948, 

The independents, close to Ford 
in 1948 with 650,695 sales, remained 
in fourth place last year, but were 
farther behind with 684,578 sales. 

7 7 ~ 

INCE 1949 new-car sales attained 

new heights in volume, it’s only 
natural that scores of other sales 
records were established. So many 
high marks were established that 
only a few can be listed here. 

For the entire industry, the sale 
of 4,838,342 new cars was, of 
course, the outstanding achieve- 
ment. In addition, sales in the 
last six months of 1949 repre- 
sented the industry’s greatest 
half-year period. 

Last-half new-car sales in 1949 
numbered 2,676,726 units, well ahead 
of the industry’s best previous half- 
year total of 2,463,619 new cars 
sold in the first six months of 1941. 

The last-half drive in 1949 also 
set up new sales records for each 
of the final six months of the year. 
Sales records for each of the first 
six months of the year were estab- 
lished in 1941. 

* 


+ 


HANGE was the order of the 

year for the other 12 makes. 
Only Chrysler in twelfth place 
found itself in the same niche it 
occupied at the end of 1948. 

The remaining changes in the 
car sales lineup included: Nash 
moving from thirteenth in 1948 to 
eleventh in 1949; DeSoto up to thir- 
teenth from fourteenth; Packard 
improving from fifteenth to four- 
teenth; Cadillac rising from six- 
teenth to fifteenth; Kaiser skid- 
ding from eleventh to sixteenth; 
Lincoln jumping from eighteenth 
to seventeenth; Willys vaulting 
from twentieth to eighteenth; Fra- 
zer falling from seventeenth to 
nineteenth; Crosley down one notch 
to twentieth, and Anglia-Prefect 
supplanting Austin in twenty-first 
place. 

Miscellaneous new-car sales in 


* 7 


T= highest new-car sales ever 
made in each of the months of 
the year, and the year in which 
they were attained, are shown in 
|the following table: 


Month Year Sales 
Jan, 1941 297,558 
Feb. 1941 299,701 
| Mar. 1941 419,396 
Apr. 1941 488,460 
May 1941 515,034 
June 1941 443,470 
July 1949 448,477 
Aug. 1949 478,556 
Sept. 1949 459,647 
Oct. . 1949 465,765 

Nov. . 1949 409,702 

ON se 1949 414,579 


Last year’s sales efforts were also 
distinguished by the uniformly 
high level of monthly sales figures. 
Eight of 1949's months saw the 
registration of more than 400,000 
new cars, 
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Cr seven other times since 
1929 have new-car sales in a 
single month reached the 400,000 


Buffalo 


(Continued from Page 2) 
of the Chevrolet exhibit, two cars 
had to be taken out of the exhibit 
to make room for people who 
wanted to see the new Powerglide 
transmission exhibit, which was a 
“live” display. 

Other moving exhibits which 
held crowds were a Studebaker 
chassis that revolved, a Pontiac 
engine that tipped and turned and 
a Plymouth Suburban which had 
electrically-operated seats, 

A house car built on a three- 
quarter-ton Ford truck chassis 
also had a constant stream of 
lookers going through it, many 
of whom expressed a buying in- 
terest. This job with a Boyer- 
town body was priced at $5,400. 

Truck exhibitors generally were 

more than satisfied with the play 
they were getting at this show, even 
though it was slanted toward the 
passenger-car end. 

The men in the General Motors 
truck exhibit were astounded by 
the interest they were getting in 
their Diesel trucks from truck 
users who attended the show. 

Salesmen in the Ford truck booth 
claimed they had picked up a 
goodly number of leads they were 
certain would produce sales within 
a few days. 
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America’s No. | Bag Maker 
and Burlap Importer 
DETROIT « Brooklyn « Chicago 


Indianapolis * New Orleans 
Boston « New York « St. Lovis 





jNAME PLATES 
New: PRECISION CAST... 

ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 

Write for details. 


29th & McKean Sts. 
Phila. 45, Pa., Dept. A 






mark. A list of the months in 
which new-car sales have reached 


400,000 or more follows: 

Pos. Month Sales 
1. May ‘41 .............. 515,034 
eS ee 488,460 
3. Apr. °29 ............... 481,675 
i RN OD vvicceccrssn 478,556 
Be ie | A entitierwisces 465,765 
6. Sept. '49 ............. 459,647 
He NAD ocevbovicpestd 454,132 
8. July 49.00.00... 448,477 
9. May ‘49 ..... 446,251 
10. June '41 443,470 

11. July ‘29 ..... .. 432,503 

12. June ’49 ........ 432,470 

13. Mar, '41 .. 419,396 

14. Dec. °49 ............... 414,579 

15. Nov. 49 ....... vee 409,702 

New sales high-marks for indi- 


vidual car makes were another fea- 
ture of 1949 with all but six of the 
20 American-made cars on the mar- 
ket climbing to new sales peaks. 

* * * 


HE six makes which did not 

surpass their best previous 
yearly sales totals were: Chrysler, 
Crosley, Ford, Frazer, Kaiser and 
Willys-Overland. 

Chrysler Corp. and General Mo- 
tors also achieved new sales stand- 
ards as maker groups, Chrysler's 
four-division sales total of 1,035,272 
units was out in front of the com- 
pany’s best previous year in 1941 
when 901,779 cars were sold. 

The GM total of 2,075,155 new- 
car sales was well ahead of that 
company’s best previous effort in 
1941 when 1,765,698 cars were de- 
livered. 

The Ford Motor Co.’s combined 
new-car sales of 1,031,086 units in 
1949 did not equal the company’s 
1930 sales mark of 1,059,461 new 
cars. 

Kaiser-Frazer enjoyed its best 
sales year in 1948 when 166,361 new 
automobiles were registered. Last 
year’s K-F sales amounted to 73,822 


new cars. 
* * * 


Chevrolet Takes a Bow: 


First in Every State 
DETROIT.—Complete 1949 regis- 
trations show Chevrolet led in both 
passenger-car and truck sales in 
every state of the country, W. E. 
Fish, general sales manager, re- 


ports. 
“This domination of a _ retail 
market has few parallels in any 


industry,” Fish commented. “First 
place in national sales has always 
been considered a supreme accom- 
plishment by a product. 

“But when this includes leader- 
ship in two fields in each state in- 
dividually, the feat is almost 
miraculous.” 

Quoting the just-released figures 
of R. L. Polk and Co., Fish cited a 
few highspots of the Chevrolet 
record. 

In California, which has the most 
cars in service, Chevrolet led in 
1949 sales by 16,607 cars and 9,848 
trucks. Michigan, the home state 
of the automobile industry, gave 
Chevrolet a margin of 7,954 cars 
and 4,930 trucks. 


AFL Addresses 
Mail Pleas to 
N.Y. Salesmen 


NEW YORK.—The AFL Team- 
sters union, borrowing a leaf from 
dealers, is using the direct-mail 
technique to enlist individual sup- 
port of auto salesmen for its or- 
ganizing drive. 

So reports the Automobile Mer- 
chants Assn. of New York, which 
says that many local salesmen have 
been circularized by the Teamsters. 

The union reportedly sends the 
salesmen a mimeographed sheet of 
questions and a self-addressed pos- 
tal card authorizing the Teamsters 
to represent the signer. 

The Teamsters announced re- 
cently that it would attempt to 
expand its auto salesmen’s union 
affiliate into a nationwide move- 
ment. 


Dealers Vie for Sheriff 


Paul C. Edwards, Edwards Mo- 
tors Sales, is seeking the Demo- 
cratic nomination for sheriff in his 
county. James Franey jr. (Hudson) 
is seeking election to the same of- 
fice on a Republican ticket. 
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DEALER'S WIFE WINS PAINTING—Mrs. Howard L. Haas, wife of one of the owners of 


Haas Brothers (Pontiac), Jackson Center, O., won the oil painting, ‘'The Spirit of 
Helpfulness,"' given away at the recent NADA convention at Atlantic City. Frostrom Service 
Los Angeles, which provides a sales training service, gave the painting. Jack Weed of 
Automotive News ‘shook 'em up" while a pretty young woman fished for the winning ticket. 





A pioneer in the automobile business in 
this area, he was said to be the oldest 
GMC dealer in the country in point of 
service, 


Obituaries 





W. F. Wilkerson 
CASPER, Wyo.—W. F. Wilkerson, 60, 
president of Wyoming Automotive Co., Cas- 
per, Wyo., and a past president of the 
Motor and Equipment Wholesalers Assn., 
pioneer automobile dealer in Fayette county, 
died suddenly Feb. 5. died at his home here. 
pl La tes e-s 8 
Howard R. Crawford H. B. Jordan jr. 


DETROIT.—Howard R. Crawford, 62, VICKSBURG, Miss.—H. B. Jordan jr 
vice-president, assistant secretary and as- service “manaxer of "Keith Williams Co.. 
sistant treasurer of National Automotive here died Feb. 5 of injuries sustained in 


Fibres, Inc., died following a heart attack 
Web. & Mr. Crawford was also a vite- en accident near Hattiesburg, 


president and director of Canadian Auto- * * * 


motive Trim, Ltd. He joined National Au- 
Reginald H. Hibbard 


tomotive Fibres in 1928 
. ° * MONTREAL.—Reginald Harold Hibbard, 
59, Cowansville (Que.) automobile dealer, 
ST. PAU A. Cari a 32 1 died suddenly Feb. 13 in General hospital 
ST. PAUL.—A. Carl Hoppe, 62, general! here. Mr, Hibbard had been a Ford repre- 
manager of St. Paul Buick Co, since 1941, sentative for over 35 years in Sherbrooke 
died at his home here. Previously he was and Cowansville, and was president of Hib- 
sales manager of W. R. Stephens Co., Min- bard Motors Lta Cowansville 
neapolis, owner of the St. Paul Buick out- , sass 7 


let. * * a 


P die aes Samuel W. Raymond 
Joseph Levy ADRIAN, Mich.—Samuel W, Raymond, 
FREEHOLD, N. J. Joseph Levy, 61,/a Ford dealer here since 1911, died last 
owner since 1919 of H. L. Zobel Co., Buick | week after a heart attack. His wife, Kate, 
dealer in Freehold and GMC truck dealer| who died last year, was a sister of Mrs. 
at Bradley Beach, died of a heart attack| Henry Ford, widow of the founder of the 
Feb. 1 aboard his cabin cruiser off Miami. | Ford Motor Co. 


CLOSE THOSE DIFFICULT SALES! 
NEW LOW PRICES... 


now allow you to throw in a few pieces 
of Nationally Advertised MAXIMILLIAN 
Bonded Luggage at a special price. 


4 Pc. SET 
an $73.50 


Advertised Consumer Price 
Incl. Fed. Tax: $146.82 


* * * 


Blaine Miller 
POINT MARION, Pa.—Blaine Miller, 65, 




















(b) 


YOUR SATISFACTION INSURED 
Every Maximillian case contains a 
five year BOND by a National 
Bonding Co. insuring against defects 
in workmanship and materials. 


“LADY WAYFARER"... Set consists of (a) 21 Wardrobe; (b) 26” Pullman; 
(c) 21 Weekender; (d) 14” Train Case. Made of lustrous SADDLE-SMOOTH 
Leather-Hyde (a scuff-resistant leather-plastic blend). tightweight all-wood veneer 
reinforced cases. Binding and cushioned handles of Top-Grain Aniline Cowhide. 
Coronation Satin linings with full-shirred pockets. Hand-polished solid brass hard- 
ware. Colors: Ginger (rich medium tan) or Cherrywood (deep reddish brown). 

Some 4 pc. set as above in TOP-GRAIN ANILINE COWHIDE, long bound (“Lady 
Voyager”). Dealer's Cost: $134.50. Advertised Consumer Price incl. Fed. Tax: 
$268.68. 

ORDER DIRECT FROM THE MANUFACTURER TODAY! 

MAXIMILLIAN, the first and only luggage manufacturer in Automotive News, can 
give you the full value that is not obtainable from jobbers. Simply clip and affix this 
ad to your fetterhead, indicating luggage desired. Enclose check or credit references 
and mail to: 


FIRMAN LEATHER GOODS CORP. 
137 E. 25th Street, New York 10, N. Y. 
Inquiries and sample orders invited. 




















Car Production Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 











Week Week dan, 1 
Ended Same Ended Feb., to 
Feb. 18, Week, Feb. 11, 1950 Feb. 19, 
1950 1949 1950* to Date 1949* 
TEENIE sxsnesiveoscensieivs. vecenviies EE <x) ‘suveveeren 102,100 
EP 1 idluncesetinsegedyope,-.cnelvobie 1,416 14,688 
ST Cc scccecsuceacorehoncees ‘irwiselios 1,166 10,560 
Dodge EE. ad dosnsiwa.) enamine 29,323 
Plymouth 5 paiciialites 5,212 caalehele 47,529 
FORD oooieiccccccccccu. 28,914 20,655 29,088 75,703 142,668 
IIT Ricerlins Jaconédgeg viboatectry 22,3538 16,254 22,492 58,820 112,799 147,613 
Lincoln 629 1,030 608 1,594 6,623 4,281 
Mercury ..... 5,932 3,371 5,938 15,289 23,246 38,165 
GENERAL MOTORS . _ 52,411 37,700 53,127 141,276 198,425 362,103 
IE ie di cevvndeveveesee 8,849 6,996 8,793 24,479 53,796 62,663 
Cadillac .... . ne 1,622 1,193 3,667 11,356 7,386 
Chevrolet . 26,722 17,750 26,896 71,156 74,410 184,733 
Oldsmobile ................... 7,415 5,027 7,619 19,552 33,830 50,086 
a 7,908 6,305 8,626 22,422 25,0383 57,235 
KAISER-FRAZER | waves 1,027 10,079 3,573 
ED Sicsseacens ssavivinse 363 3,936 3 
Kaiser 664 = ied 6,143 3,570 
CROSLEY 403 143 351 1,654 740 
HUDSON 2,688 2,537 6,325 27,381 17,789 
NASH ........... 3,001 3,781 9,622 21,643 24,354 
PACKARD 2,878 1,471 3,059 17,061 9,087 
STUDEBAKER ....... 5,672 3,566 5,450 14,808 24,076 38,281 
NEED. *Ridia pollighushacecscsseliw - Vuctueises 736 10 10 5,249 181 
Total Cars, U, S........ 94,846. 83,204 95,557. 251,154. 550,336 741,648 
Station wagons and Jeepsters. *Revised. _ re 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Feb., to to 
Feb. 18, Week, Feb. 11, 1950 Feb. 19, Feb. 18, 
1950 1949 1950* to Date 1949* 1950* 
CHEVROLET ......... 8,886 8,982 8,901 22,958 62,686 59,207 
CROSLEY ................ 10 2 16 33 64 68 
BEIED . scccvvecccesies 44 67 67 136 482 465 
DODGE ee 3,783 ; 28,276 8,794 
FEDERAL 35 33 35 81 261 201 
ae 7,049 4,131 7,317 18,889 29,706 45,366 
ET evn snatecevesses 2,106 2,015 2,138 5,486 14,322 14,089 
INTERNATIC NAL 2,578 2,664 2,227 5,539 22,161 12,114 
NE didtcvencedesbricccsetsie 248 175 218 619 932 1,782 
ae ; 45 113 45 107 669 299 
STUDEBAKER 1,084 1,732 985 2,726 11,352 7,202 
WHITE 210 191 212 462 1,468 1,330 
WILLYS | Sl vacaslbaicy...baianles 1,639 30 90 11,459 2,826 
MISCELLANEOUS ...... 234 411 251 635 3,066 1,685 
Total Trucks, U. S..... 22,529 25,938 22,442 57,761 186,904 155,428 
Total Cars, Trucks 
SiN ja-ttekniscesupinahapechrse’ 117,375 109,232 117,999 308,915 737,240 897,076 
Total Cars, Trucks 
Canada ........ hac avcanhlen 7,440 3,621 7,144 19,572 24,878 50,184 
Grand Total, 
Cars and Trucks 
U. S. and Canada ...... 124,815 112,853 125,143 328,487 762,118 947,260 





Drive, Sterling, Nash, Diamond T, ete. 


strike. January output in the 

U. S. included only 490,000 cars 

and 96,748 trucks for a total of 
586,748 vehicles, or about 85,000 

units off the pace. 

And February will certainly not 
yield 612,000 cars and trucks. An ac- 
counting of 382,000 cars and 89,000 
trucks for a total of 471,000 units 
appears much more likely. 

+ * 7 


HUS, in the first two months 
of this year the lost production 
of about 226,000 cars and trucks 
can be traced to the Chrysler tieup 
and the long coal dispute. 
Chrysler Corp.’s strike losses 
as of last week had risen to an 
estimated 115,000 cars and 9,400 
trucks—a total of 124,400 vehicles. 
Further losses for the industry 
as a whole loom in March. This 
was to be the month when sched- 
ules would be pushed even higher 
than they were throughout January 
and February. 

March programming once called 








Trico Ups Production 
With Six-Day Week 

BUFFALO. — Trico Products 
Corp. has gone on a six-day week 
in several departments of its three 
Buffalo plants, in keeping with the 
accelerated production schedule of 
motor car manufacturers, 

President John R. Oshei reported 
that Trico has completed occu- 
pancy of recently expanded plants 
in north Buffalo and south Buffalo. 
Additional equipment has been in- 
stalled in these new plant sections 
to enable the company to keep 
abreast with the industry’s car 
building program. 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


90 Output Tops 1 Million 
But Strikes Close In 


(Continued from Page 1) 


for 608,000 cars and 99,000 trucks, 
or a new alltime high month’s 
accounting of 707,000 vehicles. It 
will probably fall far short of that 
mark. 
+ * * 

[x ALL, U. S. plants had ordered 

and were committed for enough 
material to build nearly two-million 
vehicles in the first three months 
of 1950. They had set their sights 
on assembling 641,000 more cars 
and only 45,000 fewer trucks than 
were built in the same quarter of 
1949. 

Of course, nearly all manufactur- 
ers had qualified production plans 
with the statement: “If all goes 
well.” 

The coal strike has begun to 
hit the auto makers much sooner 
than was anticipated. Most ob- 
servers thought that GM could 
continue its volume schedules at 
least well into March. 

However, informed sources said 
that as of last week more than 40 
percent of GM’s suppliers were 
finding it impossible to make ship- 
ments according to promise, 

* + * 


JeORD also appears to be in for 

trouble. A Ford spokesman said 
his company planned to hold a 
parley last week on the advisability 
of restricting output to save dwind- 
ling coal stocks. 

Some drastic cuts in steel pro- 
duction are also likely this week. 
If the miners have not returned to 
work, the steel companies will 
probably have to take drastic steps 
to protect steel-making and coke- 
making equipment. 

When blast furnaces are shut 
down entirely it takes a long time 
to reopen them.—(Bernm Tuomas.) 
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CLASSIFIED WANT AD DEPARTMENT. 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED _ 


MANAGER, Owner 1,000 car ‘ 
franchise metropolitan Ohio location will 
consider complete operational responsi- 
bility to qualified manager. Basis liberal 
salary and percentage profits with op- 
portunity purchasing business, No initial 
investment required, Right man could 
own business in 3 years. Consideration 
given only to complete applications ac- 
companied by suitable photograph. Owner 
located Western United States. Box 3813, 
c/o Automotive News, Detroit 26. 


OWNER OF profitable and successful auto- 
mobile-truck body and equipment com- 
pany, located large middle west city, 
will consider applications for manager 
to assume full operating responsibility 
and have opportunity to purchase owner- 
ship from bonus compensation, No initial 
investment required, but will accept if 
desired. Give full details and photograph. 
Box 3812, c/o Automotive News, De- 
troit 26. 


WANTED. Salesmanager with experience 
and ability, capable of managing a 350 
car Chevrolet deal in a thirty thousand 
Florida city. Only a man with capability 
and ambition to go up will be considered. 
The ability to plan, direct and follow up 
are main essentials. A good job with a 
fair salary and plenty of chance of 








advancement for a man who can show 
us he can do it. 
motive News, 


Box 3806, 
Detroit 26. 


c/o Auto- 












FIELD 
REPRSENTATIVE 


For southeastern territory of large 
national retail trade association. Auto- 
motive experience valuable. Must have 
car and be free to travel. Starting 
salary $4,800 per annum. Please give 
age, present employment, salary and 
all other pertinent information in first 


letter. Include recent photo (non-re- 
turnable). All replies treated confi- 
dentially. 


Post Office Box 491 
Silver Spring, Maryland 


SALES MANAGER. Experienced in man- 
aging new car, truck, used car, trucking 
departments; also supervision advertising, 
appraising, training and recruiting sales- 
men, 500 unit Ford dealership, large 
Montana city. Box 3781, c/o Automotive 
News, Detroit 26. 


WANTED. Experienced salesman with car 
to call on new and used car dealers, 
many established accounts, selling fine 
line of quality custom-tailored automobile 
seat covers. May carry allied line or 
handle exclusively. Liberal commissions. 
Apply Box 3807, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER, capable of managing 
large volume operation, Florida Chevro- 
let dealership. State fully first letter qual- 
ifications, age, pay expected etc. Box 
3805, c/o Automotive News, Detroit 26. 


SERVICE MANAGER or service salesman., 
Chevrolet or G.M. experience required. 
Salary and bonus. Box 3824, c/o Auto- 
motive News, Detroit 26. 












POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7!/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 


PARTS MANAGER DESIRES to be asso- 
ciated permanently with Chevrolet dealer 
in mid-west. Experienced and capable in 
all phases of parts management. Family 
man of good character. Box 3809, c/o 
Automotive News, Detroit 26. 


EXPERIENCED truck and car salesman 
or manager, both retail and wholesale 
experience, wants part interest or posi- 
tion which will lead to part interest in 
Chevrolet agency. Will invest to show 
good will, Box 3784, c/o Automotive 
News, Detroit 26. 


FRONT END ALIGNMENT mechanic, 10 
years’ experience on all makes cars and 
trucks, Desires position in modern shop. 
Box 3815, c/o Automotive News, De- 


troit 26. 


SERVICE MANAGER AVAILABLE. Com- 
petent, 25 years’ experience. Would like 
to locate with one of the ‘‘Big Three.’’ 
Single, go anywhere. Box 3790, c/o 
Automotive News, Detroit 26. 


AUTO AGENCY ACCOUNTING specialist 
available, New York, New Jersey. Taxes, 
monthly statements, installations book- 
keeping service, trouble shooting. James 
W. Garrett, Rutherford, N. J. 











| SEEKING permanent employment with 











‘Big Three’’ 
























ACCOUNTANT - CONTROLLER, Executive 
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DEALERSHIP AVAILABLE 
WESTERN WASHINGTON — Puget Sound 
































































































POSITION WANTED 


small new car dealer as used car man- dealership, now handling Lincoln - Mer. 
ager, sales manager, assistant to owner, cury. Town of over 35,000 with very 
salesman, etc. Desire to locate in small stable payroll. 200 car potential. We ex- 


ceed our percent-of-price-class every year. 
New building and equipment, very well 
laid out for most efficient operation. Very 


or medium sized town or city in northern 
or western state. Experienced in all 
phases of new and used car operations, 


reconditioning, advertising, appraising, reasonable lease on building or it can be 
selling, etc. Married, 29, non-drinking, bought on easy terms to responsible 
reliable, honest, neat & clean, good buyer. This is a successful going busi- 
health, well educated, excellent refer- ness ready for new owner to step right 


in and continue operation with present 
personnel—all of whom have been with 
us for a i»ng time and are well-trained, 
Stock, fixtures and equipment at actual 
value, This dealership will return its 
investment to the owner in less than two 
years. Full price $50,000. Reason for 
selling—owner has other business inter- 
ests which require his full attention. For 
an appointment to inspect this dealership 
and review its operation, please write 


ences, Scenic location and future possi- 
bilities more important than immediate 
compensation. Please write Crane, 614 
Forest, Evanston, Ill. All offers consid- 
ered and all replies answered. 


GENERAL MANAGER or SALES MAN- 
AGER. Are you looking for a volume 
merchandiser who knows how to operate 
at a profit in a buyers’ market? Has 
managed and owned large General Motors 


retail and distributing organization. Well ens z 
grounded in General Motors management — - c/o Automotive News, De 
technique and operates on daily operating | ——————__ 

control basis. Has outstanding record for|*“OK SAL#. Money making automobile 
the development of keen, loyal, new and dealership, now handling Hudson, the 
used car salesmen or sales managers. most popular and fastest selling inde- 


pendent car located in metropolitan New 
Jersey, New York area. Gross sales 1949 
over $400,000. Inventory, equipment, etc. 
at much below cost, Modern showroom, 
modern service department and good 
service business. Good lease available, 
very reasonable rent or can purchase 
semi-commercial building. Good income 
from building. Selling price $19,500 for 
this long established money making deal- 
ership. Reason for selling—other business 
interests. Box 3803, c/o Automotive 
News, Detroit 26. 


Would be interested in acquiring interest 
in business but not essential. Over twenty 
years’ experience in New York, New Jer- 
sey and New England markets. Reply to 
Box 3794, c/o Automotive News, De- 
troit 26. 

AUTOMOBILE EXECUTIVE DESIRES 
position with aggressive volume-minded 
dealership in capacity of general man- 
ager or sales manager. Formerly owned 
and operated Ford agency. Can supply 
highest personal and automotive manu- 





facturer references. Outstanding sales | ——— - - = 
record in addition to executive experi-| NW CAR AGENCY—One of the “Big 
ence, Financially able to buy into part- vhree. New building located in county 
nership if preferred. Married, with chil- seat. Good payroll and agricultural ter- 
dren, age 37. Replies held confidential. ritory. Also heavy tourist business. Well 
Box 3811, c/o Automotive News, De- equipped and excellent personnel in ali 
troit 26. departments. Will consider selling every- 

7 thing. $60,000 will handle, Or will sell 


GENERAL MANAGER. Interested in con- 
nection with medium sized dealership as 
general manager with opportunity to buy 
interest in business out of earnings. At 
present, am assistant general manager in 
charge of sales of a large dealership. 
Background—25 years sales, merchandis- 
ing, management experience. Prefer con- 
nection in city of 10,000 to 25,000 popula- 
tion with Ford or Chevrolet. This should 
interest a dealer who wishes to retire and 
retain interest or one who plans to with- 
draw entirely within few years. Invite 
rigid investigation. Box 3808, c/o Auto- 
motive News, Detroit 26. 


TOP FLIGHT GENERAL MOTORS SALES- 
MAN. Temporarily vacationing in Cali- 
fornia, has always lived in New York and 
New Jersey area and wants to return for 
family reasons. Has outstanding record 
for selling General Motors products as 
dealer, salesmanager and salesman. Would 
like to join General Motors retail organi- 
zation metropolitan New York area, pre- 
ferably Northern Jersey, Westchester or 
Southern Connecticut, Will buy own dem- 
onstrator and work on straight commis- 
sion or prevailing compensation plan, Is 
very strong closer and keen used car 


on inventory and give reasonable lease. 
Approximately $35,000 will handle, Must 
be factory approved. This is a steal. 
Replies confidential. Don T. Koster, 5797 
Yorkshire, Detroit 24, Michigan. 

SOUTH TEXAS—Rio Grande Valley, where 
the sunshine spends the winter. One of 
the ‘‘Big Three,’’ trade area of 20,000. 
One of the oldest dealerships in the area, 
100 unit potential. Sales in 1949 $270,000. 
No real estate to buy. Good lease avail- 
able at low rent. Will be sold for actual 
inventory and a depreciated value on 
shop equipment, furniture and fixtures. 
Approximately $30,000 investment, some 
of which can be financed, Buyer must 
qualify with factory. Illness, reason for 
selling. Box 3767, c/o Automotive News, 
Detroit 26. 

DEALER, now handling two independent 
car and truck distributorships, In Indi- 
ana, population 50,000, good agricultural 
community, city has large industrial pay- 
roll, Excellent facilities with favorable 
leases on two garages, both on national 
highway. Retiring on account of health. 
Will sacrifice. Real bargain for the one 
who can qualify with the three manu- 





trader. Available for duty early March. facturers. An old firm in this —. — 

Finest GM references. Reply to Box 3795, dress Box 3819, c/o Automotive e 

c/o Automotive News, Detroit 26. Detroit 26. > 3 
SERVICE MANAGER. Twenty-five years’|eALERSHIP, now handling Pontiac 


automotive experience. Ten years’ experi- 
ence as service manager with a direct 
factory dealer, handling cars and trucks 
in the Chicago metropolitan area. Service 
and volume minded, Employed as whole- 
sale truck manager and available on two 
weeks notice to my present employer. 
Want to relocate out of Chicago, pre- 
ferably Northern [Illinois or Southern 
Wisconsin area. Married and can furnish 
excellent character references. Box 3796, 


Southwest Louisiana oil and sugar town 
of approximately 25,000 and still grow- 
ing. Well equipped and stocked, Doing 
excellent business. Priced right for party 
who can qualify. Reason for selling 
other interests. Box 3823, c/o Automo- 
tive News, Detroit 26. 
AUTO AGENCY, one ‘of the “Big Three.’ 

Also popular tractor line. New factory 
approved building 75 x 100, large lot, 1% 


c/o Automotive News, Detroit 26. acres, 5 reliable mechanics. — on 
ment. Sohio 85 

MANAGER, good habits, aggressive, 15 a va bare na in all phases 
years’ automotive sales and operating ex- Extremely high potential. Check this 
perience, desires connection with 100 to money maker. A. Koryta, Inc., 1311 


250 car dealership. Prewar dealer. Su- 
perior record against keenest competition. 
Best bank and finance company refer- 
ences. Willing to invest in business. Box 
3826, c/o Automotive News, Detroit 26. 


Schofield Bidg., Cleveland, Ohio. 

OLD TIME DEALERSHIP in good payroll 
agricultural tourist territory — hunting, 
fishing. Must qualify with factory. Takes 
$$45,000 to handle; Oregon. Box 3521, 
c/o Automotive News, Detroit 26. = 

5,000 


experienced manufacturers’ systems, parts a A RS 
CENTRAL CALIFORNIA TOWN, 


operations; reliable, ambitious and sales- 
service minded. Available promptly for population. Good trading area, now hand- 
real opportunity progressive, congenial ling Chrysler-Plymouth. An established, 


equipped business for $25,000 plus 
Write own 


well 
new & used car inventories. 
er’s agent H. C. Finley, Academy Theatre 


firm. Salary $100. Please address Execu- 
tive, 2037 E. Firth, Philadelphia 25. 


NEW OR USED car sales manager. In- 
terested in permanent connection with Bidg., Pasadena, Calif, 
new car dealer (General Motors pre- | AUTO AGENCY. Northern Michigan. Well 
ferred). Can give top references, both established line in lower price field 
prewar and postwar experience. Married, Modern building; used car lot 30,000 
well educated and dependable, Box 3825, trading area. Sell or lease, $15,000 will 





FOR SALE. Agency in Ohio, now handling 















c/o Automotive News, Detroit 26. handle. Consider trade for Detroit prop- 
DEALERSHIP AVAILABLE erty. Box 3753, c/o Automotive News, 
aa nee Detroit 26. 

DEALERSHIP in live Oklahoma town of | ———————— = — - _ 
20,000, now handling Chrysler products, | DEALERSHIP, now handling Buick-Olds- 
Ample room, ideal location, reasonable mobile, in best trading center of 25,000 
rent, Reputation established for fair| ‘!% Michigan, Established 20 years. Good 
dealing. Can be purchased for inventory parts and service including body shop, 
value. $25,000 will handle. Buyer must low overhead. 150 car contract. Will lease 
qualify with factory. Owner has other building, sell all or part interest. Box 
interests. Box 3804, c/o Automotive 3818, c/o Automotive News, Detroit 26. 
News, Detroit 26. DEALERSHIP FOR SALE, now handling 

NORTHEAST MISSOURI dealership for| Dodge, Plymouth products; small, in 
sale, now handling Chrysler. 150 car| North Central Florida. Lease or sell 
potential. Sell or lease real estate, includ- building. Box 3786, c/o Automotive 


News, Detroit 26. 


DEALERSHIP WANTED 


PREFER FORD, Chevrolet or Pontiac. 
Southeastern United States. Minimum 
population 15,000. Pay cash for bargain. 
All replies held confidential, Box 3810, 
c/o Automotive News, Detroit 26. E 


200 CAR GM DEAL. Middlewest or Pa- 
cific northwest preferred. Many years 
experience in auto busines. Should have 
no trouble getting factory approval, Con- 
fidential. Box 3801, c/o Automotive 
News, Detroit 26, 


ing nice 7 room house. About $15,000 will 
handle inventory of parts and equipment. 
No dead ‘‘Camels.’’ Address Box 3797, 
c/o Automotive News, Detroit 26. 


Lincoln-Mercury. Has been, is, and will 
earn good profits. Owner leaving the 
state. Present manager would like to 
take part of deal with one or two others 
who will work actively. Cash needed not 
large, as owner will sell building or 
retain and rent to good men who intend 
to devote their time to the business. Box 
3820, c/o Automotive News, Detroit 26. 
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DEALERSHIP WANTED 


@M DEALERSHIP. 75 to 200 cars. Single 
or dual. Desire Iowa location. Have half 
interest in 300 car GM contract now but 
prefer smaller deal. Will consider part- 
nership. Will buy complete, including 
buildings or lease. Feel sure of factory 
approval. All cash or contract. All replies 
confidential. Box 3802, c/o Automotive 
News, Detroit 26. 


GENERAL MOTORS AGENCY in Chicago 
or New York area wanted by experienced 
automobile man. Willing to invest up to 
50,000 dollars. Also consider active part- 
nership. Box 3827, c/o Automotive News, 
Detroit 26. 


eS 

WANTED IN MICHIGAN—Ford, Chevrolet 
or Plymouth dealership in small town of 
2,000 to 10,000. Send all information in 
regards to size, rent and cost of com- 
plete dealership. Send information to Box 
3828, c/o Automotive News, Detroit 26. 


WILL PAY CASH for General Motors 
dealership with 150 to 250 yearly car 
allotment in Great Lakes region. Assured 
of factory approval, Please send details 
in confidence, Box 3816, c/o Automotive 
News, Detroit 26. 


GM DEALERSHIP WANTED in vicinity of 
Miami, Fila. Furnish details of factory 
allotment, size service department and 
general setup. Confidential. Box 3817, c/o 
Automotive News, Detroit 26. 


SS 

WANT TO SELL OUT? We have qualified 
clients waiting to Buy established auto- 
mobile dealerships in all parts of the 
U. S. All negotiations handled in strictest 
confidence. Autodeal Brokers, Room 2453, 
1 N. LaSalle St., Chicago 2, Ill. 


WANT PARTNERSHIP, active. Small 
town, Chevrolet or Ford. Box 3785, c/o 
Automotive News, Detroit 26. 


BUSINESS FOR SALE 


—_—_ 





AUTO AUCTION 
FOR SALE 


(NEW ENGLAND) 
Great Potentialities 
Box 3829 
c/o Automotive News 
Detroit 26 








FOR SALE. Automobile radiator stock and 
service shop located downtown in West 
Palm Beach, Florida (a nice place to 
live). One story concrete store building 
26’ x 60’ on lot 50’ x 153’, built 1945. 
Business consists of wholesale and retail 
radiators, cores, shells, etc. Complete 
stock that services entire community. 
This offer includes building, lot, stock or 
mercnandise, furniture and fixtures, 
equipment and business. Price $45,000 
with good terms. Write Raymond May, 
505 Guaranty Building, West Palm 
Beach, Fla. 


BUSINESS OPPORTUNITIES 


LIMITED NUMBER TERRITORIES open 
dealer franchises Ferguson tractors and 
equipment, Fla., Ga., North and South 
Car. Opportunity to profit on merchandis- 
ing southern farming and operate in 
territory where tractors and equipment 
sold and serviced year ‘round, Fla. agri- 
cultural income 1949 exceeded 1948 by 
19%. Indications are 1950 will exceed 
1949. Doolittle Tractor & Implement Co., 
P. O. Box 6046, Jacksonville 5, Fla. 


ABSENTEE OWNER iarge-volume ‘Big 
Three’’ looking for operating partner. No 
initial investment. Liberal salary. Good 
bonus. Will consider selling part interest 
and balance in agreed time, Franchise 
located east coast metropolitan. Supply 
full details and photograph. Box 3514, 
c/o Automotive News, Detroit 26. 


DEALER SERVIOKS 
INVENTORY SPECIALISTS. Parts and ac- 


cessories' inventories taken accurately, 
economically and quickly in Michigan, 
lilinois, Indiana, Ohio, Pennsylvania and 
New York. Talbot's Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone Valley 2-9377. 


AUTO EMPLOYMENT SPECIALISTS. 
Serving both employers and employes. 
Sales, service, parts, office and man- 
agement. Inquiries solicited. Cardinal 
Agency, 505 5 Avenue, New York City. 


SPECIALIZED truck equipment distributor 
list available by states. Write Post Office 
Box 233, Atlanta, Ga. 


USED CARS FOR SALE 











LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Ilinois St. Phone Lincoln 5383 





AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 


ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.AP.A. 
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USED CARS FOR SALE 


ONCE AGAIN 
We Offer to Our 


Dealer Friends 


400 


1949 FORD 
2-DOOR V-8 


Philadelphia Official 
and 
Police Cars 


Many as Low as 3,000 to 10,000 
Miles—All Colors 


GREAT PROFIT 
POSSIBILITIES 


Call 


George Liles 


WA 4-1600 


OGONTZ MOTOR 
COMPANY, INC. 


6146 Limekiln Pike 
PHILADELPHIA, PA. 


Hotel Accommodations & Office 
Facilities at your disposal. 


AUTOMOBILE AUCTION 
Every Tuesday 


—ATTENTION WHOLESALERS— 


Cut down on sales fees—Tack on more 
profit. You can run all the cars through 
the sale each Tuesday, that you want to 
bring, for only $25 a month. You bring 
the cars. We'll have the buyers. 


DEALERS ONLY 
Weekly Prices Mailed on Request 


GULF AUCTION CO. 


WAYNE COOK, Auctioneer 


45 WAUGH DRIVE, HOUSTON, TEXAS 
Tel. Underwood 5700 ‘Night Tel. Mohawk 3597 








—WHEELING— 
AUTO AUCTION 


ev. THURSDAY 
Rt. miles N. of Chicago 


John Corrigan—Auctioneer 


PHONE 348 WHEELING, ILLINOIS 
Dealers are "Wheeling to Wheeling’ 








Philadelphia’s 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 PM. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 








ATTENTION DEALERSII! 


At Greatly Reduced Prices 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excelient Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. @ PHILA., PENNA. 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 








We Sell Everything 
FOR YOU! 


Automotive News 














USED CARS FOR SALE 


—AUTO— 
AUCTION 


on 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 


Auctioneers 


AUTOMOBILE 
AUCTION 


28 Miles From Chicago Loop 
Y2 Mile East of Illinois State Line on Route 30 
EVERY FRIDAY — 11 A.M. 
175 Car Average 
We have actually sold an average of 93 
cars per sale since the day we started. 
Strickly Wholesale 
Dealers Buy — Dealers Sell 
GEORGE LAWSON and BUD FENNEMA 
Owners 
Dutch Stuart, Auctioneer 


DYER AUTO AUCTION 


PHONE 4111-405! DYER, INDIANA 
Res. Lansing, Ili. 730 or 107R 








USED CARS WANTED 


F-E-L-Z wants station wagons, ‘46s to 
"50s. Top prices paid for clean cars. 
Telephone or write F-E-L-Z, 5858 Van- 
Nuys Blvd., VanNuys, Calif. Phone 
State 5-0773. 








CADILLACS WANTED. 1948's to 1950's. 
America’s top bidder! Write, call, wire 
or see Wolf's, 1725 Colorado, Pasadena, 
Calif. Eastern buyer at 3821 Tenth, Des 
Moines, Phone 4-3512. 


WE BUY 
WILLYS 


Jeeps 
Station Wagons 
Pickups and Panels 
ANYWHERE — ANYTIME 
WILLYS DETROIT 
DISTRIBUTORS, INC. 


17333 Livernois, Detroit, Michigan 
UN. 100 











BUSES FOR SALE 





WILLING TO SACRIFICE 
NEW 1949 
DODGE SCHOOL BUS 
MODEL FS170 
37 Pass. Superior Body 
MEMOLY MOTORS, INC. 


1893 RICHMOND TERRACE 
STATEN ISLAND 2, N. Y. 
TEL. GIBRALTAR 2-8903 





TRUCKS FOR SALE 


1949 SERVI-CYCLE, Harley-Davidson. Like 
new, 5,000 miles; selling at % price, 
$475. East End Auto Sales, Inc., 817 
North Point Rd., Baltimore 6, Md. 


TRUCKS WANTED 


WANTED. Whitehead & Kales or mechani- 
cal handling 35’ dual wheel 4-car trailer 
without tractor. In excellent condition, 
1945 or later. State price, condition and 
equipment. Call or write W. H. White 
Motor Co., Box 87, Arlington 74, 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 


Parts. Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 


Mass. 


























_ PARTS FOR SALE 


GENUINE FORD PARTS 


WE ARE SELLING OUR 
ENTIRE STOCK AT 


50% 


OF COSTII 





APPROXIMATELY $25,000 AT 


— COST ON HAND — 
No obsolete parts 
“Ford Dealers Over 25 Years" 
Write, Wire or Call 


Frank A. Hanley, Inc. 


MUNCIE, IND. 


BUICK BLOCK, one set pistons with rings 
and pins fitted, one set main bearings 
and one set of camshaft bearings, all 
completely new and standard. Fits Buick 
special and super, 1936 to 1947 inclusive. 
List price $173.25; special price to re- 
tailers $79.50 f.o.b., Des Moines, if 
bought as group. Howard Sole, Inc., 401 
Grand, Des Moines, Iowa. 


OLDSMOBILE 98 Rocket motor and Hydra- 
Matic, 1,200 miles. Complete with all 
accessories, ready to install. $500 for the 
two units. Hampton J. Curry, 317 8. 
State, Caro, Mich. 





PARTS WANTED | 


INTERESTED IN PURCHASING joblots 
and close outs of genuine Ford, Chevro- 
let, Plymouth & Dodge parts. U. S. 
Motor Products, 12 West End Ave., New 
York City, N. Y. 


ACCESSORIES WANTED 


WANTED. 1946-1947-1948 genuine Ford 
radios. New or used (good). State con- 
dition and price. Harden Motor Co., 
Tolono, Ill. 





WILL TRADE 








STINSON STATION WAGON 
Nearly New Airplane 
113 hours with brand new Omni Radio 
Will trade for 
NEW CADILLAC CONVERTIBLE 


ROBERT RAGSDALE 


AUSTIN, TEXAS TELE. 8-8779 





TRUCK EQUIPMENT FOR SALE 
1948 KINGHAM, 32-foot tandem van trail- 





er, side-door insulated, 10:00x20 tires, 
vacuum brakes. Write or call Bill Fishel, 
Vandeventer Auto Sales, 717 S. Vande- 


venter, St. Phone Franklin 


1750, 


SHOP EQUIPMENT FOR SALE 


INDUSTRIAL PARTS WASHER. Washes, 
rinses, dries; 42” long, 36” x 20’’ open- 
ing. Motors 220/440 volts, 3 ph., 60 cy. 
Built-in tire extinguishing equipment. 
Practically new. Now in place at Buffalo, 

. Y. Sacrifice. J. C, Martyns, 24-16 
Jackson Ave., L. I, City, N. Y. 


Louis, Mo. 








AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 





AUTO AUCTION 


IN THE HEART OF THE NATION - - - 


Bring your cars 


L130 A.M. oie; oi 


Call us for Hotel Reservations: 


47 


SHOP EQUIPMENT WANTED 


WANTED. Equipment to outfit newly 
opened dealership. Need all types of shop 
equipment, parts bins, office furniture 
and equipment. Must be in good condition 


and reasonably priced, Box 3793, c/o 
Automotive News, Detroit 26. 
MISCELLANEOUS 

NEVER BEFORE! Never again! Genuine 


imported chamois. British devaluation 
benefits Americans—prices skid! Just im- 
ported from England in time for spring 
cleaning. A whole chamois skin, 17x20 
inches, the best the English produce, at 
unbelievably low price due to recent de- 
valuation of the Mnglish pound, cheaper 
but better than domestic products, Big 
full skin, perfect quality; satisfaction 
guaranteed or money refunded, Approxi- 
mately 17” x 20”, $2 each; $20 per dozen. 
Save postage by sending check, C.O.D.'s 
accepted, Sax-On, Department TT-2, 
3840 Fullerton, Chicago 47. 





COVER CLOTH. Plasticated, light- 
weight, pliable. Use for dust cover, stor- 
age wrapping, painters’ drop cloth, 
ground cloth while working under auto 
and 1,001 other uses, Send $1.49 for 
8’ x 8 cloth or $2.79 for 9’ x15’ size. 
C.0.D.’s accepted. Quantity discounts. 
Sax-On, Department TT-1, 3840 Fullerton 
Ave., Chicago 47, Ill. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 300 Commerce St., 
Lynchburg, Virginia. 


WANTED 
AUTO LITERATURE 


Organization forming automotive library 
needs new or used copies of out-of-print 
books. 

Smith's “Marketing of Used Automobiles” 
FTC's “Report on the Auto Industry” 
Epstein's “The Automobile Industry” 
Cohn's “Combustion on Wheels” 

Seltzer's “A Financial History of the 
American Automobile Industry” 


Write Box 3476 
c/o Automotive News, Detroit 26 


G.L, 











Now for Immediate Delivery 
NEW IMPROVED MODEL 


Automatic {iss 
Complete with Control 


Guide Cables & Brake Hook-Up { 
a 2.....$100.00 
“s* DEAL ¢::::73295.00 
Tow Bar Sales Company 

Exclusive Factory Distributors 


AN 3-888 JMU 48401 
DE 2-0700 Nites: |DO 3-8373 
40 SO. CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 — ‘Los Angeles: OL 9782 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 


EVERY TUESDAY 


FORT WAYNE, IND. 


or send them Monday, Monday Nite 
Our guarantee: You must be satisfied. 


EASTBROOK 1254 


FORT WAYNE 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 


COL. CARL E. MARKER, COL. 
324 W. MAIN ST. 





Cor Dealer (] 


Jobber [] Insurance [_] 


NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 ["] or Two Years $14 [] 
for which check is attached [_] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 


AUCTION CO. 


HAROLD STRAIT, Auctioneers 
FORT WAYNE, IND. 
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QLISMOBILE 
MOGKETS 


T0 RECORD-BREAKING PEAKS 


OF PUBLIC ACCEPTANCE / 


Never before 

in Oldsmobile experience 
have New Models inspired 
such enthusiastic reception! 


From that first gala day when they went on display, the new 
1950 Futuramics have proved a national sensation. Crowds 
... enthusiasm ... showroom traffic . . . have shattered all 
Oldsmobile records. But the biggest raves of all have 

been saved for the cars themselves! “‘Rocket” Engine cars 
—with the most-talked-about power plant ever built! 
Whirlaway Hydra- Matic cars—with a brand new 
achievement in transmissions—another Oldsmobile first! 
And Futuramic cars, of course! Cars with a thrilling 

new Fisher Body for the ultimate in interior comfort 

and glamor! “98!” “88!” “76!” They all took 

America by storm! And each of these new Futuramics 
offers incredible value. For example: The brilliant 

new “88” Oldsmobile now comes at a new, even 

lower cost! That’s one more solid reason for the 
remarkable public response to Oldsmobile’s 

magnificent new models. And that’s one more 

reason why Oldsmobile dealers everywhere are 

ready and eager to—‘Rocket Ahead with 

Oldsmobile in 1950!” 


it Roa tae Sw hiessn n00 PRA CATS 


Te iMA! Bee 
LN AS A TE RTE 


WituH 


Typical Dealer Reaction 


to the New “Rocket” Cars! 


“Finest showing in Oldsmobile history!”— 
HARRISBURG, PENN. 


4000 people crowded through showrooms in 
past 48 hours!”—OAKLAND, CALIF. 


“Best looking car on the market—Head and 
shoulders above competition!” —CHICAGO, ILL. 


“Showroom jammed with more than 3,000 


excited Denverites!”—DENVER, COLO. 


“All 1950 models superb. Demand for new cars 
terrific already!”—PORTLAND, OREGON 


“Greatest reception in 18 years—The new 
Futuramic fleet is a sensation—Congratula- 


tions!” —PATERSON, N. J. 


“What a car—what a year 1950 will be for 
Oldsmobile dealers and salesmen—Crowds tre- 
mendous—Police called to regulate traffic!”— 


CANTON, OHIO 


“1800 people in two-day showing—marvelous 
reception of outstanding car of 1950!”— 


SAN FRANCISCO, CALIF; 


A General Motors Value 


OLDSMOBILE 
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